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“Strike While the Iron Is Hot” 


Lusty blows for home ownership are being struck by lum- ing.” The advertisement is signed by five retail concerns. 
bermen all over the country who have enlisted by the hun- This is a practical adaptation which might well be followed 


dreds in the campaign initiated by the AMERICAN LUMBERMAN by dealers in other communities. After all, there is plenty 
to restore to the home its proper place in the estimation of of money in almost every community for financing any 























a the people as “America’s Premier Investment.” Every per- needed amount of home building, once the confidence of the 
as son engaged in any branch of the lumber industry should over-cautious holders of cash in the soundness of the security 
lend his aid to this movement which means so much to the is regained. As R. O. Sewall, secretary Allied Credit Asso- 
a prosperity of the industry and of the country. Some of the ciation, St. Paul, Minn., says in a letter to the AMERICAN 
: ways in which lumber dealers and others are kindling interest LUMBERMAN: “Your article on ‘America’s Premier Invest- 
in their own communities are here briefly set forth. In the ment’ surely is a ‘knockout’ and the kind of stuff that should 
first place, more than 30,000 reprints of the AMERICAN LUM- chase out the fear of investing money in homes. We hope 
RERMAN’S recent front page stressing the home as the soundest every lumberman in the United States will get a supply of 
of investments have been ordered by dealers for distribution reprints, and keep bombarding the public with these facts. 
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an important and Preston Lumber 
appropriate addition headed, ‘““A Message to Private Investors,” & Manufacturing Co., Benton Harbor, Mich., which sends this 
which is reproduced in fac-simile on this page. The AMERI- comment: “We think this is a very good article, and. we 
or CAN LUMBERMAN is greatly pleased to see this effective use have had many compliments on our advertisement embodying 
made of its article, as one of the chief purposes of the cam- it.” The Binford concern appends to its advertisement the 
he paign being conducted by this journal is that of restoring following offer: “If interested in any house plan, whether 


confidence in the American home as an investment, thus shown in magazine or mail order catalog, we invite you to 
loosening the purse strings of hoarders and other holders of bring in the plan and let us tell you in very short time what 
idle capital and increasing the flow of money into -home_ the home will cost you in Crawfordsville.” 


building channels. Regarding this appeal to private investors J. J. Dahl, division manager Thompson Yards (Inc.), Fargo, 
by the Reading dealers, K. W. Perkins, sales manager Mer- N. D., writes: “I think this article contains some of the 
ritt Lumber Yards (Inc.), writes the AMERICAN LUMBERMAN: best stuff I have seen in years, and it seems to me that if 


“We thank you very much for permission to use front page this information is properly put out it will be the means of 
of your July 23 issue in our advertisement, a copy of which starting people thinking about investing their money in good, 
we enclose. We hope this will bear fruit in reviving interest substantial American homes.” Interest, moreover, has ex- 
. in home building in this section, and also in getting some pri- tended beyond strictly lumber limits. For example, George 
S vate money for financing some of the jobs that we have pend- EK. Hoffman, manager Crane Co., Chicago, [Turn to page 21] 
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Mixed with Limited Amounts Douglas Fir 
For siding and all exterior millwork recom- 
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cheaper in the long run. 
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Like 
Old Time 
White Pine 


The same remarkable softness. The 
same light weight. The same wonder- 
ful qualities. Graded like White Pine. 
Regraded behind the planer. 

B C Spruce makes wonderful 
SIDING, mouldings, finish, casing, 
base, ceiling, lath, etc. 

Address your inquiries to 
SAMUEL L. BOYD, 


American Sales Representative. 
828 Plymouth Building, 
Minneapolis. 


























TAKE ADVANTAGE 
| OF PRESENT STOCKS 


We have very complete assortments and can 
promptly fill orders to suit your requirements. 
Write now for stock list and get our quota- 
tions on a mixed car. 








Our two affiliated companies have very 
modern and complete facilities. 


HOLT HARDWOOD CO. 
HOLT LUMBER CO. 






























































Spruce Mills,Ltd. 


| LUMBERTON, B.C. 
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Lumber Will Be Among 
Farmer's Earliest 


Purchases &3 


S THE editors drive through the 
country, looking at first hand for 
lumber developments, they are 

impressed all over again with the 
enormous extent of Uncle Sam’s agri- 
cultural empire. So far as physical 
area is concerned, the largest cities are 
but slight interruptions of harvest 
fields and pasture lands. One country 
family may need a quarter-section or 
more for its home and its labors; while 
a single city block often contains as 
many residents as several rural coun- 
ties, and a few hundred square feet of 
office space may accommodate a cor- 
poration capitalized at a hundred times 
as much as a farm. 

Agriculture is one of the oldest of 
human occupations; and while it has 
made notable advancements in tools 
and methods its development has not 
been so spectacular as that of indus- 
trial and corporation business. But the 
fact remains that farming continues 
to be the foundation of human welfare. 
A few years ago it was taken so much 
for granted that its importance was 
somewhat overlooked; but recent 
events are correcting these mistakes. 

The lumber business is realizing all 
over again the importance of agricul- 
ture as a lumber market. While fig- 
ures are not at hand, it is an easy guess 
that a considerable part of the shrink- 
age in per capita lumber consumption 
has occurred in the country. This is 
but slightly due to the invasion of sub- 
stitute materials; for the farmer, like 
his forebears, is faithful to frame con- 
struction. It is due to the fact that the 
depression struck the country districts 
years before it overtook the cities; and 
farmers suspended building because of 
a lack of necessary funds. It is appar- 
ent, wherever a person goes, that farms 
are badly in need of new buildings and 
of repairs for old ones. Once surplus 
income returns to the country districts, 
and the advances in livestock prices in- 
dicate that this may be near, new 
buildings are likely to be among the 
first capital investments made. [Farm- 
ers will first pay pressing debts. They 
may fortify their personal morale with 
the new clothes they have done with- 
out for so long. But high up on the 
list of purchases will be farm build- 
ings. One Corn Belt lumberman said 
he considered himself in the right busi- 
ness to receive the immediate benefit 
of the recovery when it comes. He is 
confident the lumber yard will be one 
of the first places visited by the farmer 
when he has money in his pocket. 

In the meantime, these country 
dwellers have given their city neigh- 
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bors a worthy example of fortitude and 
persistence in the face of discourage- 
ment. Of course they have made ver- 
bal complaints, even as you and I. But 
year after year, in the shadow of low 
prices and high taxes, they have con- 
tinued to employ their best skill and 
labor in doing the things they knew 
how to do; resting on a faith that the 
turn must come, and satisfied that they 
could not share in prosperity unless 
they performed their part of the busi- 
ness. Late last winter an able farmer, 
watching the price of corn drop below 
the cost of production, said he believed 
it was the part of wisdom not to plant 
any corn at all and to allow his fields 
to lie fallow. But when the season 
opened he, like his neighbors, plowed 
and planted. He explained his change 
of mind by saying that no one seemed 
to know much about the effect of such 
radical changes and that he preferred 
to trust the ways which over a course 
of many years had proven themselves 
to be sound. 

It is a part of the American tradition 
to make reasonable changes when 
shifts in social organization call for 
them; but changes, just for the sake 
of change and based upon impatience 
instead of knowledge, are not promis- 
ing. Certainly it is also part of the 
American tradition to refuse to throw 
up the game so long as persistence and 
energy have a chance to make seasoned 
methods work. Our farmer friends 
have given us a striking example of 
continuing, under discouragements, to 
do the things they know how to do. 


“Modern Merchandising” 
—Service and 


Profit 


E SUSPECT that this “modern 

merchandising” that we hear so 

much about is not modern at all, 
but just old-fashioned commonsense 
methods in a new guise. Anyway, the 
term implies creative effort ; a constant 
seeking of the better way. Emphatic- 
ally, it does not mean passive submis- 
sion to “conditions,” but rather a shap- 
ing of circumstances. Sound mer- 
chandising, modern or ancient, begins 
with the buying—making sure that the 
goods to be offered one’s customers 
are right in every respect, both as to 
quality and price. It implies a well 
wrought out plan for serving the indi- 
vidual customer and the community. 
Such innovations as complete unit sell- 
ing, and financing, conceivably may be 
a part of that service. Proper adver- 
tising and display of course are essen- 
tial factors of real merchandising. 
Finally, and most important of all, 
modern merchandising to merit the 
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name implies demanding and securing 
a fair profit on every sale, for without 
that, real merchandising does not ex- 
ist. Probably the stress that has been 
laid upon the word “modern” in this 
connection has been beneficial in lead- 
ing those who buy and sell to an ex- 
amination of their methods, the rejec- 
tion of those that have become obso- 
lete and the addition of approved new 
ways; but after all, the essentials of 
service, and profit as the fair reward 
for that service, are unchanged. 





The Retail Lumberman 
and His Bank 


Borrowings 
HILE THE independent yard 


in the medium-to-small bracket 

of sales volume has had its 
pains and losses, it has disclosed some 
factors of strength that have surprised 
some of the larger corporations. 

“When this depression is al! washed 
up,’ remarked a well-known lumber- 
man, “I’m guessing that the banks are 
going to admit that their best assets 
have been commercial loans made to 
business men who are not large enough 
to finance themselves in the new trick 
ways. There are thousands of lumber 
retailers, for instance, whose one 
method of financing their businesses is 
the old method of borrowing at the 
bank. They couldn’t issue bonds, for 
bond buyers got the bright idea that 
safety lies in large size. So these re- 
tailers have continued to go through 
the third degree that is involved in 
borrowing from a bank; and when 
they were in debt the only way they 
could think of to get out was to pay 
off the notes. So they’ve been doing 
it. It’s been hard to do, but they’ve 
done it.” 

Surely the lumber industry can be 
proud of the record made by thousands 
of retailers in meeting their obligations 
and in protecting their credit. 

Much of the difficulty in getting 
bank loans these last few months has 
not been due to impaired credit in the 
usual meaning of those words. It has 
risen from a doubt in the banker's 
mind whether any person in a period 
of stagnant sales could make profitable 
use of a loan. But once lumber sales 
have gained headway, as they surely 
will do before the world is much older, 
there will be little question but that a 
surviving yard can make profits. 

So not the least of value which the 
average yard has salvaged out of this 
period of readjustment is its reputa- 
tion for quiet and matter-of-fact meet- 
ing of its obligations. This asset will 
give it a quick start when bank loans 
are needed to buy new stock. 
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Southwestern Retail Dealers Are Buying 


Prices Having Been Steady and Now 

Showing Upward Trend, Both Line and 

Individual Yards Are Replenishing 
Stocks — Price Advances Certain 


Kansas City, Mo., Aug. 17—The Suther- 
land Lumber Co., one of the large lineyard con- 
cerns doing business here, told the AMERICAN 
LUMBERMAN correspondent today that it was 
placing orders for about two million feet of 
lumber. T. C. Wemott, purchasing agent, said 
that the company had been buying steadily for 
about two weeks and still was in the market, 
orders having already been placed for about 
forty cars. He said: 


“We believe you can’t be in the lumber busi- 
ness and not have lumber. We have been out 
of the market for eight or ten months. Stocks 
at all our yards were down to bedrock. We are 
filling out these stocks and in addition are buy- 
ing a complete stock for a new yard which we 
are opening at Des Moines.” 

The purchasing agent then explained that the 
company in 1929 had about twenty yards oper- 
ating in the Southwest, but had sold or closed 
a number of these, cutting the number now open 
down to less than a dozen. “We're ready to 
expand again now,” he said. “We're opening 
this yard in Des Moines, for which we are buy- 
ing stock now, and probably others will be 
opened before long.” 


Mr. Wemott said the company felt this was 
a good time to buy, in that prices had been 
steady for some weeks at low levels and now 
showed signs of an upward trend. He pointed 
to a 10 percent increase in price of red cedar 
shingles within the last week as evidence of this 
trend. Roofing also has increased in price, he 
said, and continued : 


“We have learned that wholesalers are con- 
sidering advances in other kinds of lumber due 
to the increased demand. That makes it a good 
time to buy. We don’t believe prices will go 
lower and we do believe they will go up. With 
stocks at bedrock, we need to buy, anyway, and 
we're taking this time to do it.” 

Other lineyard concerns here also reported 
they were buying more than in some time, due 
to increased demand from their yards, but none 
reported orders approaching the size of those 
placed by the Sutherland company. 

The purchasing agent for the Pickering Lum- 
ber Co., another well-known lineyard concern, 
asserted that demand undoubtedly had increased, 
but said his company was making no move to 
round out stocks to completion at this time. 
“In the last week or two,” he said, “we have 
done more business than for some time, but the 
increase has not been of a sensational nature.” 

Similar reports were given out by the retail 
division of the Long-Bell Lumber Co., the 
Dickason-Goodman Lumber Co., and the Foster 
Lumber Co., three other large lineyard con- 
cerns, 


Purchasing agents in each case indicated that 
they believed prices were fairly stable at present 
levels, and said they did not expect any sharp 
upward trend at this time, although there might 


be some slight increases. It was said that 


stocks were fairly low now and would be kept 
that way for the next few weeks unless unex- 
pectedly sharp advances should make it appear 
best to buy in quantity. 

Wholesalers as a group confirmed Mr. We- 
mott’s statement that an advance in prices might 
be expected soon should present increased de- 
mand continue. 

Amos Vanice, of the Exchange Saw Mills 
Sales Co., told the AMERICAN LUMBERMAN rep- 
resentative that his company had had the best 
week in months, and that prospects appeared 
very bright for a continuation of the strong de- 
mand. “Small yards are buying heavily,” he 
said. “Prices held steady during the week, and, 
if the demand continues, our price list almost 
certainly will be revised upward in the near 
future.” 

Asked to what he attributed the increased de- 
mand, Mr. Vanice said: “We don’t know just 
what’s doing it. Some say politics, some say 
one thing and another. I believe it’s just that 
people are feeling better about things, and that 
stocks were reduced during the summer to the 
lowest levels in many years.” Then he repeated 
what Mr. Wemott had said not long before: 
“If they’re going to sell lumber, they have to 
have lumber.” 

Other wholesalers told much the same story. 
In almost every case they told of better demand 
than in some weeks. All said small rural yards 
appeared to furnish the best market, perhaps 
due in part to repairs being made after harvest 
on the farms. 

Industrial buying was said to have picked up 
to some extent, but no large increase in this de 
mand was noted. Railroads, it was said, were 
in the market again to some degree, buying tie 
stock and car siding. 

The Long-Bell Lumber Sales Corporation, 
the I. K. Campbell Lumber Co., and the Tri- 
state Lumber and Shingle Co. were among 
firms noting an increase in demand. 


Reports Business Improving and 
Banks Seeking Loans 


The president of a large lineyard company 
operating in Iowa was in Chicago this week and 
said to a representative of the AMERICAN LuM- 
BERMAN that conditions in his territory are im- 
proving. There are fine prospects for a good 
corn crop, and his yard managers feel that there 
is going to be considerable lumber and building 
material sold this fall. One of the significant 
things pointing to better conditions, he thought, 
was the fact that officers of two large banks 
with which his concern does business had ap- 
proached him recently and asked if his yards 
didn’t want to borrow some money. He men- 
tioned also the fact that a note broker who 
formerly handled their notes, but who for some 


time has not been in the market for this kind of 
paper, recently approached him and asked if 
his yards did not want to sell some notes, advis- 
ing that there now is a market for them. For- 
tunately, he said, the company did not need any 
money at this time. 

Feeling that the Reconstruction Finance Cor- 
poration is functioning and that this influence is 
beginning to permeate all lines of business, he 
has advised his yard managers that the company 
now will be glad to extend credit to worthy cus- 
tomers because he felt that the company in turn 
had credit behind it. 

This official also said that he felt the time 
had arrived when the yards ought to buy some 
more lumber. It is the policy of his company 
to keep the stocks at all of the yards well bal- 
anced all the time. 


Inquiring for Cypress and 
Hardwoods 


30sTon, Mass., Aug. 16.—Inquiries are being 
renewed regarding prospective jobs requiring 
lumber which customers had dropped months 
ago. For example, an industrial concern is now 
inquiring for 100,000 feet of cypress tank stock 
for immediate use, after having dropped the 
project for new tanks some time ago because of 
financial and general business conditions. An- 
other recently renewed inquiry involves about 
500,000 feet of hardwoods. Thomas J. Mc- 
Hugh, president of the Atlantic Lumber Co., 
reports: “We have just had some difficulty in 
filling an order calling for a carload of 16/4 
ash. We looked around among the hardwood 
mills and it was surprising to find how little 
there was of this item ready for shipment. A 
very little increase in the present light buying 
of various hardwood items would quickly un- 
cover an actual shortage.” 





On the Threshold of a Better 
Market 


Hammonp, La., Aug. 15.—In a recent bulle- 
tin, sent to all salesmen of the Pearl River Val- 
ley Lumber Co., King W. Bridges, sales man- 
ager, called attention to the fact that com- 
pared with the hardwood inventory of that com- 
pany on July 1, 1931, the inventory on Aug. 
1, 1932, showed a reduction of 44.38 percent, 
and compared with the peak inventory of Dec. 
31, 1930, the reduction is 47.61 percent. The 
inventory figures show Dec. 31, 1930, 38,871,000 
feet; July 1, 1931, 36,432,602 feet; Aug. 1, 1932, 
20,363,111 feet. Unfilled orders on Aug. 1, 
were 28.39 percent of gross stocks. 

This heavy reduction in stocks and the fur- 
ther fact that its mills will operate on a very 
light production basis during August and Sep- 
tember, indicate that this company has gone 
farther even than the recommendations of the 
National Timber Conservation Board in cur- 
tailing output and reducing stocks. 

Mr. Bridges believes that “we stand on the 
threshold of an upturn in the hardwood mar- 
ket,” and advises the salesmen that because 
stocks have been turned well there is a very 
small proportion of old or deteriorated lumber 
on hand and further because the mills have been 
using Lignasan for the last eighteen ‘months 
for the prevention of sap stain, the lumber is 
brighter and has yarded better than ever before. 
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he Federal Home Board Appointed and Ready to 
. 
Function— How the System 
. — ee . 
Loan Bank System _ Wil Ait Home Financing 
In its last hours the recent session of Con- | By T. M. Knappen | or debentures, secured by the mortgages de- 
gress enacted a law creating a Federal Home , posited with them as collateral for loans, the 
Loan Bank System. The system will comprise *@Vings and loan associations, co-operative @mount of such security being not less than 
not more than 12 nor less than eight regional »@"Ks, homestead associations and insurance 190 percent of the issue. All the Banks are 
eulen wihteh wlll # a sate. can yee companies. Mortgage loan corporations, Jointly and severally responsible for the 
arenas ! . Ay all ge Piecemggen rigage re- commercial banks, and trust companies are issues of any one bank. These securities are Man 
discount vanks, although there will be some op- not eligible. Subscribing institutions must exempt from Federal and State taxation, ex- a aa 
portunity for direct mortgage loans. be duly organized under State or federal cept surtax, inheritance, estate and gift E 
The general purpose is to increase the volume law, subject to State or federal inspection. taxes. The banks, themselves, are similarly future 
and efficacy of capital applied to the financing Pending atpastinent to this requirement in- pate = — ~~ eatate Sa ae gh 
° wa , , e ngpraeT sti ions *2rwise eligible ma borrow o loca axation. is expectec at the will sé 
of the erection or ownership homes costin stitutions otherwise eligi y . 
not more th ' $20,000 wo oe Se from the banks, upon submitting to desig- issues of the banks will be in great demand gained 
The H a _ : k at ae nated inspection. No institution may join a by investors, thus giving small home financ- fact-fin 
. e ome an Bank System occupies a Bank if the net cost of loans to borrowers ing access to the great national pools of in- efficien 
field in real estate loans similar to that of the is in excess of the legal or contract rate. vestment capital. Th 
Federal Reserve System in commercial loans. If there is no such rate, 8 percent is the F. +i d Obiecti S the i “al. 
When a commercial bank which is a member of ™maximum. se a © ° os — - 
a Federal Reserve Bank has need of further 5. Management of each Bank will be in Loan Bank System a on 
funds to meet its lending requirements it can the hands of eleven directors, two of whom 1. To refinance existing mortgages with dln 
obtain them by borrowing from the Reserve "©. names by a ig age Marty cen . The re- a view to reducing installment payments, nad 1 
Bank, putting up existing loans as collateral, (ye Nene nine: ese noe the members, are and to meet the needs of withdrawing mem- toe ll 
When the new system is running home building divided into three groups—one representing bers and depositors of the subscribing insti- facture 
he bsodhea s) de an “sa “a we hate he large subscribers, one medium, and the third tytions. In the present depression many such quirem 
ioans en soy ba rps sal agg, Fw small, individuals have found that their funds are portati 
funds that can be appliec to new loans. us 6. Stock in the Banks is without prefer- frozen and unavailable. numbe: 
there will be reserve capital to meet unusual de- ence except that the temporary subscriptions 2. To provide members with funds tem- Gflere 
mands for building funds and to help the lend- of the Government are entitled to 2 percent porarily to carry worthy borrowers who are and ay 
ing institutions which are members of Home Per annum, cumulative. not able to meet their obligations. are 
Loan Banks to meet situations of unusual stress, 7. Loans may be made to members or tem- 3. To assist such borrowers to pay taxes The 
such as those resulting from the business de- = a agen olan = ee a and insurance. sented 
er re . . QC 7 7 me mortgages, aS follows: ¢ amo zabie <A — eo ae eETte 
pression which began in 1929. Following are or installment payment loan will be eligible 4. To finance modernization, repair and of vita 
the outstanding facts about the Home Loan 5; giscount at not more than 60 percent of ™4intenance of houses. ent tir 
Bank System, briefly stated. the unpaid principal, or 40 percent of the 5. To provide funds for lifting  short- to obt 
1. The System is directed by a board of valuation of the property. A straight mort- time mortgages which have been unex- greatly 
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DIRECTORS OF HOME LOAN BANK RECENTLY APPOINTED BY HIM CALL ON PRESIDENT HOOVER TO ADVISE THEY ARE READY FOR SERVICE. do m 
LEFT TO RIGHT: NATHAN ADAMS, DALLAS, TEX.; H. MORTON BODFISH, CHICAGO; PRESIDENT HOOVER; FRANKLIN FORT, NEWARK, N. J. before 
CHAIRMAN; JOHN M. GRIES, ROSEWOOD, OHIO; WILLIAM E. BEST, PITTSBURGH. see 
now 
facts ; 
five members appointed by the President of gage loan will be collateral for an advance pectedly called for payment, due to bank rw 
the United States. The members are: of not more than 50 percent of its face, or 30 failures and general financial stress. idles 
Franklin W. Fort, (banker) of New Jersey, Percent of property valuation. The mort- 6. For the building of desired and needed modit: 
Chairman gage, in either case, must not have more small houses. 
oa ‘ pee than fifteen years to run, and its value must Re ? tent a 
Ww illiam E. Best, (awyer), of Pennsylvania, not exceed $20,000. No property may be more The interested public should be warned in ful 
president U. S. building & Loan League. than a three-family structure. that there is no intention of proceeding at pres- menta 
H. —— of Illinois, executive Total outstanding advances of any Bank ent very vigorously regarding objective No. 6. has fe 
eee U. 8. Building & Loan rade are limited to 12 times its paid-in capital The Home Loan Bank Act is for the present thing, 
Nathan Adams, (banker) of Dallas, Tex. stock. primarily an emergency relief and reconstruc- an en 
Dr. John M. Gries, (economist) of Ohio. 8. Direct loans to individual home-owners tion measure. It will not swing into action to and 1 
2. Number of Banks must not be more ye 4 be made pa Pr — e home ayn oe any great extent on its permanent objective of the n 
than 12 nor less than eight. is they cannot ootain loans from any otner ilitati ildi Ww il the trans 
gga | _ gource—so long as the Government holds facilitating the building of new homes until th ans} 
a... oy ry ae ba — pon hes be stock in them. present abnormal business situation is improved. neer 
lan 39,000, ° j ye made » eve - The i 2S jj aT - meast 
ally of subscriptions, by member institu- 9. Assets of the Banks equal to sums paid W hen that coo Coen will be a arg rp adi 
tions, of 1 percent or more of the total in for capital, plus deposits, must at all tor in mobilizing the investment funds of the eso 
amount of their mortgages eligible for re- times be in the form of obligations of the nation for legitimate home building, in main- “s “~ 
discount. At first the U. S. Treasury will U. S., deposits in banks or trust companies taining low interest rates for home financing, in umbe 
advance up to $125,000,000 of capital, which and in short-term loans of less than one eliminating the second mortgage burden and in | 
is to be retired as stock subscriptions come year to mesners. relieving home builders of the fear of fore- ncre 
- Big ges tage eee congee rage - age A generat yy gen ct Aa closure for lack of refinancing opportunity. It WI 
o 1e aNnKS anc ma 28 ) fe e aside annually <¢ ercen Oo e ee Ss oe rs - . 7 
moment they are organized, which will until its reserve account reaches 100 percent will to a very large extent make home financ Loan 
probably be some time in October of paid-in capital—after that 5 percent. ae hoy proof hereafter. b ‘val a sui 
1. The members of the Home Loan Banks, Bonds and Debentures—The long-time loan ‘ 8 a direct contributor to business me = Shows 
that is, the subscribers of their stock, are funds of the Home Loan Banks will be de- 't will be evident at first mostly in the modern for | 
confined to building and loan associations, rived from the proceeds of issues of bonds (Continued on Page 29) $500, 
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nowledge of the Facts Essential for 


Timber Ownership 
and Realization 


Many changes in viewpoint and method will 
be made by those who emerge to a_ better 
future after the business troubles and experi- 
ences of the last three years. Out of it all, we 
will some day look back to the advantages 
gained by more careful planning, founded upon 
fact-finding data, plus sheer necessity for greater 
efficiency. : 

The facts concerning all phases of raw ma- 
terial and its conversion in the forest indus- 
tries are even more important than for some 
of the other natural resources which create 
wealth. Standing timber is very diversified in 
kind, volume and quantity; it must be manu- 
factured into forms to meet current market re- 
quirements ; it involves complex details of trans- 
portation and merchandising: while the large 
number of units and ownerships under widely 
different conditions require revised inventories 
and appraisals, with interpretive analysis, for 
every individual enterprise. : 

The value of timber, as of securities repre- 
sented by stumpage as the principal asset, is 
of vital importance to many people at the pres- 
ent time. Many would sacrifice their holdings 
to obtain cash, others are anxious to sell at 
greatly reduced prices if they can find a buyer 
and unfortunately, some have found that their 
properties have no sale value now and verv 
little in normal times. In this they are no 
different from investors in other fields, with 
the advantage that good timber is unchanged in 
potential value. 


Knowledge of Factors Creating Value 


_ Of first importance is full knowledge of the 
factors which create real value. This calls for 
the experience and accumulated data by which 
timber lands may be inventoried and appraised 
in the light of their actual character and loca- 
tion. There are some who, under the stress of 
these troubled times, are seeking this informa- 
tion too late. They bought without this knowl- 
edee and perhaps have deceived themselves and 
paid carrying charges for years on values that 
do not exist. There are others who never 
before had occasion to question values or seek 
buyers and should be guided now by svecialized 
knowledge. In all cases, it is best to know the 
facts and be governed accordingly. 

As a background to it all, is the question 
being asked in all industries and for all com- 
modities: “Will values come back, to what ex- 
tent and when?” There is no prophet to answer 
in full or in detail but there are sound funda- 
mentals which noint to the same recovery that 
has followed other depressions. Despite every- 
thing, a nation of 120 million people provides 
an enormous market for such an indisnensable 
and universally used product as lumber and 
the manv forest by-products; while improved 
transportation, the aid of the chemist and engi- 
neer in better utilization and the corrective 
measures forced upon the industry by present 
conditions give every assurance of a brighter 
tuture. As Wilson Compton recently said, “The 
lumber industry is not defeated unless it quits.” 


Increase in One-Family Homes Predicted 


When President Hoover signed the Home 
Loan Bank bill on July 22, it was stated that 
4 survey by the Department of Commerce 
showed the existence of an immediate demand 
for homes amounting from $300,000,000 to 
$500,000,000 if financing were available. A few 


Should 


days previously, a prominent architect said that 
the larger cities would be largely rebuilt within 
the next fifteen years, with a great increase in 
one-family surburban homes. One of the lessons 
has been that home ownership is the safest in- 
vestment when all values are falling and savings 
in other forms are lost. For such homes, wood 
is the cheapest and most available material, and 
if rightly selected and used, one of the most 
economical and satisfactory. With current lum- 
ber consumption at the rate of about 10 billion 
feet annually or at the lowest ebb since 1921, 
the freight loadings of forest products are still 
over 14,000 cars per week. This is a large 
volume except by comparison with the peak of 
over 3 million cars in 1929. The decline, while 
severe, is less than for steel and other basic 
materials. The Forest Service is understood 
to predict an average future drain on the forest 
resources of 36 billion feet per year. Other 
authorities estimate that demand will be stabil- 
ized at a much lower figure, but in any event 
the lumber, paper and allied forest industries 
will, for all time, represent one of the leading 
investment and production activities of the coun- 
try. There is not likely to be a shortage but 
all the timber will be needed, including the great 
volume of low grade wood, which research will 
find means of using as cellulose or in fabricated 
form. 

In normal times the farmers consume ap- 
proximately 50 percent of all the lumber used. 
All farms are sadly in need of buildings and 
repairs, farm implements and equipment use 
much wood and with good crops reported in the 
Northwest and generally throughout the coun- 
try. the farmers are still producing much of the 
nation’s real wealth and have large _buving 
power. With the aid being given to agriculture 
and upon the return of farm commodity values, 





James D. Lacey & Co. is an organization 
which specializes in timber lands and 
through its offices in Chicago, New York, 
New Orleans, Memphis, Jacksonville, 
Seattle and Vancouver is equipped to 
estimate, appraise, manage or act as 
agent for timber properties wherever lo- 
cated. 

The Lacey name has been known for 
over fifty years as the only national or- 
ganization with the standing and facili- 
ties to give continuity to its service. Upon 
the reports and advice of this organiza- 
tion millions of dollars have been made 
and saved for timber owners in all 
regions; it can act with complete assur- 
ance and trustworthy ability on any tim- 
ber problem; and function to the advan- 
tage of those directly concerned as well 
as to the benefit of the industry and com- 
munity. Especially in these times of liqui- 
dation and deflated values, it can save 
unnecessary loss and help conserve po- 
tential assets, thus rendering needed spe- 
cial service to bankers and security hold- 
ers, in addition to its long recognized 
service to timber owners and the indus- 
try. Inquiries addressed to the general 
office of James D. Lacey & Co., Chicago, 
will be given prompt attention. 


Have Revised Inventories 


and Appraisals for Banking and 
Operating, With Periodic Inspection 


this one market will greatly stimulate the lum- 
ber business. Deferred repairs and replacements 
in the whole industrial world, including the de- 
ferred buying in the automotive field, are likely 
to bring a quick change in lumber demand and 
prices when the turn comes. 

In common with other investments, there 
are numerous timber bond issues in default and 
many bondholders committees are struggling 
with the problem of liquidation, without really 
helpful and up-to-date reports on the timber se- 
curity and prospects behind the issues. More 
money will be lost through lack of information 
on the amount, availability and potential value 
of bonded timber than from a permanent depre- 
ciation of the timber itself. 


Should Provide for Competent Supervision 
and Check-Up 


Banks and trust companies have loaned money 
on timber properties, some of which may be 
very valuable and provide ample protection but 
others may not be worth holding or paying 
carrying charges on, even under normal condi- 
tions. It can be of no advantage to disguise or 
ignore the facts which establish present and 
future values for such loans and _ properties. 
As further protection, such loans, as well as 
bond issues, should provide for competent in- 
spection or supervision of lands and operations, 
with periodic check-ups of inventories. 

In the lumber industry, as such, there will 
be many changes when it passes into the next 
stage in its cycle of development. There will 
be better planning and more attention to utiliza- 
tion and by-products; volume production will 
be replaced by selective cutting to avoid han- 
dling unprofitable logs, to conserve the timber 
and to curtail output; smaller units, with per- 
haps portable band mills to maintain grades and 
save waste, will take the place of the large 
mills; marketing and distribution will be mod- 
ernized; and, to the extent profitable, the larger 
holdings will be managed under a program of 
permanent or extended operation. This calls 
for greater knowledge of timber holdings; for 
detailed inventories by species, quality and 
volume, including log sizes and grades; for land 
classification and regrowth studies; and for 
maps showing timber distribution and logging 
conditions. 


What Timber Land Owner of Future Must 
Know 


All of these things, based on competent engi- 
neering reports, the successful timber land 
owner of the future must know and when avail- 
able in the form of operating or management 
plans, the owners, security holders and financial 
backers will have the practical working knowl- 
edge to assure the highest return. Such investi- 
gations and reports obviously require a combi- 
nation of technical findings and broad viewpoint 
as to the problems and conditions. 

The AMERICAN LUMBERMAN is constantly 
being asked for information on timber from 
various parts of the country and while it de- 
sires to be of the greatest service, it is not, as 
a publication, in the timber business.’ In view 
of the great importance of the questions facing 
thousands of timber land owners and the diver- 
sified character of the properties and problems, 
no greater aid can be rendered than to refer 
them to an organization especially equipped to 
handle problems of this kind. 
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_ Pushes Remodeling, Re-paint- 


ing, Re-roofing 
‘Ss John S. Mor- 





rison, of the 
a Fair Lumber 
—! Co, Great 





Bend, Kans., lo- 


: 
HOA HY cated in the 
| Wheat area of 


Mx" the plains coun- 
try, takes a 
friendly attitude toward the East that some of 
his fellow dealers in the agriculutural West 
find hard to manage. 

“IT hope,” he remarks, “that the eastern fac- 
tories soon get so many orders they'll not be 
able to hire local men enough to turn the goods 
out. Oh certainly, I’m interested in western 
farming. But I don’t believe our farmers are 
going to get the market they need until eastern 
industrial workers have money with which to 
buy food. I’m for them. I hope they get all 
the prosperity they can handle; for in that case 
we'll get some, too.” 

The Fair Lumber Co. has a new plant that 
is splendidly kept and that is attractively de- 
signed. The lobby of the office is full of light, 
and the sidelines, such as paint and Long-Bell 
lawn furniture, are carefully and effectively dis- 
played. 

“Great Bend is a _ city of considerable 
wealth,” Mr. Morrison said. “These fortunes 
go back to the days of extensive land sales; and 










4-474) 


“lL Gast 





John S. 
doesn’t believe in “singing depression blues” 


Morrison, aggressive Kansas retailer, 


i because of this local wealth we have rather 
more attractive residences than an easterner 
expects to find on the plains. To be sure the 
low price of wheat has practically stopped new 
construction. We know that for the time being 
we may as well forget new houses; so we've 
gone back to the Three R’s—remodeling, re- 
painting and re-roofing. We've worked hard 
on these, and the result has been a reasonably 
good volume of business; not as much as we'd 
like, but then a lumberman never gets as much 
as he’d like.” Mr. Morrison proceeded to say: 







“One thing we are careful not to do: We 
never complain of the state of business in the 
hearing of a customer. We don’t tell him that 
business is as good as it could be, but we don’t 
say it’s bad, either. That’s something I can’t 
understand; why dealers will sing the blues 
with the customers. I don’t know how much 
business has been destroyed by that practice, 
and I don’t want to know. But I’m afraid it’s 
a large amount. The depression has been 
talked up too much; and the natural fruit of 
such panicky and depressed talk has _ been 
hoarding. If the country ever needed confi- 
dence it is now. And as a matter of fact it 
has a great many factors upon which confidence 
could be built. But too many misguided busi- 
ness men forget all about or refuse to credit 
these things and pick out the worst factors 
they can find. This not only fails to help but 
actually destroys the confidence that otherwise 
would begin to appear of itself. The depres- 
sion has, | think, pretty well run its course; 
and I’m for running it out instead of running 
it back again.” 





Establishing Contact With 
Price-Minded Buyers 


A large sign on the fence surrounding the 
yard of Lounsberry & Harris (Inc.), at 1709 
East 25th street, Los Angeles, Calif., announces, 
“Lumber $13.50 a Thousand.” In the midst 
of the classified advertisements in one of the 
metropolitan dailies, under the heading, “Lum- 
ber, Building Material,” is an three-line adver- 
tisement reading: “New Lumber $13.50 Per 
Thousand—1709 E. 25th street.” 

This section of the classified pages is used 
quite extensively by dealers in second-hand 
lumber—a column that appeals to the price- 
minded users of building materials. 


“We found that there were many people 
patronizing the wrecking companies because 
they felt that they could save money on build- 
ing. materials, and they never gave the lumber 
dealer an opportunity to show them the quality 
of his merchandise or the reasonableness of his 
prices,” declared C. L. Day, manager. “The 
idea behind this selling effort is to encourage 
more of the price-minded people to come in and 
see what we have to offer. We can supply them 
with No. 3 lumber, graded up, at $13.50 a thou- 
sand; and many of them are preferring this to 
second-hand lumber at a higher price, or at an 
equal price. 

“Once they come in, we have a chance to 
show them our better grades and perhaps sell 
them those, or encourage them to buy better 
grades for certain parts of their construction 
work. The greatest advantage, without a 
doubt, is encouraging them to visit our yard 
and become acquaiyted with our personnel and 
facilities for serving them.” 

Most of these customers bring their own 
trucks and haul their purchases away. Quite 
frequently they have other errands; so they are 
encouraged to leave their order at the office 
and go on about their other duties, then come 
back, whereupon they will find that their order 
is ready, and it takes but a few moments to load 
it onto their trucks. This is accomplished by 
the use of yard wagons and an overhead hoist. 
The load is built upon the yard wagon, which 
is then pulled by a horse to the hoist, where it 
is lifted off the wagon and swung onto the cus- 
tomer’s truck. This saves time for customer 
and yardmen, for quite often the latter may fill 
the order at their convenience. 





Dealer Is Working Out Multiple 
Sales Plan 


H. S. Ramey, of Ramey Bros., Manhattan, 
Kans., is working out a multiple plan to’ create 
and to care for sales. He has every confidence 
in the future of this pleasant college town, 
based upon a good many years of meeting its 
needs in the building-material field. His plan 
is the product of experience and special local 
conditions. 

Last winter Mr. Ramey rented the display 
windows of a vacant store down town and put 
in them an elaborate setting of miniature farm 
buildings. These miniatures were loaned him 








H. S. Ramey, of Ramey Bros., is standing at 
left; Niles Resch at right 


by Kansas State College, located in Manhattan. 
The interest aroused and the prospects gathered 
confirmed Mr. Ramey’s belief that there is a 
very large potential farm market. It likewise 
convinced him that “silent salesmanship,” in 
the form of advertising displays, is an impor- 
tant thing in merchandising. Hence he is re- 
modeling his office for the purpose of placing 
such a display in the lobby. 

The college has a department of architecture; 
and Mr. Ramey became acquainted with an 
energetic young graduate, Niles Resch by 
name, a young man with the qualities of under- 
standing people and their wants. Mr. Resch 
holds a master’s degree in architecture: but 
anyone familiar with the current state of the 
building industry does not need to be told that 
the normal openings for young architects in 
established architectural firms have just about 
completely faded out. But Mr. Resch is not 
the kind to be stopped by such circumstances. 
He made working arrangements with Mr. 
Ramey, suited to the situation, and started in 
to create a job for himself and also to get prac- 
tical information about a side of building which 
most young architects fail to get; the side hav- 
ing to do with building materials and con- 


tractors. ; 
Already the arrangement is proving ts 
worth. Mr. Resch, under the direction of this 


practical retailer, has discovered or created a 
number of jobs. He is in a position to suit 
architectural service to practical needs; some- 
thing that the public apparently is appreciating. 

“It is my experience,” Mr. Ramey said, “that 
people don’t go to professional architects with 
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small problems. The architects don’t encourage 
them to do so, and the rather large fees would 
be obstacle enough. I’ve found, too, that some 
architects in working on larger jobs are im- 
patient with customers and their ideas. These 
professional men too often allow their own 
ideas to carry them away. A customer wants 
a house, say; and the architect tries to tell him 
what kind of a house he should have instead 
of getting the client’s ideas and working out 
proper details. That’s a mistake we don’t 
make. Then, also, we can furnish competent 
architectural service for smaller jobs. Already 
our experience indicates that this is often the 
factor needed to close a sale that otherwise 
would not be made at all. 

“It is to add still another factor to this serv- 
ice that is leading us to remodel the office to 
show our goods in a more creative way. We 
intend to use office space, space in the alley 
and so on. We're planning to put a perma- 
nent roofing display outside; making it a part 
of the architectural design of the office. We’re 
going to use the guard rail of the second deck 
for displays. 

“This seems to me an especially good time 
to do these things. We have the time, when 
sales of course are not heavy. I believe it 
will convince the public that we have faith in 
the community and in our own industry, which 
we certainly do have, if we prepare ourselves 
now for the sales we are sure will come.” 





Statements Show Cash Discount 
in Dollars and Cents 


The Alexandria Bay Lumber Co. (Inc.), 
Alexandria Bay, N. Y., finds that its plan of 
showing exact saving for cash payment is in- 
creasingly popular. 

“Some folks say you can’t run a lumber yard 
on a cash basis,” says G. F. Radley, secretary 
and treasurer, “but we find more and more 
folks who believe in buying for less with cash. 

“We simply stamp every statement that is 
sent out at the first of the month with the nota- 
tion that if the amount due is paid on or before 
the 10th of that month, discount of so much 
(stated in dollars and cents) will be allowed. 
We know that this is effective, as we have kept 
a record of these payments and find that about 
75 percent take advantage of the discount. 

“We have been doing this for about six 
months and we find that more and more folks 
are paying cash within the ten-day limit. It 
does not eliminate bad credit risks, because 
we eliminate these, as nearly as we can, when 
the sale is negotiated. ; 

“However, there is one point we have no- 
ticed in particular in connection with the idea 
of cash payments within ten days. At first we 
allowed a discount of a certain percentage for 
cash within ten days, but very few people 
paid any attention to the discount when stated 











In a small town of the Midwest 
farm gates were not selling in volume. 
With a paint brush and a piece of 
cardboard the yard manager lettered 
a rather crude sign reading, “Special 
Gate Prices.” He fastened the sign to 
a gate placed in a prominent location. 
With a little attention to the plan, 
gates began to sell in such numbers 
that soon the manufacturer sent a 
representative to the town to learn 
why gate sales had showed such a 
remarkable increase. 


——— 
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that way, but when we wrote on the bill just 
how much money, in dollars and cents, would 
be saved if payment was made on or before 
the 10th, we found results as above stated.” 


Fuller Lumber Stores Hold 
"Dollar Day'’ Sale 


Boston, Mass., Aug. 15.—‘Dollar Day” as 
part of a sales promotion program of one of 
the oldest retail lumber yards in the Boston 
district was both a novelty and a distinct suc- 
cess viewed from any angle. It was announced 
on a huge full sheet folder, 19x24 inches, with 
all of the publicity appeal and applied psychol- 
ogy of the expert advertisement writers of the 
big department stores. 

It was a three-days event, held on Monday, 
Tuesday and Wednesday, Aug. 1, 2 and 3 by 
the G. Fuller & Son Lumber Co. both at its 
main yard in the Brighton section of Boston 
and at the classy lumber store at Coolidge 
Corner in the suburb of Brookline. 

Over the text of the circular was the line, 
“Chock full of exciting Dollar Day values.” 
There were cuts of many of the items specially 
priced for this sale, which included, at the $1 
price, unpainted furniture, a bundle of best red 
cedar shingles, three oak thresholds, kitchen 
equipment, trellises and other garden novelties, 
paints, brushes, in fact a complete stock of 
“lumber store” items from a vanity bench 
through the list to three bags of beach sand 
for the kiddies’ play box, usually sold at 50 
cents per bag. 

Granville B. Fuller, treasurer of the com- 
pany and the great-grandson of the Granville 
Fuller who founded the business in 1847, was 
elated by the success attending this novel “One 
Dollar Day Sale.” He explained that it was 
a very active three days’ period at both loca- 
tions, moving not only an immense volume of 
dollar items but leading to many sales of wood 
novelties carried in the higher brackets. But 
he felt that the real value of the sale was 
something much more far reaching and perma- 
nent than indicated by the cash receipts or 
profits listed during those three days. Most 
families within a five-mile radius of the yard 
had been reached by the circular and their in- 
terest and attention was fixed upon this Fuller 
yard as a center for obtaining all classes of 
building material, for it was indeed novel to 
the point of exciting curiosity to learn of a 
“dollar sale” at a retail lumber yard. 

Mr. Fuller was convinced that the lumber 
industry had reached the end of the “long, 
long trail’ of business depression, and that the 
time had arrived for an upward surge. “Those 
of us who have survived the ordeal,” said he, 
“are preparing to move ahead along modern 
lines. We are urging modernization upon the 
owners of old and unsightly dwellings and are 
making much headway along this line. <A 
prominent New England wholesaler is the au- 
thor of a recently printed article entitled, ‘The 
Wholesaler Goes Modern,’ and while we have 
kept abreast of the times with our modern lum- 
ber stores at both of our locations, this ‘Dollar 
Sale’ proved to be a still further step in ad- 
vance in the general scheme of retail lumbet 
merchandising.” , 

It is a long step from the crude merchandis- 
ing methods of the original Fuller yard of 
eighty-five years ago to those of the present 
generation. In that period the firm has occu- 
pied but two locations, the present one, stocked 
entirely by rail, and the original one but a few 
hundred feet away and running. back to the 
Charles river, then a tidal waterway up which 
the boatloads of eastern lumber came direct 
to the Fuller dock. Illustrating the change from 
ancient to modern methods in lumber yard 
practices it is related that when a cargo of 
lumber was’ being tallied at the Fuller dock 
from the vessel, it was the custom of the 
founder of the business to inspect and _ tally 
each piece, the record being kept on the face 
of a shingle, and when complete the shingle 
was placed in the office safe, there to remain 
until the transaction with the shipper was 
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complete, after which it was removed and de- 
stroyed.- it has indeed been a long jump from 
the lumber merchandising methods employed 
at the original Fuller yard and those followed 
at the present building materials yard, with its 
lumber stores and its “One Dollar Sale,’ the 
latter being governed by the stipulation “These 
are cash and carry prices. All goods subject 
to prior sale. No mail or c. o. d. orders can 
be accepted.” 

George S. Fuller, a brother of Granville and 
secretary of the company, prepared the layout 
of the folder, and with the father, Will Fuller, 
president of the company, cooperating with the 
sons at every step, this “Dollar Sale’ added 
another bright page to the long history of this 
well known concern. 


An Ideal Set-Up for Selling 
Paint Brushes 


The manner in which merchandise is dis- 
played has a great deal to do with the mer- 
chant’s volume of sales of a particular article. 
People like to see, examine and touch the 
article before handing over their money for it. 
That is why the Wooster Sampler System of 
displaying paint brushes actually increases the 
sales, and at the same time imparts an uptodate 
merchandising touch to the store. 

This sampler consists of a swinging metal 
panel display, with a complete model line of 26 











“Customers walk up to the sampler,” said the 
dealer, “pick up a brush, and say ‘I'll take 


: 


this one. 


selected brushes. With it goes the new Wooster 
combination handy stock control guide. and 
brush sales aid card, a self-display carton con- 
taining 24 ten-cent packages of brush cleaner, 
supply of attractive advertising etc. With. this 
sampler customers see, select and buy brushes 
quicker, and oftener. The stock control guide 
enables the dealer to cut his brush inventory 
one-third to one-half, while doubling the turn- 
over. 

Dealers are enthusiastic about this new and 
better way of merchandising brushes. For in- 
stance, F. R. Hennon, manager Holaday Lum- 
ber & Hardware Co., Leslie, Mich., writes: 

Owing to business conditions and the fact 
that I had a large stock of paint brushes 
on hand, I hesitated about putting in the 
Wooster Sampler System. Nevertheless, it 
appealed to me and I felt sure it would. help 
sales. This it certainly has done far beyond 
my expectations. I can honestly say (believe 
it or not) that this sampler has actually sold 
for me 75 to 80 percent of all my old stock 
as well as new, and I have been replacing 
with new Wooster brushes. It is really sur- 
prising to see customers walk up to the 
sampler, pick out a brush and say “I'll take 
this one.” I now have a fine line of Wooster 
brushes with an investment of about $35 
where formerly my investment was at least 
$200 and sometimes more. Not only that, but 
I sold more brushes this year than I ever 
sold before. These are facts. 

Further details and illustrated literature de- 
scribing this system may be had by addressing 
the Wooster Brush Co., Wooster, Ohio, 
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Live Stock Prices Bring 
Farm Encouragement - - 


Hogs Seem to Point Toward Recovery — Spreading the News of 
Stability of Homes as an Investment—Lumbermen Are in Right Business 


Frank A. Melius, local man- 
ager of the Fullerton Lumber 
Co., Mason City, Iowa, tells us 
that trade this year compares 
rather favorably with that of 
last year. He takes this as an 
encouraging straw, indicating 
that business is moving slowly 
at least toward the sunny side. 
Mason City has large cement 
and tile plants; and while these 
industries are in the nature of 
things not so hot this year, the 
city does have a packing plant 


that has been operating in a 
satisfactory way. 
A Little Price Boost May 
Lead Them 
At the time of this writing 
the most encouraging factor 


present in the Corn Belt is the 
rising price of livestock. Hope 
has been so long deferred that 
farmers are not cracking their 
heels together or straining their 
faces into wide grins. They are 
going steadily about their occu- 
pations, hoping not to blast this 
tender shoot of returning pros- 
perity by untimely demonstra- 
tions. But the report is current 
that meat packers anticipate still 
higher prices; rising, so some 
people say, to 10 cents a pound for 
hogs this fall. Should that come 
about, the pressure on the hog- 
producing sections would be con- 
siderably lightened. It is true 
that there are fewer hogs in the 
country by a large margin than 
there were a few years ago. 


Probably that helps explain the 
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rising price. And so some natu- 
rally pessimistic men say that 
it isn’t going to do so much to- 
wards paying debts. But the 
fact remains that the increase 
already achieved means many 
additional millions of dollars to 
the farmers of Iowa. 

Mr. Melius says the Fullerton 
people do some financing of cus- 
tomers; but he has not worked 
out any completely satisfactory 
way of urging people to build. 
The immediate difficulty is that 
the usual advertising brings in 
first the prospects whose re- 
sources and earnings do not 
warrant loaning them money; 
while those whom he would 
like to reach do not respond to 
sales advertising. 

Each dealer must decide upon 
his own policies about sales pro- 
motion, to fit his own commu- 
nity. Many dealers at the pres- 
ent time feel that if they adver- 
tise in the papers or by direct 
mail, they must have a fair 
chance of selling enough mate- 
rial immediately to pay for the 
publicity. They don’t feel like 
spending money to create a gen- 
eral feeling of confidence that 
will result in sales at some un- 
determined later time. No out- 
sider has the right or the prac- 
tical local information to decide 
this question. But it seems to 
the AMERICAN LUMBERMAN that 
one of the most important things 
that dealers can do just now is 
to spread the information that 
house values have maintained a 








Snapshot of home-made nail containers utilized by one retail concern 
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higher level than 
have almost any 
other form of invest- 
ment. 

It occurs to this 
department that a 
great many retail 
lumbermen are mem- 
bers of luncheon 
clubs and are asked 
to take charge of the programs 
from time to time. Here is a 
genuine opportunity to present 
definite facts to key men; and 
of course they must be definite 
facts. This paper has material of 
this kind which it will be glad to 
supply for the purpose or indeed 
for any publicity purposes. It can 
be used in private conversation 
or on still hunts for business. 
In any event it ought to be part 
of the routine of every lumber- 
man to spread this information 
and thus to bolster both the in- 
dustry and the community. So 
far as the Realm is able to dis- 
cover, home ownership has been 
a blue-ribbon investment from 
time immemorial. It has proved 
so during the last three years; 
to such an extent that even the 
badly financed and _ ill-judged 
projects that have gotten into 
difficulties have not pulled the 
general average down within 
shooting distance of other and 
so-called blue-chip investments. 
We drop this observation in at 
this point because it is always 
in order. 

Mr. Melius tells us he likes 
and has made profitable use of 
the house plans that have ap- 
peared from time to time in the 
AMERICAN LUMBERMAN. He re- 
marked also that most retail 
yards seem to have reorganized 
costs and overhead so thoroughly 
as to be in a condition to make 
a profit on a comparatively small 
volume of sales. 


The Right Business 


Ira G. Shoemaker, of the 
Northern Lumber Co., thinks 
that lumbermen are justified in 
expecting better things. 

“I’m convinced we're in the 
right business,” he remarked. 
“There’s no less need for build- 
ings to maintain modern meth- 
ods and standards of living, and 
for several years almost no 
buildings have been put up. Not 





H. E. Glover (left) and O. L. Lighter, of the 
J. F. Anderson Lumber Co., Spencer, Iowa 





long ago I drove 100 miles 
through the country, and in that 
distance I saw but one new 
house under construction. It 
was replacing one that had 
burned. That doesn’t indicate 
volume now, but it does point 
pretty plainly to the fact that 
the Corn Belt at least is run- 
ning behind with construction; 
and when business starts again, 
as it must very soon, our mar- 
ket will be waiting for us. Give 
people half a chance and they'll 
do a lot of building. 

“Mason City has maintained 
a rather high standard of mate- 
rials and construction; and 
while volume has _ slumped, 
standards have not. I’m sorry 
for lumber manufacturers. 
They’ve been hard hit; but 
they’ve supplied us a fine qual- 
ity of lumber. It’s made of old- 
growth trees, grades are sweet 
and manufacturing has been as 
good as I’ve ever seen.” 

The Mason City Lumber Co. 
is of the opinion that the quick- 
est way to recovery is through 
the fixing of minimum prices for 
farm products by the Federal 
Government. Farming is the 
foundation of American prosper- 
ity, and the best way to speec 
things up is to assure farmers 
of a profit over production costs. 

F. C. Lovell, of the L. A. Page 
Lumber Co., might be skeptical 
of Government price fixing. At 
least he didn’t suggest it. But 
he is quite certain that eastern 
industrialists and financiers are 
learning that the country can't 
be prosperous so long as farm: 
ers are broke. This is a gent 
ine advancement and promises 
practical co-operative efforts t0 
a common end. The farming 
encouragement that has come 
from the rising market for liv 
stock is already being felt. 
There is some concern in this 
quarter of the State over the 
banking situation, and in Mr. 
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Lovell’s opinion a considerable 
amount of careful banking re- 
organization probably must be 
done when such labors have a 
chance to be done without bring- 
ing on a crisis. 


Shortage of Confidence 


Moore & Moore are convinced 
that quite a number of people 
with money in hand and build- 
ing needs still lack the confi- 
dence to do what they can do. 
We heard here of a railroad man 
who asked for an estimate on 
glassing in a porch. He didn’t 
object to the bid, but after some 
hesitation he decided he’d better 
keep the money in hand as a re- 
serve against unknown events. 
How many stories of this kind 
a person hears! Lack of confi- 
dence seems to be among the 
major handicaps. 

Spencer, Iowa, lying west of 
Mason City, had a terrifying fire 
a year ago; started, if we re- 
member correctly, by fire crack- 
ers during the celebration of the 
national birthday. This disaster 
destroyed the center of the little 
city in a few hours. The mag- 
nitude of the event may be gath- 
ered from the fact that about a 
million and a half in money was 
collected from insurance compa- 
nies. Spencer immediately be- 
gan the task of restoration; and 
a year later all signs of the ruin 
have disappeared, and all the 
buildings are rebuilt. 

This of course meant an enor- 
mous business for some months; 
and O. L. Lighter, of the J. F. 
Anderson Lumber Co. admitted 
that he worked about as hard 
as a mortal man could work; 
came down at dawn and stayed 
far into the night, waded knee 
deep in blueprints. talked to all 
the telephones at once and all 
those inspiring things. 


A Pork Barrel of the Right 
Kind 

“It had to be done and all 
within a short time,” Mr. Light- 
er said. “But that’s not the 
best way for building to be car- 
ried on. I’m pretty sure, for 
instance, that the brick men 
didn’t do as well as they might 
have done and still have been 
fair to the public. One ship- 
ment of brick came in from a 
distant point; and I think that 
without really making an anal- 
ysis of the situation the local 
men got panicky and _ talked 
themselves out of $1 or $1.50 a 
thousand on several hundred 
cars of brick.” 

The Anderson line includes 
about 70 yards and has taken 
over the well-known Floete or- 
Sanization. 

Mr. Lighter said that without 
doubt the bulge in hog prices 
has brought a great amount of 
cheer and confidence to Iowa 
farmers. Crops out this way 
have made marvelous progress 
and bid fair to produce enor- 
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mous yields. Your farmer, espe- 
cially in winter time, may say 
that smaller yields would be 
more beneficial than large; but 
we have yet to find one who in 
summer really regrets it when 
his fields are heavy with har- 
vest. It cheers him to know that 


nature is still on the job, and he 
remembers that market prices 
important 


are not immediately 


additional help. Maybe some 
deduction could be drawn from 
this, in these days of Govern- 
ment economy; but we leave 
that to you. Apparently every 
town is glad to get a new post 
office when it can be done, and 
maybe that’s one way to put 
money into circulation. 

“I made up my mind some 
time ago,” Mr. Glover said, apro- 











This is not a lattice fence but a diamond shaped arrangement for storing 
moldings 


to him if he has nothing to sell. 

The Realm sat in a Long-Bell 
chair in the Anderson office 
while talking with Mr. Lighter 
and with H. E. Glover. These 
chairs are proving ready sellers. 

Among the city’s new build- 
ings is a post office. This was 
just getting under way at the 
time of our call. It happens 
that the old Floete organization 
owns a building that has been 
rented by the Government for a 
post office; a building that seems 
to be adequate in size and con- 
venience. Mr. Lighter said he 
had made no objection to the 
new building, since most of the 


town’s business men were anx- 


ious to get it; but for his own 
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pos of the post office and fixed 
assets in general, “that the most 
satisfactory plant for any kind 
of business is one that part of 
the time isn’t big enough. If it’s 
always big enough, if it never 
is overworked in peak periods, 
it’s too big to be really efficient.” 

The manager of the plant of 
the Schoeneman Bros. Co., in 
Spencer, was away when this de- 
partment called. This is a hand- 
some and workmanlike yard. 
One of the rear sheds went in 
the big fire, but most of the 


plant came through undamaged. 


About Selling for Cash 


Repeatedly of late the depart- 
ment has heard dealers talking 


Handsome and workmanlike yard of the Schoeneman Bros. Co. at 
Spencer, lowa 


amusement he 
running 
building, 


figured up the 
expense of the new 
exclusive of interest 
and depreciation on the build- 
ing itself. The operation of the 
new building will cost Uncle 
Sam about $700 a month more 
than did the old one. No great 
amount of this goes into hiring 


about the policy of cash sales. 
Not all of them are agreed. This 
paper has published a number of 
stories of established yards and 
of experienced dealers who have 
gone to cash sales of lumber; 
but it is only fair to say that 
other dealers are equally con- 
vinced that as a practical meas- 
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ure they must continue to offer 
book credit. Apparently a rap- 
idly increasing number are go- 
ing to cash sales of coal; and 
quite a number adhere to the 
policy so completely that they 
will not unload coal into a cel- 
lar until it is paid for, no mat- 
ter who orders it. Not long ago 
we heard a shrewd dealer say - 
that going on to a strictly cash 
basis on coal sales was the only 
really smart thing he had done 
in his business career. Just a 
day or two ago we came across 
an announcement that seems to 
indicate something of a trend 
in coal sales. The dealers in a 
small city, some of them lum- 
bermen and some purely coal 
dealers, stated in the local paper 
that hereafter coal is going out 
only when the cash is in the 
till. They added that a year 
ago they tried to tighten credit 
without refusing it entirely, but 
that this credit had been abused. 
In the late summer some $20,000 
of last winter’s coal bills re- 
mained unpaid; and in consid- 
eration of the narrow profits, 
the freight and delivery charges 
which must be paid promptly 
and the difficulty of borrowing 
money for any purpose, it be- 
came necessary to make no more 
exceptions to the rule that coal 
is cash. 


Planning with Recovery in 
Mind 

A few days ago the Realm 
called at the head office of a 
well-known line-yard company 
and was told that lumber sales, 
without formal announcement, 
had been placed approximately 
on a cash basis. Without much 
doubt, in addition to the deal- 
ers who have announced a cash 
policy, there are many more 
who have in various ways tight- 
ened up on credit sales. It was 
hard enough in the old days to 
be a good enough palm reader 
to tell when a given line of 
credit would go-bad; and in the 
shake-up of the last three years 
insolvency attacked hitherto 
good risks without warning. So 
immediate interest pointed in 
the direction of cash as a mat- 
ter of common safety. 

But there remain a_ great 
many dealers who are unable to 
see how a strictly cash policy 
on lumber could be applied in 
their businesses without caus- 
ing as much damage as it cures. 
There is plenty of room for dif- 
ferences of opinion, for commu- 
nities vary widely in competi- 
tion and also in their general 
buying habits. 

The Realm at this time is 
making but one suggestion. Prob- 
ably we’ll be able to present dif- 
ferent points of view about this 
important question from time 
to time; but meantime here is 
the little suggestion: When you 
weigh the evidence as a prelimi- 
nary to arriving at a decision 





18 


for or against cash sales, don’t 
consider the depression as per- 
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due season. It’s going to be a 
good deal better to have sales 


increases? Will credit sales 
make for more and better busi- 
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around to sort the cards and 





manent. It acts that way some- 
times, but unless all experience 
has suddenly become no good 
we'll come out of the valley in 


policies that don’t need to be 
changed radically when that 
happy time arrives. Will cash 
sales be good stuff when volume 


Fits Methods to 


San Antonio, Tex., Aug. 15.—“In times like these, when there is 
little new building, we have turned more and more to small goods, and 
to remodeling and repair jobs, to meet the changing conditions brought 
by the continued business recession,” said W. A. Wadley, vice-president 
in charge of the San Antonio retail division of the Spencer-Sauer Lum- 
ber Co., which has an advantageous location on Fredericksburg Road, one 
of the heaviest traveled arteries leading downtown. Thousands of cars 
daily pass the plant, which occupies conspicuous space at the junction of 





Painted wall spaces between the windows are effectively used for carry- 
ing brief advertising messages 


Fredericksburg and certain intersecting streets. Facing on Fredericks- 
burg are several hundred feet of the office and store building. For some 
years the windows of this building have been used to feature such goods 
as paints, tools and garden equipment. Wall spaces in between the win- 
dows are made to carry advertising messages, much the same as outdoor 
painted bulletin boards. 

A short time ago these wall spaces were painted anew. 
messages runs: “Buy Now While Prices Are Low.” The middle one 
says: “Now’s the Time to Make Needed Repairs.” And the last one 
seen as the motorist passes from town on his way to the suburbs or the 
country that lie beyond the lumber company’s plant reads: “Spend for 
the Home Now.” 

For some time the company has retailed trellises, screen doors, garden 
furniture and other home equipment. This year the management stocked 
the Long-Bell line of bookcases, shelves, tables and magazine racks for 
interior use and lawn furniture for exterior use about the home. This 
furniture comes from the factory knocked down and unpainted. The com- 
pany sets it up, paints some of it, and displays it in its retail store. 
Householders buy it in both its painted and unfinished state, many pre- 
ferring to do their own painting, in which case the lumber company is 
usually successful in selling them the stain and paints. 

On an attractive lawn in front of the company building are displayed 
trellises and lawn furniture in a very effective setting. This lawn has 
been landscaped and is kept in fine condition at all times. At one side 
a rack to support the trellises has been built. Pieces of the lawn furni- 
ture, painted in attractive color schemes, are arranged about a flower 
bed in homelike fashion. The display furnishes an impressive appeal to 
both pedestrians and motorists as they pass. 

Simple effectiveness rather than show is the dominating quality of the 
Spencer-Sauer window displays. Seasonal goods are featured, paints 
finding a place in the windows at practically all times. 

This year the company compiled a list of names of 4,000 householders 
living in San Antonio proper, which are circularized from time to time, 
the chief mailings this summer stressing that now is the time for repair- 
ing, remodeling and painting. 

A business reply card, mailed to home owners, emphasized the expedi- 
ency of having repair work done during this season of low prices. The 
reply card listed these suggestions: New home; garage; financing ; new 
roof; insulation; oak floors; painting; trellis work; telephone or medi- 
cine cabinet; screens; French doors; mirror doors; attic stairs; ironing 
board: kitchen cabinet; windows, and breakfast nook. The message to 
the householder read: 

Now's the time 

This season of the year usually finds you confronted with a cer- 
tain amount of necessary repair work around your home. We can 
be of service to you in this work, if you'll call us, by giving you 
names of reliable men to do repair work of any kind. We'll be glad 
to offer our advice on materials and quantities, furnish plans etc 

If you need financial assistance to do repair work, make addi- 


One of the 


arrange the play with the ideg 
in mind that presently, and soon 
we hope, our sales policies must 
fit into a program of healthy 
volume. 


Meet Conditions 


tions to your home, or remodel, we can help you. 


ness when money begins emerg- 
ing from under the mattress? 
You'll have to make up your 
mind. But it'll be better all 


Briefly, we are 


here to serve you in any way concerning lumber and building 
materials. 
Will you check and mail us the attached card, or phone us? 


Thank you. 


These cards evoked some response for small jobs. Although this cam- 
paign was conducted in the spring there is no reason to suppose that 
such a campaign in the fall or winter would not bring good results. In 
colder climates special jobs dependent on weather conditions might be 
included, such as installing insulation, 

Campaigns on lawn furniture and on roofing brought in some pros- 
pects. A campaign on aluminum paint was directed mostly to contractors 
and industrial concerns. Another, featuring barn paint, was mailed to 
more than 200 farm and ranch owners around San Antonio. 

Practically each of these paint circulars was a broadside, showing a 
special kind of household paint, how to apply it, and, calculated to take 
the eye of the bargain hunter, a special premium or price combination. 
Thus one circular, advertising an enamel for interior or exterior use, 
contained a coupon worth 30 cents. Since many householders would like 
to do their own odd jobs of painting during these slack times but balk 
at the idea of investing in brushes, several of the paint letter inserts 
advertised combinations by which the brush might be secured with a 
can of paint at a price less than the paint itself would cost, as for instance 
a % pint can of auto top dressing, costing 50 cents, with a brush, costing 
25 cents, both offered in combination at 45 cents. 

The company offers special inducements to cash customers. A ten 
percent discount is given all cash customers and delivery is free to per- 
sons living within a certain radius of the plant. Customers farther out 
may avail themselves of the ten percent discount if they arrange for 
their own delivery. To farmers and ranchmen having their own truck- 
ing vehicles a discount of 15 percent for cash is allowed. 

The Spencer-Sauer Lumber Co. maintains on its payroll a salesman 
who is something of a combination draughtsman, estimator and mer- 
chandiser. Whenever the company has a call that seems to justify it, 
this man is sent out to close the job. Recently a woman called by phone 
and described briefly the kind of remodeling and refinishing job that 
she wanted. The salesman was sent out, with a contractor, and the 
job was closed, the woman paying the lumber company a little over 
$1,600 cash to meet the bills for materials and labor before the job was 
actually started so that she would be relieved of the worry of the details. 
This illustration goes to show the value of goodwill. 

The company maintains a very efficient retail store at its plant on 
Fredericksburg Road, this store being in charge of a capable young man 
who is somewhat of an estimator, and well qualified to assist home own- 
ers and others in calculating small jobs and selecting materials for the 
same. 

The officers of the Spencer-Sauer Lumber Co. are Thomas C. Spencer, 
president; H. A. Sauer and W. A. Wadley, vice-presidents, and C. B. 
Spencer, secretary-treasurer. The main offices are in Houston. Mr. 
Sauer is manager of the Houston retail division, Mr. Wadley is manager 
of the San Antonio retail plant. The company maintains fourteen yards 
in southern and southwestern Texas. 


“4 


; 








On lawn in front of the store and office building are displayed trellises 
and lawn furniture in an attractive setting 
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AMERICAN LUMBERMAN 


Portable Granaries for Farms 


The need for grain storage on the farm af- 
fords a field which many dealers are striving 
in an aggressive way to occupy, and are being 


Mg 





rewarded by the development ‘of considerable 
business. 

One of these successful concerns is the Nio- 
brara Lumber Co., at Niobrara, Neb., which 
has developed a type of portable granaries that 
can be moved to any location on the farm, the 
structure being a complete unit mounted on 
runners. With horses or a tractor it can be 


towed to any desired spot on the farm. Placed 
near the threshing machine it can be filled 
with a minimum of labor. When empty it 


may, if desired, be placed on a foundation and 
left there until the next harvest when it can 
again be moved near the machine. 

Knowing something of what the Niobrara 
Lumber Co. is doing along this line the AMER- 
IcAN LUMBERMAN asked J. B. Spelts, manager 
of the company, for some details, to which he 
has kindly responded as follows: 

“There has been a demand for the last few 

years for a style of portable granary that could 
be conveniently moved from one place to an- 
other, and which would make a convenient and 
satisfactory storage place for grain, without 
going to the expense of building a large and 
permanent building. This demand has _ been 
mostly taken care of by the many metal gran- 
aries on the market, we believe, and we think 
that not many have realized that a very satis- 
factory portable granary can be made of wood 
and usually for less money. It seems in keep- 
ing with the trend of the times that when a per- 
son wishes to buy a granary or other small 
structure he likes to see the completed building, 
and wants one that he can take to the farm 
and put into use at once without going to the 
effort of building it. 
_“We build these granaries here in the yard 
in sizes that can be conveniently hauled to the 
farm on a truck. The most popular size seems 
to be one that is 8 feet wide, 18 feet long, with 
8-foot posts, and holds about 1,000 bushels. 
They can be built in other sizes, however; for 
instance, 8x10 feet with 7-foot posts, which 
holds about 500 bushels. The 18-foot granary 
we make with a partition in the middle so that 
it has two bins of 500 bushels each. This par- 
tition also tends to strengthen the building 
against bulging. 

“We use three 4x6s, creosoted, for the sills 
or runners, and lay on top of these 2x6 8-foot 
oor joists every two feet, with the ends dou- 
bled. Then we lay a floor of 1x4 flat grain 
fir flooring. Then we raise the studdings of 
2x6s, with a 2x6 floor plate between the studs 
and floor, which makes a very tight floor, with 
no cracks for mice. We double the corner studs 
and use a double plate on top of the studs. 

“It is important to have the building 
Plenty strong, as some small grains exert 
a good deal of bulging pressure when confined. 

e use No. 106 B&better fir drop siding on 
the walls and extra clear red cedar shingles on 
the roof. The roof is one-third pitch and gable 


design. Anyone who is mechanically minded 
can design such a building and, no doubt, could 
improve some on ours. “The main thing is to 
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7 get a substantial build- 

; ee. ing that will sell at a 

es. fair price in comparison 

: with other portable 
structures. 

“We haul them to the 

farm on a truck which 


‘ 





Manager J. B. Spelts 


standing beside one of 
the portable granaries 





has a 12-foot long plat- 
form. They are a little 
hard to load, but can he 
handled all right with 
patience and the right 
effort. 

“We believe that there is a demand for 
granaries of this type in many localities, and 
that many lumbermen can get some extra busi- 
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ness that they are missing by building one and 
having it to show as a sample. We have noticed 
that many people look at ours; sometimes they 
want a different size and style, but they get 
the idea at least, and we are glad to build 
them any kind that they want.” 





To Salvage Wood Waste 


WasHIncTon, D. C., Aug. 15.—If the annual 
waste in New York State forest and wood- 
working industries were converted into lumber, 
it would aggregate about 100,000,000 board 
feet, says George W. Sisson, jr., Potsdam, 
N. Y., chairman of a joint committee repre- 
senting the National Committee on Wood 
Utilization and a group of New York officials 
and business men. This body has just com- 
pleted a survey on the wood-waste problem of 
the State. Much of this material, according to 
Mr. Sisson, if intelligently handled could in 
most instances be utilized as raw material for 
industries now depending on standing trees. 


He said: “Little do most people realize that 
composition products, such as linoleum, un- 
breakable dolls, pulp and paper, toys, and 


novelties, may be made from this wood waste.” 
New York has one of the most ambitious re- 
forestation programs of any State, the success 
of which is dependent to a large extent upon 
intelligent utilization of tree products. 


Where DOES the “Tall Corn Grow”? 

















Some of the corn stalks, 14 to 17 feet high, entered in Tall Corn Contest conducted by 
O. H. Paddock Lumber Co., Pana, Ill. 


Hey, I-o-way! 


What Are You Going 


to Do About This? 


Here’s a peach of an idea! Grab it quick— 
if you are located anywhere in the corn belt. 

It originated with the O. H. Paddock Lum- 
ber Co., Pana, Ill., which concern on Aug. 6 
offered a prize of five gallons of paint to the 
farmer who brought in the tallest stalk of corn. 
Concerning the outcome R. T. Paddock writes 
the AMERICAN LUMBERMAN: 

“We had about sixty contestants and we 
put the stalks of corn up as an exhibit on the 
side of our office building, which is 14 feet 
high from the sidewalk, whereas the prize-win- 
ning stalk was 17 feet high and the entries 
averaged a little more than 14 feet. The high- 
est ear on any stalk was 9 feet 6 inches. 

“We offered the prize for the purpose of 
drawing the attention of the public to the tre- 
mendous growth of the corn in this particular 


neighborhood. We have had a constant stream 
of people for the last few days looking at this 
corn exhibit, and it has proved a fine piece of 
advertising at very little cost.” 

Well—perhaps Mr. Paddock has - started 
something! What do you boys say out in 
I-o-way, “Where the tall corn grows?” And 
how about Nebraska, the Cornhusker State? 
Perhaps there are some other States that also 
think they can grow corn. Here’s a chance 
for lumber dealers to make their yards the 
centers of local interest—just as Mr. Paddock 
has done. 

Dealers staging “Tall Corn” contests are re- 
quested to send official measurements of the 
prize-winning stalks and, if possible, photo- 
graphs to the AMERICAN LuMBERMAN, A hand- 
some leather pocket letter case will be awarded 
to the dealer who reports the tallest stalk. 
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A Rationa 
and 


1. Cash policy is the only “sure 
fire” policy. 

2. Credit should NEVER be ex- 
tended unless and until merchant, 
after careful investigation, finds 
the customer clearly worthy of 
credit. 


3. Credit investigation should 
embrace, among other things, a 
formal, written “Application for 
Credit,” where practicable. 


4. Terms of Sale should be 
THIRTY DAYS NET—INTER- 
EST AT LEGAL RATE THERE.- 
AFTER. These terms should be 
clearly printed on all statement 
forms. 


5. Collection should be made 
promptly on due date. Be cour- 
teous but firm. The older the ac- 
count, the harder it is to collect. 


[Nore: The above summary in- 
dicates the trend of a memoran- 
dum on “Credits, Terms of Sale 
and Collections” recently sent by 
the Northwestern Lumbermen’s 
Association to its members. The 
entire memorandum, which fol- 
lows, merits careful reading by ail 
lumber and material dealers.— 
EpIror. | 

It has been well said that the 
lumber and building material in- 
dustry has never had a credit pol- 
icy. Credit has been extended in 
too many instances without rhyme 
or reason. The result is that too 
many lumber dealers have found, 
especially during the past two 
years, that not only their profits, 
but a portion of their capital as- 
sets have been frozen into uncol- 
lectible accounts. As a result of 
this sad experience, there is now 
a very definite sentiment in favor 
of a rational credit policy, not only 
for the present, but for all time 
in the future. Merchants in nearly 
all. other lines have long since 
adopted a rational credit policy and 
have adhered to it, to their distinct 
benefit. The following is submitted, 
therefore, as a recommendation of 
the Northwestern Lumbermen’s As- 
sociation as a rational credit policy 
for lumber and building material 
dealers in its territory. Inasmuch 
as the extension of credit is one 
element of competition, the Asso- 
ciation can do nothing more than 
recommend. Whether or not this 
policy be followed is to be deter- 
mined by each person, firm, or cor- 
poration for itself. We confidently 
believe, however, that strict adhe- 
rence to the following policy would 
do more than any other single pro- 
gram to show a net profit where 
nothing but losses have appeared 
in past years, and place the retail 
lumber and building material yard 
in a sound financial condition. 


1. Cash Policy 


There is only one policy which 
can be called one hundred percent 
safe: that is the cash policy. 
Where a customer lays the cash 
on the counter at the time he 
makes his purchase the merchant 
need not worry about his profit in 
that sale, assuming that his sell- 
ing price provides a profit. While 
many dealers shy at the cash pol- 
icy because they feel it will drive 
trade to their competitors, it is wsu- 
ally a fact that from the stand- 
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| Credit Policy for Retail Lumber 


Building Material Dealers 


point of net profits they would be 
vastly better off to adhere more 
strictly to a cash basis than 
ward leniency in credit. Cash sales 
require no extensive bookkeeping, 
no collection letters, no collection 
expense, no lawsuits, and very lit- 
tle complaint about “unsatisfactory 
goods.” Cash sales provide, fur- 
therefore, immediate working capi- 
tal with which to purchase more 
goods, making bank loans unneces- 


to- 


sary. Those who doubt the effi- 
cacy of the cash policy should 
study the results of the cash and 
carry grocery stores, meat mar- 
kets, hardware stores, and even 
cash and carry lumber yards. 


2 Credit Extension 

While the cash policy is the most 
perfect of all sales policies, it is 
nevertheless true that the extension 
of credit is justifiable in certain 
instances, and under certain con- 
ditions. The defect, in past years, 
has been that the dealer was un- 
able to distinguish between those 
cases and conditions where credit 
extension was justifiable and those 
where it was not. If credit is to 
be extended at all, it should be ex- 


tended as the result of a rational 
eredit policy. 

A rational credit policy demands 
that the customer have, first, the 
ability and, second, the desire to 
pay promptly, as agreed; in other 
words, that he is absolutely a safe 
risk and that the element of gam- 
ble is practically eliminated. Risks 
of this kind may be roughly clas- 
sified as follows (no reference to 
accounts secured by mortgages or 
bankable notes): 

(a.) Sub-divisions of government 
where the purchase is known to be 
duly authorized and the funds duly 
appropriated for that purpose. 

(b.) Corporations such as life in- 
surance companies, mortgage com- 
panies, banks and trust companies, 
and large commercial or industrial 
corporations which take pride in 
maintaining a high rating with 
mercantile agencies. 

(c.) Contractors known to 
financial ability and the 
pay promptly as agreed 
have an A-1 credit rating. 


have 
desire to 
and who 


(d.) Responsible merchants with 
clean credit records. 
(e.) Farmers who have money 


APPLICATION FOR CREDIT 


I hereby make application for a charge account with 
Lumber Company, which is to be paid on or before 





Yard 





Date 











As a basis for this account, | submit the following statement which | expect to be strictly 











confidential. 

Give Name In Full Wife's First Name 
NAME 
RESIDENCE ADDRESS LENGTH OF TIME 
EMPLOYER LENGTH OF TIME 
OCCUPATION SALARY OR INCOME $ 





OWN REAL ESTATE (Yes or No) 





VALUE OF TOWN REAL ESTATE AND BUILDINGS $ 
VALUE OF COUNTRY REAL ESTATE AND BUILDINGS $ 


DESCRIPTION 














TITLE IN NAME OF 





AMOUNT OF REAL ESTATE MORTGAGES $ 


RENT REAL ESTATE (Yes or No) 





_TOWN OR COUNTRY 





NO. OF ACRES 





OWN PERSONAL PROPERTY CONSISTING OF 


AMOUNT OF YEARLY RENTAL 











AMOUNT OF CHATTEL MORTGAGES $ 





OWE FOR THE FOLLOWING PURCHASED ON THE INSTALLMENT PLAN 








UNPAID BALANCE $ 


MONTHLY PAYMENTS $ 





AMOUNT OWING ON OPEN ACCOUNTS $ 








BANK WITH 
THE FOLLOWING OBLIGATIONS ARE PAST DUE 





AMOUNT OWING BANK $ 











LIFE INSURANCE (Yes or No, 


ACCIDENT INSURANCE (Yes or No) 





FIRE AND TORNADO INSURANCE (Yes or No) 





REFERENCES 








AMOUNT OF CREDIT DESIRED $ 





SIGNATURE OF APPLICANT 








Send Copy to General Office 


Fac-simile (reduced) of “Application for Credit” form 


or other 


liquid assets over and 

above their obligations, and who 

are not dependent solely upon the 

prospective sale of crops or live- 
stock. 

(f.) Professional people and 


others whose records meet the test 
outlined below. 


3. Requirements for Credit 
ixtension 


Before credit is extended to any- 
one, it is essential that the 


mer- 
chant ascertain the financial re- 
sponsibility and paying habits of 
the person, firm, or corporation 


seeking credit. Even in cases wh.ere 
the customer has a good credit 
record with the lumber yard and 
is generally considered a good “isk 


in his community, the precautiou 
of an investigation is still neces- 
sary. Many - wealthy man has 
become a financial casualty over 
night. We repeat, therefore, that 
in a large majority of cases it is 
essential that the merchant inves- 
tigate and determine the _ exact 
financial condition of a customer 
before extending him credit. 

The following suggestions will 
serve as a guide in such investi- 
gation: 

(a.) Gross income. 

(b.) Prospect of continuation of 
income without interruption. 

(c.) Fixed overhead;  obliga- 


tions such as notes or contracts due 
or to become due; unpaid old ac- 
counts with other merchants. 

(d.) Operating expense, includ- 
ing living expense and business ex- 
pense. 

(e.) Paying habits down to the 
present date. 

(f.) Personal habits—thrifty or 
spendthrifty. 

(g.) Net income—not only for 
the immediate future but for a 
year or two ahead. Is it sufficient 
for the credit asked? 

(h.) Money or property unas- 
signed and free of incumbrances. 

The process of making a credit 
investigation should, where practi- 
cable, include, among other things, 
a formal, written “Application for 
Credit” similar to form used by 
banks when customers apply for 
loans. Whether or not it is prac- 
ticable to request farmers to make 
a formal application for credit will 
depend upon circumstances. Farm- 
ers who have been in the habit of 
applying for credit at banks and 
submitting a formal, written ap- 
plication would doubtless be will- 
ing to so at the lumber yard. Oth- 
ers might protest on the ground 
that it is unnecessary. Here the 
lumber merchant must use _ his 
judgment. It is nevertheless true 
that lumber and building material 
represent the same kind of money 
which the banker loans, and if 4 
formal application for credit is 
necessary in the banking business, 
it should be none the less necessary 
in the lumber business. Every good 
merchant, therefore, should con- 
vince himself that no credit policy 
is perfect, nor even safe, unless 
and until he has a very definite 
picture of the customer’s ability to 
pay, in the form of a written state- 
ment of assets, liabilities, earnings, 
etc., as suggested by the above out- 
line. [Suggested form is_ repro 
duced herewith.—Editor.] 

If a customer fails to meet the 
test of the investigation suggested 
by the above outline, he should be 
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considered a poor credit risk. If 
the merchant extends credit to him, 
knowing that he is a poor credit 


risk, he should expect to lose the 
account. In other words, he should 
regard the transaction not as a 


'e, but as a gift! 
4. Terms of Sale 

The merchant who sells for cash 
need not worry about terms of sale. 
Assuming, however, that a mer- 
chant, after a careful investiga- 
tion, decides that a customer is 
worthy of credit, the next question 
is, What should be the terms? Un- 
fortunately, lumber dealers have 
had nearly as many varieties of 
terms of sale as there are lumber 
dealers.. Some have been so reck- 
less and negligent as to extend 
credit without mentioning any defi- 
nite time of payment; others who 
are a little more careful have ar- 
ranged with the farmer to pay the 
bill when he harvests his crop, but 
whether that means his wheat crop, 
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lst, and _ still comply with the 
terms. Still others, who pride 
themselves on being good business 
men, have exacted a promise from 
the customer to pay some time 
within six months; some have been 
so hard-hearted as to suggest pay- 
ment within three months; while 
a very few have fallen in step with 
merchants in other lines and have 
specified that payment be made 
within thirty days. 

Definite terms of sale are essen- 
tial. Failure to have a distinct un- 
derstanding with the customer as 
to when the account is to be paid 
is an unpardonable sin for which 
the dealer should be severely pun- 





ished,—and he usually is. 
What then, should the terms of 
sale be? 


It is now the opinion of a large 
number of leading lumber dealers 
in the Northwest that terms of sale 
should be: Thirty days net—inter- 
est at the legal rate thereafter, and 


5. Collections 

We come now to the last phase 
of credit extension, and perhaps 
the most painful. Countless thou- 
sands of dollars have been wasted 
by lumber dealers in past years 
writing letters, chasing debtors, or 
employing collection attorneys. Col- 
lections can be made comparatively 
simple, if proper care and investi- 
gation have preceded the extension 
of credit, and provided, further, 
that definite terms of sale—thirty 
days—have been designated at the 
time of the sale. 

On the very day the account is 
due, the dealer must contact the 
debtor either personally, by tele- 
phone, or by letter. Should the 
debtor be away from home on that 
date the message should be given 
to some other member of the. fam- 
ily or business firm. The dealer 
should be courteous but firm, and 
insist upon payment. Should the 
debtor tell the merchant that he 
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fact, however, he should determine 
then and there that he will collect 
this account if it is the last thing 
he does on earth, and that never 
again will he take a chance under 
similar circumstances. When the 
debtor pleads for extension of :time, 
the dealer must pin him down to 
another definite date. When that 
date arrives, payment must be 
promptly demanded. These meth- 
ods, if adhered to, will get results. 
But remember: 

The longer an account runs the 
harder it is to collect. 

The cash policy is the only. one 
hundred percent safe policy. 

A rational credit policy is not 
hazardous, if carefully and judi- 
ciously applied. 


Maximum ternis of sale should 
be thirty days. 
Don’t worry about the fellow 


who bought from 
on credit after 
down. 


your competitor 
you turned him 





his corn crop, his cattle crop, or 
his hog crop probably was _ not on all 
specified. In other words, the 


farmer can pay at any time be- 


tween September ist and January ation. 


that these terms be plainly printed 
statement forms. 
the definite recommendation of the 
Northwestern Lumbermen’s Associ- 


can not pay 


This is day, but will pay 
perhaps, 


in extending credit. 


the account on that 
later, then the 
merchant learns for the first time, 
that he made a mistake 
Realizing this 


Let your competitor do the 
worrying. 

Your goods represent money. If 
you would not lend a man $100 in 
cash then do not sell him $100 
worth of goods on credit. 


“Strike While the lron Is Hot” 


(Continued from Front Page) 


writes: “Your article, ‘America’s Premier In- 
vestment,’ is a very effective statement and I 
am wondering just what distribution it will 
have. It ought to get into the hands of every 
possible prospect for a new or remodeled home. 
We would like to have all our branches ac- 
quainted with it, and give it just as wide dis- 
tribution as possible.” 

While the straightout financial appeal, as 
emphasized in the AMERICAN LUMBERMAN’S 
article, “America’s Premier Investment,” is the 
only one likely to carry much weight with the 
potential sources of mortgage money; there is 
another, or supplementary argument in favor of 
home ownership which should not be overlooked 
in the campaign for getting home building 
started. That appeal, directed straight to the 
man or woman who harbors the almost uni- 
versal desire for a home of their own, is based 
upon the many advantages and pleasures of 
individual home ownership over and above the 
arguments for owning a home as an investment. 
And the best way to present these arguments 
effectively is by giving the experiences of actual 
home owners, and their statements as to the 
satisfaction such ownership affords—in short, 
the old-fashioned “testimonial” in a modern 
dressing. Nothing is more effective than the 
plain, honest statement: “I know, because I 
have tried it.” 

Therefore, the AMERICAN LUMBERMAN has 
been urging lumber dealers to secure, from per- 
sons to whom they have sold materials for 
homes, “human interest” stories setting forth 
the opinions of these owners as to the values and 
satisfactions of living in their own homes. This 
suggestion has been taken up by a number of 
retailers, as was set forth in last issue of the 
AMERICAN LUMBERMAN which presented copies 
of two advertisements of F. E. Wheaton & 
Co., Wheaton, IIl., featuring testimonials by 
two of their customers. This firm has on hand 
a number of other statements of well satisfied 
home owners which it intends to use in subse- 
quent advertisements. 

Along this same line is a co-operative effort 
initiated and headed by Howard Potter, vice 
president Creith-Potter Lumber Co., Columbus, 
Ohio. This is a united effort by the lumber 
dealers which will find expression through the 
local newspapers. As a first step the Columbus 
Lumber Trade Exchange appointed a commit- 
tee, of which Mr. Potter was made chairman, 
to interview the local newspapers in an en- 
deavor to interest them in this feature. As an 
Opening wedge, it was pointed out to the pub- 


lishers that the local lumber dealers would not 
be in position to advertise in their papers until 
business had recovered to such an extent that 
they could at least work out of the red, and it 
also was pointed out that the newspapers owed 
it to the lumber industry, as well as to all the 
other industries of Columbus, to urge and foster 
the home owning idea. 

The dealers of the Ohio city are reported to 
be sold 100 percent on the idea, and the news- 


MORTGAGES 


The following statement recently re- 
leased by the National Association of 
Real Estate Boards is significant: 





Real estate mortgages in Kansas City 
(Mo.) hardly knew there was a depres- 
sion last year. A survey just completed 
shows that out of 26,036 first mortgages 
aggregating $183,036,081.01 only 209 were 
foreclosed with the real estate security 
remaining unsold. 

A survey was made by the mortgage 
division of the Real Estate Board of 
Kansas City from a study of mortgage 
loans made by the 38 leading first mort- 
gage companies in that city. 

The 209 mortgages foreclosed, on 
which property is unsold, represent only 
$1,740,682.90, or less than 1 percent of 
the aggregate number and value of all 
unpaid loans in the 38 companies; and 
even if the unsold properties should take 
a loss of as much as 25 percent, the net 
return on the total 26,036 loans would 
still be approximately 514 percent, based 
on an average rate of interest of 534 per- 
cent per annum on all loans, the Kansas 
City Board points out. 











papers are showing a fine spirit of co-operation. 
Already two of the articles have appeared in 
the Columbus Journal-Despatch. These stories 
appeared in the building section of thé Sunday 
edition. It is not the intention to use the name 
of any individual lumberman, contractor or 
architect in connection with this section, the 
whole thought in the matter being to create a 
desire in the mind of the public to own indi- 
vidual homes, and to avoid mention of any firm 
or individual that would tend to commercialize 


the stories. For instance, in the Aug. 13 issue 
of the above paper there appears a story with 
illustration of the home owned by Mr. and Mrs. 
A. R. Keller, 59 West Dunedin street, with an 
interview in which Mr. Keller says: 

“We spent entirely too many years paying 
rent, missing the double enjoyment of owning 
a home and being your own boss.” To pros- 
pective but timorous home buyers, Mr. Keller 
offers the advice that they will find buying a 
home “a good investment.” 

At least one of the newspapers has promised 
to run in one issue each week for fifty-two 
weeks an illustration of a home and a news 
story designed to implant and foster in the 
minds of readers the desirability of individual 
home ownership. Moreover, this newspaper 
will send out its own photographers to secure 
these pictures. Thus an excellent start has been 
made along lines that augur well for building 
in that city home owning sentiment that will 
mean actual building eventually. 

Another organization that is actively inter- 
ested in this movement is the LaSalle County 
(I1l.) Lumbermen’s Club. The AMERICAN 
LUMBERMAN is advised by S. C. Cash, resident 
manager for the Alexander Lumber Co. at 
Mendota, IIl., that a committee has been ap- 
pointed with instructions to work outa plan 
of publicity along the lines that have been indi- 
cated. Commenting upon the movement, Mr. 
Cash writes: 

“As we go into this proposition, the way 
seems to open for a very broad presentation of 
true values of material things as compared with 
the value and satisfaction growing out of home 
ownership, and we are hoping that all lumber- 
men will fall in line and make this a State 
campaign rather than a local one.” 


Opens Office on Own Account 


Eucene, Ore., Aug. 13.—After having worked 
in the lumber business in Oregon for the last 
twenty years, with some of the leading concerns 
in the State, Fred W. Cooper recently opened 
an office in this city, and will engage in the 
buying of lumber for several good accounts, 
and also will handle the sales of a few handle and 
specialty plants. During his long experience in 
the lumber business, Mr. Cooper has obtained 
an enviable knowledge of both the production 
and the sales ends, and during that time has 
gained a wide acquaintance in the trade. Mr. 
Cooper is a nephew of F. W. Wilford, president 
of the Wilford Lumber & Fuel Co., Beloit, Wis., 
a well known retail lumber concern in that ter- 
ritory. 
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Western Pine Manufacturers’ Asso 


Freight Rates and Taxation Problems Named as Most Important for Imme 


PorTLaNnD, Ore., Aug. 13.—A comprehensive 
long term program of activities for the Western 
Pine Association presented and recommended by 
the Economics Committee was the center of 
practically all discussion and the object of en- 
thusiastic admiration at the semi-annual meet- 
ing of the association held here Thursday. This 
program covers a wide field, listing problems 
of the industry and recommending solutions. It 
is particularly encouraging that a powerful 
group of lumber industry leaders should lay 
out for themselves such a broad line of long 
term activities rather than simply consider pres- 
ent economic conditions affecting their business. 
Some of the foremost topics of discussion were: 

Taxation, including the possibilities of the 
yield tax on timber; freight rate reductions 
on lumber with reforms that will be of bene- 
fit to the carriers; and employment, including 
minimum wage standards to prevent un- 
necessary burdens on workmen. 

Representatives of other organizations who 
were present and took part in the discussions 
included: Wilson Compton, secretary-manager 
National Lumber Manufacturers’ Association ; 
Col. W. B. Greeley, secretary-manager West 
Coast Lumbermen’s Association; W. C. Rueg- 
nitz, president 4 L organization; Fred H. Mor- 
rill, assistant forester, U. S. Forest Service: 
and Dr. John C. Merriam, Carnegie Institute 
and a member of the National Timber Con- 
servation Board. 


Economics Committee Program Endorsed 


The program of the economics committee was 
enthusiastically endorsed and by resolution 
made the program of the Western Pine Asso- 
ciation. 

The constitution was amended to permit the 
formation of local sections of the association. 
This action was taken because of the geograph- 
ical area represented in the organization, which 
extends over the vast intermountain territory 
from the Canadian line on the north to the 
Mexican border on the south. This will make 
possible the holding of sectional meetings, 
bringing the groups together oftener than is 
practical for the entire membership. 

President B. W. Lakin briefly reviewed the 
activities of the organization during the last 
six months. 

Treasurer C. L. Isted reported that in spite 
of the low production and consequent low as- 
sociation income the management and staff have 
carried on the essentials of the association work 
and the staff has not been reduced. 

J. P. Weyerhaeuser, jr., chairman, presented 
the report of the economics committee. He 
spoke of the present as a period of transition 
out of which new things will come. He men- 
tioned the problems confronting Europe, the 
Orient, South America, and at home such things 
as prohibition and taxes. There is, he said, a 
revolution going on in the lumber industry. He 
said the committee has studied the reports of 
the National Timber Conservation Board and 
many other plans to meet the needs of the in- 
dustry and it was the purpose of the economics 
committee to present a birdseye view of the 
situation and make some recommendations. He 
considered the program offered as by no means 
a finished product. The printed program of 
problems and possible solutions in tabulated 
form was presented to the members for their 
consideration. It is obviously in outline form 
and is printed here as presented and adopted. 

Maj. David T. Mason, manager, explained 
the program, enlarging on the outline section 
by section. Among other things he said it is 
noted that the committee recognizes the ex- 
tremely critical condition of the industry. Saw- 


mill production control is unstable and tem- 
porary. If sawmill production could be con- 
trolled satisfactorily, new mills would come 


into the picture and upset the balance because 
the success of sawmill control would encourage 
new sawmill construction. It is obvious long 
run effectiveness would come from timber con- 
trol. Tax methods at present create the great- 
est obstacle to timber control. A large per- 
centage of timber is publicly owned. The U. S. 
Forest Service on individual forests is operating 
on the sustained yield plan, but this is not true 
with much other publicly owned timber. In 
the western pine area nearly two-thirds of the 
timber is publicly owned and therefore any plan 
must be acceptable to the public. The sustained 
yield plan is in the public interest and meets 
public approval. Touching on the problem of 
employment Maj. Mason said in part: 

If we don’t want a Government dole we 
must keep people employed. We don’t like 
the English dole system nor Italian fascism 
nor Russian communism. We like the Ameri- 
can plan of doing things, but we will have 
to make it work better than it has been. It 
is no more desirable to cut wages than to 
cut prices. We need a minimum wage scale, 
at least for districts. (By this is meant an 
established minimum standard below which 
no one will go.) 


Want Rate Reductions Without Injury 


On the subject of railroad rate reductions 
on lumber he said: 


The pine industry is probably more de- 
pendent on railroads than any other group. 
It wants rate reductions but it does not want 
any injury to the railroads. It wants 
railroad net incomes increased, 


to see 


The committee and Maj. Mason were eulog- 
ized for their effective work in preparing this 
platform of activities by Geo. W. York, Albu- 
querque, and enthusiastically applauded by the 
membership. 

Mr. York, commenting on the program, 
pointed out that present conditions were largely 
brought about through man finding what he 


has been looking for through all the ages, 
namely, the possibility of producing all his 


needs and even luxuries by the application of 
mechanical power without great muscular effort. 
The thinking of man that was appropriate to 
the animal power age is not appropriate to the 
mechanical power age. This power has come 
upon us in such a flood that we haven’t been 
able to change our thinking to meet the prob- 
lems now existing. 

On motion of J. D. Tennant, Longview, the 
economics committee program was adopted as 
the program of the association. 

Maj. Mason suggested that matters of freight 
rates and taxation presented important subjects 
to start work on immediately and as to the 
machinery, the most important would be inter- 
economic group co-operation. 

In discussing freight rates, Col. Greeley told 
of the progress and work of the West Coast 
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land under sustained yield 


A Constructive Program for 


Recommended by Economics Committee of Western 


The economics committee appreciates 
the extremely serious situation of our indus- 
rhis program aims (1) to recognize the 


\ man- 
agement (1) directly in public own- 





r L ership, or (2) in private ownership 
vital problems, (2) to point out the sound assisted to such management as 
solutions for each problem, and (3) to indi- indicated in b-2-(b)-(5) above. 
cate machinery—legal, practical and _ suffi- 

ciently powerful—to apply effectively the 2. MARKETING. 

recommended _ solutions. The program _is a—Product improved to meet competition by 
based upon study especially of recommenda- (1) identification by species, grade and 
tions (1) of J. P. Weyerhaeuser, jr., chairman trade marking, (2) strict conformance to 


economics committee, to joint meeting oil and 


grade standards, 


4 ia L : (3) grade name revision, 
lumber groups at United States Chamber of (4) proper seasoning with reasonable dry- 
( sree 2etj F re ice eines ri seas sons J 
ia nnmaree meeting, San Francisco, May 19, ness standards as soon as practicable, (5) 


r _of Wilson Compton to annual meeting 
National Lumber Manufacturers’ Association, 
Chicago, June 3, and (3) of United States 
Timber Conservation Board to the President 
June 8. 

PROBLEMS, SOLUTIONS AND MACHINERY 
(Letters at end of paragraphs indicate sev- 
eral kinds of machinery defined in the fourth 
column.) 


1. PRODUCTION CONTROL. 


a—Sawmill production contro 1—present 
method unstable—temporary ....A 





lumber inspection system co-ordinated by 


inter-regional conferences, (6) meeting 

consumer requirements........../ A 
b—Improved marketing methods, including 

(1) concentration of sales by mergers, 


sales agencies, elimination multiple repre- 
sentation in given market, (2) larger ex- 
penditures to improve results, (3) observ- 
ance code lumber trade practice, with im- 
provement of code, car cards ete.A 
c—Trade promotion, including research, to 
meet competition. General tax reduction 


to encourage home building and farm con- 
struction; home 


: financing. Development 
b—Timber_ control—fundamental—long time. new products, new uses old products, ete. 
1. Readjust tax burden—See 4. below.... ‘ S A 
Sim oR imine Garde aoge w a Wek erry BC WET AAS Ch 0 lalallala iach ie 


Sustained 
which 


yield forest 
automatically 
to capacity of forest 


te 


management, 
limits annual cut 
units to produce 

Cc 


3. EMPLOYMENT. 


a—Adjust hours work per week to produce 


to balance with market demand while em- 
continuously ........ eteches ploying full normal personnel....A B 
(a) Apply to all publicly owned or con- b—Minimum wage standard ......../ A 
trolled forest land. 4 fet 1 1 ti ‘ ont 
E nara aes ; ; c—As safety valve—long time Governm 
(b) ae ae forest land so far planning and budgeting, with central com 
Increase practicability by (1) mer- trol of punitc CONSTFUCTION....++. . 
gers, (2) economic selective log- d—Sustained yield forest management to im- 
ging, (3) timber tax reform, (4) prove and stabilize labor conditions Cc 
improved protection, and especially F 
(5) management of public timber 4 TAXATION, 
in co-operation with private for 4—Secure general tax reduction through g0v- 
this purpose. ernment economy, eliminating unneces- 
(c) Extend public ownership of forest sary governmental activities and ma- 
land by exchange, purchase, hold- chinery, increasing efficiency, adjusting 


ing tax title land ete. Do this with 
main purpose of bringing all forest 


salaries and wages to changing condition 
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association for the last two years in presenting 
the picture of lumber freight rates to the presi- 
dents and vice presidents of the railroads. He 
said the transcontinental freight bureau is now 
waiting and expecting a final request from the 
western lumber groups. 


Timber Board Member Approves Plan 


Dr. John C. Merriam, of the Carnegie In- 
stitute and a member of the National Timber 
Conservation Board, was highly complimentary 
of the Western Pine Association plan and the 
method of attacking the industry’s problems. 
To face the issues is the only way he knew to 
improve a situation. 

Employment problems were briefly laid be- 
fore the meeting by W. C. Ruegnitz of the 4L 
organization. He stressed the importance of 
employment in all industries and in making 
comparisons of wages in various industries 
said that with one or two minor exceptions, 
wages paid in the lumber industry are the low- 
est in the nation and the spread of pay as com- 
pared one unit with another is the greatest. 

Col. Greeley, speaking of co-operation be- 
tween the two associations, brought up the sub- 
ject of the yield tax on commercial timber. 
This has long been considered practically hope- 
less by many, but in the Douglas fir region it 
is felt the time is now opportune to impress the 
public with the benefits to be derived from such 
a plan. Many people now realize that some re- 
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lief from the present ad valorem annual tax 
on timber is necessary. 

At the afternoon session Maj. Mason set 
forth the present situation in a statistical anal- 
ysis of the last quarterly report of the Timber 
Conservation Board. Western Pine statistics 
in the form of charts printed on the program 
of the meeting gave the position of production, 
shipments, stocks and prices. The charts were 
explained in detail. 


What the National Is Doing 


The concluding address was made by Wilson 
Compton, National Lumber Manufacturers’ As- 
sociation. He touched briefly on the last quar- 
terly report of the Timber Conservation Board 
and urged all lumbermen to read it. He told 
of some of the problems facing the whole in- 
dustry and some of the things the industry 
should do. He gave a review of some of the 
things done recently by the National associa- 
tion. 

Mr. Compton expressed the view that there 
is some ground for encouragement. Lumber 
not in as hopeless position regarding 
stocks, prices and production as some other 
industries. Trade promotion activities have 
been curtailed for lack of funds but the Na- 
tional has been carrying on much important 
work along that line. In the research pro- 
gram the association devoting its efforts 
to meeting the challenge of mass production 
of steel houses. For this purpose a house 
of radically simplified construction has been 


is 


is 








the Western Pine Association 


Pine Association for Adoption by Board of Directors 


b—General tax reform to distribute burden 
equitably—especially relieve real estate by 
transferring burden largely to other forms 
of taxation B C 


c—Timber land tax reform—substitute yield 
BC 


tax 


5 FREIGHT RATES, 


a—General reduction lumber rates accordance 
present program West Coast Lumbermen’s 
Association and Western Pine Association 
i hk ln st. d le: tse. ni a kv B 

b—Inerease railroad net income and so reduce 
all rates by: 


1. Removal of United States 
tor, direct or indirect. 

2. Public regulation of competing trans- 
port facilities. 

8. Repeal portions of law imposing 
reasonable economic burdens. 

4. Reduction of taxes on railroads (a) by 
general reduction and (b) by equitable 
shift of taxation—especially to com- 
PEE ékkncavears Con canearkss BC 


as competi- 


un- 


‘—Secure equitable rates on lumber compared 
with other commodities B 


6 FOREST PROTECTION. 

a—By increasing or decreasing existing pro- 
tection, secure balance of cost against ex- 
OCONEE TEED wo. 4250 kd aca weebe en . J 

b—United States pay 50 percent, State 25 per- 
cent and owner 25 percent for protection 
private forest land........ eee Cc 

‘—Promote sustained yield forest manage- 
ment, automatically improving protection 
POT eT OL Pere ee ee re ee ee Cc 

7% UNFAVORABLE PUBLIC ATTITUDE 
TOWARD LUMBER INDUSTRY. 

4—To meet sound criticism 
1. Sustained yield forest management.... 

Cc 


2. Economic selective logging, protect- 
ing residual stands...........4 A 

b—To meet unjustified criticism, educate pub- 
ee re a A 


MACHINERY 
EFFECTIVELY 
PROBLEMS OF 


A—Lumber 


AND 
TO 


STUDY, SOLVE, 
SOLUTIONS 
INTEREST: 


TO 
APPLY 
MUTUAL 
co-operation — present 
(a) Western pine 
through Western 


industry 
system which includes: 
industry co-operation 
Pine Association; (b) sales managers con- 
ferences—-sectional, regional, national; (c) 
co-operation Western Pine Association 


with Loyal Legion of Loggers & Lum- 
bermen; with Pacific division-National 
Box Manufacturers’ Association, West 
Coast Lumbermen’s Association, with Na- 
tional Lumber Manufacturers’ Association 
etc. 


B—Inter-Economie Group Co-operation—w ould 


C—Public 


include co-operation of organized units of 
lumber industry (companies, regional as- 
sociations, National Lumber Manufactur- 
ers’ Association ete.) with similar units 
of other economic groups, such as rail- 
roads, banks, farming, mining etc. 


Co-operation — includes co-opera- 
tion of organized units of lumber indus- 
try with organized units representing pub- 
lic, such as counties, States, United States 
Forest Service, United States Indian Serv- 
ice, United States Timber Conservation 
Board etc. 





promote effective operation of above ma- 
chinery this program urges: 


1. Modification anti-trust laws permitting 
(under appropriate Federal super- 
vision) agreements to regulate produc- 
tion; and 

2. Legislation authorizing (under 
priate Federal supervision) industrial 
self-government, whereby an appro- 
priate part of any given industry (or 
logical sub-division thereof) may adopt 
rules of practice binding upon the en- 
tire industry (or sub-division). 


appro- 
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ciation Adopts Constructive Program 


diate Action — Inter-economic Group Co-operation the Particular Machinery 


designed. 
grade uses 


Inter-regional 
and species 


agreements to 
uses was a subject 
to which he urged consideration be given. 
Tariffs on imports of lumber should be 
studied with a view to an industry program 


as 


of lumber tariffs. The tariff problem is not 
settled. 

A unified industry program is needed. Mr. 
Compton gave a resume of the National as- 
sociation board of directors meeting held 
in June. He discussed new phases of Re- 
construction Finance Corporation powers. 
Two parts of this act may now be of par- 
ticular benefit to the lumber industry. 


On request Mr. Compton explained the pur- 
pose of the corporation, Appalachian Coals. 
The Government is now prosecuting this cor- 
poration under the Sherman act in what may 
be termed a test case. The corporation was 
formed for the purpose of testing the law to 
find out whether it is legal to organize in that 
way to control 72 percent of the production of 
the Appalachian coal fields. 





Finance Plan for Low-Cost 
Homes 


Los ANGELEs, CALIF., Aug. 13.—A_ proposal 
to eliminate trust deed and mortgage loans, by 
financing through a single corporation with all 
indebtedness to be included in one instrument, 
was made here during the last week. Dick J. 
Richards, of the American Certified Homes 
System, a new organization, announced that he 
had mailed the plan to President Hoover, be- 
cause the system is based on a procedure fol- 
lowing the policies of the President’s Confer- 
ence on Home Building and Home Ownership 
and the Federal Home Loan Bank. 


The organization would be supervised through 
State-owned home building committees, com- 
posed of one delegate from each county, and 
the entire committee would work through the 
United States Department of Commerce. All 
excess charges would be eliminated and loans 
on homes costing $10,000 or less would be amor- 
tized on a 6 percent basis, with monthly pay- 
ments during periods from 120 to 180 months. 


According to Mr. Richards, the plan ap- 
proaches fundamentally the standardization idea, 
in that it calls for a mass-production building 
schedule of not less than fifty homes in one 
district, stipulates the use of standardized plans 
and units of designs wherever possible, and ad- 
vocates the utilization of low-priced acreage lo- 
cated where rapid city expansion will not out- 
mode them. “While the units used in the build- 
ing should be standardized,” he added, “the ex- 
teriors of the houses could consist of many de- 
signs.” 

It is said that 5-room homes could be con- 
structed under the program and sold on monthly 
payments of as low as $18.55 over a 180-month 
period. ; 

Mr. Richards is now on a tour of the coun- 
try in an effort to organize in each State the 
necessary corporations with which he proposes 
to finance the new building system. 





China Starts Buying Ties 


PortTLAND, Ore., Aug. 13.—Railroad ties are 
being bought for use in construction in the in- 
terior of China. About 4,000,000 feet are to be 
set afloat from mills in Portland and on the 
Columbia River this month, with 3,000,000 feet 
more to follow, it is understood. Delivery is 
to be at Hankow. 
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Wheels of Industry Are Gaining 
Momentum 


Shipping Millwork to Eastern Points 


Litrte Rock, Ark., Aug. 15.—Tangible evi- 
dence that business is improving in this terri- 
tory was seen recently in the statement of the 
manager of one of the largest lumber com- 
panies in Little Rock that his plant, which 
was practically closed two weeks ago, has 
shipped 13 carloads of millwork since last 
week, to Eastern points. The sales manager 
of the plant has returned from a trip through 
the East, and reported that business men in 
that part of the country are highly optimistic. 


Broom Handles From Pine 


Mena, ArkK., Aug. 15.—A plant to manu- 
facture broom handles from pine has been 
opened in Mena by Harry Wann, owner of the 
Wann Heading Co. The plant, which is now 
in operation, is separate from the heading com- 
pany and will employ about 15 men daily, be- 
sides furnishing a market for much pine too 
small for the regular lumber trade. 


Booking Orders For Wood Products 


PeterspurG, Va., Aug. 15.—E. W. Smith, 
president and manager of the Wood Products 
Co., reports that his company has recently re- 
ceived a large number of orders from con- 
cerns in the North and other sections that are 
large users of wood products. While he has 
not yet put a full force back to work, Mr. 
Smith feels that if orders continue to come in 
as they have within the last fortnight, it soon 
will be necessary for the plant to be placed on 
a full time operating schedule. This company 
supplies boxes and other products used by large 
silk firms and it is from this source that most 
of the orders now are coming. 


Operate a Water Power Sawmill 


CocumBiaA Fatis, Me., Aug. 15.—The saw- 
mill here owned by the Sagadahoc Towing Co., 
and operated by water power, after being idle 
for several years recently was taken over by 
new owners who are repairing the plant pre- 
paratory to putting it into operation. 


Another Mill Begins Operation 


TUSKEGEE, Ata., Aug. 15.—After being idle 
for several months, the plant of the Griffin 
Lumber Co. has resumed operation and is ex- 
pected to continue to run indefinitely. 


Marketing a New Wood Product 


Lacona, N. Y., Aug. 15.—The Blount Lum- 
ber Co. has begun turning out a new article 
in its woodworking plant operated in conjunc- 
tion with its sawmill, production having been 
ordered on the new children’s playyard which 
the company will market through the Bath- 
inette Co. of Rochester, N. Y. Many orders 
already have been received for this new product. 


Will Increase Production Facilities 


Antico, Wis., Aug. 15.—Production facilities 
of the Vulcan Last Corporation here will be 
increased. Alterations of the factory building 
containing the dry kilns will be made this fall 
after the plant is shut down. The office will 
be moved out and other changes will be made 
on the first floor to provide storage room for 
about 10 carloads of heel stock lumber. A 
conveyor will be installed to transfer last blocks 
from the kilns to the storage compartments, 
and from storage out for shipment. A second 
story will be added to the kiln building and 
over the kilns to provide heated storage for 


last blocks with 15-car capacity. The office will 
either be installed in one of the warehouses or 
a separate building may be erected. Some logs 
are still to be received from this season’s cut- 
ting and both sawmill and block cutting depart- 
ments are in operation. 


Cutting Cottonwood Lumber 


Crucer, Miss., Aug. 15.—Having received 
an order from a large northern box factory for 
cottonwood lumber, Louis Mathias, planter, 
merchant and lumberman of this city, has put 
his mill in operation and is giving employment 
to about forty men. 


Buying Lumber for Making Toys 


Huttic, Arkx., Aug. 15.—An advance agent 
of Santa Claus has been in Huttig selecting 
fine lumber for the manufacture of wooden toy 
novelties to be sold to dealers all over the 
United States for the Christmas trade, the 
emissary of Kris Kringle being Deane R. 
Lynde, president of the Anchor Toy Co, 
Springfield, Mo., which uses approximately 50 
cars of lumber annually. Mr. Lynde has placed 
a large order with the Union Saw Mill Co, 
for the special type of lumber required for 
toys. 


Mill Employs Fifty Men 
SMITHVILLE, Tex., Aug. 15.—The Smithville 
Lumber Co. recently began operation of its 
mill here at almost full capacity, employing 


fifty men. This mill has a capacity of 25,000 
feet a day. 


Furniture Plants Resume Full Time 


HicH Point, N. C., Aug. 15.—Officials of 
the Southern Furniture Exposition Building and 
furniture manufacturers declared that the two 
weeks’ furniture show just concluded here 
brought sales in excess of expectations. 

Following the closing of the show the Tom- 
linson Furniture Co., one of the largest furni- 
ture manufacturers in this section, started full 
time operations of its three plants to take care 
of orders received. 

The improvement in the furniture industry 
is expected to have a stimulating effect on the 
lumber industry, it was pointed out here. A 
number of large furniture plants in the Caro- 
linas have increased operations during the last 
few weeks and a greater demand for various 
types of lumber is expected to be noticed. 


Again Swinging Into Action 

BenTon1A, Muiss., Aug. 15.—After being 
closed down for several months, the Link- 
Newcomb Mill & Lumber Co. announced last 
Saturday that it was making its first payroll 
and was “going into the big swing of the up- 
turn that has come in conditions, with all the 
vim and vigor it ever had when times were 
good.” J. C. Allen, manager, believes that 
every mill should have a fair profit based on 
an economical cost, and thinks that the manu- 
facturer or wholesaler who, in order to pick up 
a little business, cuts the price, helps no one 
and does most harm to himself. Continuing, 
he said: 

We are paying our labor a living wage; 
we have our production cost as low as any 
manufacturer in the South; our sale price 
includes a profit, and on this basis we are 
making an effort to meet competition. We are 
going to have a profit on our sales or allow 
the lumber to rot on sticks. If a few of 
the stronger concerns will ask for a profit, 
they will get it. 


Mr. Allen believes that declining prices ruin 
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the market, while advancing prices make a mar- 
ket, and “it is now time to make a market for 
every commodity we have to offer, and give 
the laborer a chance to make more than a 
living.” 





Grants Further Time For 


Reorganization 


Kansas City, Mo., Aug. 16.—Judge Merrill 
E. Otis of Federal district court today issued 
an order which will provide additional time for 
framing of plans to reorganize the Long-Bell 
Lumber Co., granting the plea of attorneys for 
the company that a scheduled hearing on a re- 
ceivership suit against it be postponed and set- 
ting the date at October 3. The attorneys told 
the court that a plan was now being worked 


AMERICAN 


out by the bondholders and bankers co-operat- 
ing with them which it was hoped to have com- 
plete within a short time. 

A recent statement said that plans were under 
way for a temporary reorganization which 
would give the company a “breathing spell of 
several years to weather present conditions” 
until a permanent reorganization appeared justi- 
fied. 

The receivership action, repeatedly postponed 
in Federal court previously, was brought by a 
group of bondholders operating independently 
of those participating in the reorganization plan. 





THE Canadian Hardwood Bureau, of Ottawa, 
Ont., is now endeavoring to compile a monthly 
inventory of stock in Ontario, Quebec, New 
Brunswick and Nova Scotia, according to speci- 
fication and grade. 


Kiln Dried Douglas Fir for 
Springboards 


PortLAND, OreE., Aug. 13.—The myth that 
springboards, or the more modern name “div- 
ing boards,” must be air dried has been ex- 
ploded by the Beaver Wood Products Co., of 
this city. It has been the custom for manu- 
facturers of playground and sport goods equip- 
ment to purchase springboards, or diving boards, 
about two years before needed, in order that 
they might be fully seasoned. The loss of time 
and degrade, due to uneven drying and check- 
ing of the thick end, as compared with the 
thin end of the board, however, have made air 
drying impractical. Ralph L. Smith Lumber 
Co., of Kansas City, recently took an order 
for a carload of “diving boards,” and the or- 
der was cut by several well known Pacific 
coast mills from selected Douglas fir. The 
blanks produced at the mill were taper sawed, 
being 4 inches thick at one end and 2 inches 
thick at the other. They are 20 inches wide 
and 16 feet long. For making diving boards, 
vertical grain stock is required and lumber 
must be of straight grain, cut from sound trees, 
in order to get strong, elastic stock. It is neces- 
sary that each individual diving board be put 
through a rigid test before being acceptable. 

In making the test the boards are mounted 
on a frame made of 3-inch pipe, same as is 
used in the modern swimming pool. A 200- 
pound bag of sand is dropped from a 9 foot 
elevation onto the end of the diving board. This 
operation is repeated three times. This 200 
pounds of dead weight falling at a velocity of 
24.1 feet per second strikes a blow of 4,820 
pounds on the end of the springboard, which 
makes a severe test of the strength and resilient 
properties of the boards. 

Even though the green lumber is perfect, if it 
is not properly seasoned so that the life and 
elasticity of the wood are retained, or if it is 
checked or honeycombed, or has other defects 
due to seasoning, it will not pass this severe test. 

The boards being 4 inches thick at one end 
and 2 inches at the other, creates an intricate 














Load of tapered Douglas fir diving boards 
being put into kiln 


drying problem, as the end 2 inches thick must 
be held to the proper moisture content until 
the end 4 inches thick is brought down to the 
proper moisture content. This result was accom- 
plished without difficulty in the Beaver Wood 
Products Co. kilns, and S. R. Smith, plant man- 
ager, has demonstrated that Douglas fir diving 




















Dropping a 200-pound bag of sand on a diving 
board to test it 


boards, 20 inches wide can be seasoned more 
successfully in a modern Moore dry kiln than 
by the air drying process. 

The ends of the boards were treated with 
Moorekiln Endtite to prevent end drying and 
checking. This Endtite protects the board from 
surface drying before it reaches the kiln and 
also makes it possible to employ faster drying 
schedules without degrade. 

Official swimming and diving events require 
that each diving board meet certain exact speci- 
fications. In many competitive events several 
people stand on the end of a springboard at 
one time and this is why manufacturers of sport- 
ing goods equipment make such careful tests. 
Diving boards are probably required to stand 
more severe usage than any other wood product. 
Attempts have been made by manufacturers of 
the various metals and other wood substitutes, 
to build a satisfactory springboard, but without 
success. 

The Ralph L. Smith Lumber Co. and Beaver 
Wood Products Co. deserve credit for their 
initiative and progressiveness in demonstrating 
what can be accomplished in modern kiln dry- 
ing. The Beaver Wood Products Co.’s Port- 
land plant is equipped with a battery of Moore 
reversible cross circulation dry kilns. Man- 
ager S. R. Smith says he is not afraid to tackle 
difficult drying problems because these modern 
kilns give the operator control of all the drying 
elements and ideal drying weather can be main- 
tained any day in the year, regardless of out- 
side weather conditions. 
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Cribbing this crop for every 
farmer is a necessity. It's not 
a question of whether he can 
afford or not afford— he has 
to crib his corn. 


Now—and for years past— 
Mattson Portable Corn Cribs 
have served thousands of 
farmers in this emergency— 
saving them in first cost and 
saving them in time—many 
dollars. 


Mattson Cribs are popular— 
they are in demand—place 
your order now—or write to- 
day for further details. 
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prard and 
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MattsonWire& Mfa.Co 


ADDRESS ALL INQUIRIES TO 


JOLIET. ILLINOIS. 


BRANCHES—MANCHESTER,IOWA 
ST. PAUL MINN. MENOMINEE, MICH 
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“The Heart Content’’ 


Have you delayed giving your wife this 

new book by ‘‘the lumberman poet’’? Let 

us — it to you—take it home to her— 

how it will cheer ber up! $1.50 postpaid 
Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











place all up and down the Mississippi Valley, is 
reported by J. H. Bloedel, president Bloedel- 
Donovan Lumber Mills, who has just returned 
from a trip through the East. As he journeyed 
East some weeks ago and passed through Chi- 
cago and New York, he found his company’s 
representatives far from cheerful. On the return 
trip sentiment had entirely changed, due to 
orders from retail yards with depleted stocks. 
Crop prospects have encouraged consumers to 
buy lumber, too. Though crop prices are low, 
cost of production is low, too. More farm 
work is being done by the farmer’s own family. 
Mr. Bloedel also found credit to have eased 
somewhat, and a spirit of optimism is prevalent. 
He is encouraged by passage of the Home 
Loan Bank Act, which presages more active 
building and larger sales of lumber, 


follows : 
Aver. of two 
weeks ended Average for 32 weeks 
Aug. 13, 1932 1932 1931 


Production 47,954,000 53,010,000 101,629,000 
Shipments 52,537,000 61,518,000 105.766 000 
Orders 59,399,000 59,047,000 102,541,000 





Property Bought by Bondholders 


Macon, Ga., Aug. 15.—Pope F. Brock, re- 
ceiver for the Case-Fowler Lumber Co. in fore- 
closure proceedings brought several months ago 
hy bondholdlers, has filed his final report, which 
was approved by Judge Malcolm D. Jones. The 
properties were sold in June to the Georgia 
Central Lumber Co., a corporation formed by 
the bondholders, for $40,000, 





August | 
Relation of Unfilled Orders to Stocks 
x ’ Wasuincton, D. C., Aug. 16.—Following is a statement for four associations of the gross stock — 
footage Aug. 6, and the percentage relationship of unfilled orders to stocks: og : 
Orders of thirty-0 
—~Asseciation— No. of Gross Unfilled Stocks— identical 
= Stocks Orders Percent 
MOUEROPR TiO ASGRCIAUMOR uo cccccinicicciesecvecces 102 579,328,000 48,310,000 8 Two W 
West Coast Lumbermen’s Association.......... 171 1,082,821,000 140,329,000 13 Softwoo 
Western Pine Association (Inland Empire and Souther: 
CE ED nn ciswckaewieeneas Ceoveseoses 111 1,485,973,000 112,922,000 8 Caroli 
Northern Pine Manufacturers.................2. 7 201,696,000 11,952,000 6 Test Ct 
We 
LONG LEAF Hardwood Manufacturers’ Institute ........ ve Se 757,467,000 67.102.000 9 Western 
and C 
Norther 
e . . . Norther 
Yellow Pine Delivered Prices on Lumber at Retail we 
: Wasuincton, D. C., Aug. 15.—The Department of Commerce has secured through the bureau Hardwe 
. : “4 2:4 Hardwo 
The Aristocrat of Structural Woods of the census the following prices per thousand for lumber items and per hundred square feet Norther 
for shingles, as the average paid July 1, by contractors for material delivered on the job, these Total 
= - - being selected from the complete list: Flooring, 1x4” Fata 
| hat Same gO rd ( i1d-fash- No. 1 Dimension, Common 0t0 16 Shingles, Extra THIRT’ 
Pr se ——— Boards Southern Douglas Clear, 16”, 5/2 Softwoe 
. * . . . 4 u an ~ . ~ 
I ned virgin g row t h = _ Nort eine No. sj v.g. Coder oa Souther 
rer . New Haven, Conn............. tees $37.00 $28.00 -- $5.50 tees West C 
Longleaf Yellow Pine lum- New Bedford, Mass............ Pees 38.00 28.00 $80.00 $55.00 1.50 Srostes 
on ; ; ; Se ee weg wacenessaenne stom 35.00 31.00 75.00 65.00 4.25 oan 4 | 
ber and structural timbers er ae heh stes ss rorereg tae feats 34.00 85.00 52500 le eres 
PEE. UE Bove ccaccccsvscces 40.00 37.50 32.50 75.00 65.00 6.40 aul — 
are n1nN< 2 iN < , an- Phil i TR. st eeenoswn 35.00 39.00 35.00 73.00 72.50 6.60 $7.75 Tots 
are obt ainable 1n any quan atom ogg pha std. tsa ho chaos ava ca 36.00 40.00 33.00 75.00 75. 00 6.50 750 — 
aa J at . é i | ila ala elaaiialie 35.00 35.00 + 75.00 00 5.00 5.00 Hardw: 
tities from the above mill. canons =: Sap ayeeetiaa: 36.00 36.00 48.00 70.00 $5.00 5.00 i Hardw 
Toledo, es heetlaltpieteaets 30.00 23.00 40.00 65.00 48.00 3.60 nde i Northe 
Pe, Make Rekeeeccetenewwn eose 41.00 35.00 ae 53.00 5.50 ms Teta 
Terre Haute, Ind.............. 35.00 35.00 = 60.00 60.00 5.00 5.00 OE 
Louisville, Ky Rati aie a. wee We 6 eee 31.00 - 70.00 ecard 5.00 ee Gran 
It’s the FIBER that Counts Des Moines, Iowa............. 40.00 rE 6.00 70.00 70.00 5.50 5.50 
DEEWRUEOG, Wibeccccccvecvcevec 24.00 24.00 24.00 ae MEI 4.50 a 
ONO GCEEe, Bec cccccccceces 36.00 36.00 47.50 65.00 65.00 4,20 ere 
ie BE ca ceer neuen esenes aia 47.00 45.00 one 75.00 4.00 o eee 
a ee Se eee ie 38.00 38.00 neta i re 4.00 er We 
ee SEs ew crncasecens 30.00 —- 35.00 80.00 es 4.00 wae 
W | e Rp LO NG LEAF San Francisco, Calif........... wie 20.00 20.00 Sane 50.00 4.50 a: 
v BE Se ee. ee ee 17.50 17.50 re 38.00 2.25 a Was 
LU fs co follows 
2 
+ € _ 
HOUSTON, TEXAS. California Redwood West Coast Review _ 
Mills ° Wi erg aTe .Te Kas. SAN Francisco, Cauir., Aug. 13.—The fol- [Special telegram to AMERICAN LUMBERMAN] By 
= Z/ fowing information is summarized from the re- SEATTLE, Wasu., Aug. 17.—The 216 West ™ 
ports of 11 mills to the California Redwood Coast Lumbermen’s Association mills giving Weste 
Association for July: production, shipments and orders during the and 
—Redweed— White two weeks ended Aug. 13 reported: North 
\ A f *ercent of Wood : - 7 
Paa i +3 Production 97,997,000 
E LLO p | N E Production 7 pA Srommetsnn 9 pny a Shipments 106,571,000 8.7% over production North 
RN ——— Shipments ...... 8.239.000) — ° 1'620,000 Orders 120,440,000 22.9% over production ture 
Ti, bh rs Plant use ...... 973,000 § 131 175,000 A group of 321 mills whose production re- Tot: 
Hmpe a een ane _ ceeseee Pott for 1932 to date are complete, reported 
Lumber On hand .....16/821,000 3'695,000 as follows: Hard 
rerage 2e r oO 2s i r Ce aci r.285 97 
Detailed Distribution of Redwood . bade. weeny out et oe alate 
Lath and Shipments Orders 1931 , 108.072.000 North 
. Northern California®. ... 3,537,000 3,959,000 te Sees 62831000 tur 
Southern California*.... 1,742,000 1,793,000 eatin e cut for two weeks ad it : 
Shingles CO, rr aaa "86,000 "60°000 a a ut for two weeks ended 56.533.000 Tot 
i -mnah ise eee 2,741,000 2,872,000 tg « jagaelitaded tebebalidag al Mteclaharictctaad hale biatnign es 
For our high grade dressed stock— Foreign ........sseeeee. 133,000 704,000 A group of 216 mills, whose production for 
Ask the Wholesaler . g I . I ~ see —_—— 
m ee orem 8,239,000 9,388,000 the two weeks ended Aug. 13 was 105,493,000 ' 
The Alger-Sullivan *North and south of line running through leet, reported distribution as follows: ca i Bri 
San Luis Obispo and Bakersfield. tol Unfillec and < 
ww : y : Shipments Orders Orders 
Lumber Co *Washington, Oregon, Nevada and Arizona. — 36.561.000 39,593,000 40,307,000 dowel 
. TAll other States and Canada. Domestic terior 
— cargo 34,425,000 41,705,000 69,726,000 eg 
CENTURY, FLORIDA Export ... 22'2405000 25,798,000 51,986,000 incluc 
————) H H : socal ..... 13,344,000 13,344,000 ........ a 
== Finds More Cheer in the Middle"! -----_13:34#,000 : 
West 106,571,000 120,440,000 162,020,000 — 
s Pi IDAHO mn . ; ; : A group of 201 identical mills, whose reports 
White ine MINNESOTA _ SeaTTLe, Wasi, Aug. 13.—That a bewilder- of production, shipments and orders are com- 
WESTMONT ingly quick change for the better has taken plete for 1931 and 1932 to date, reported as , 
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National Production, Shipments and Orders 


WasuHInGton, D. C., Aug. 
thirty-one weeks ended that date, 


identical mills for the corresponding period of 1931: 


TWO WEEKS Average No. Production 
Softwoods: — : : of Mills 1932 
Southern Pine Association (Including North 
Pe Ebina dekaand Rae Renae eae owes 97 34,301,000 
West Coast Lumbermen’s Association....... 201 95,266,000 
Western Pine Association (Inland Empire 
es Ee SO eee eae a 102 65,625,000 
Northern Pine Manufacturers ............+. 7 1,588,000 
Northern Hemlock & Hardwood Mfrs.’ Assn. 18 147,000 
ee DD 506s es Hae ween ensacse sane ene $25 196,927,000 
Hardwoods: ; P 
Hardwood Manufacturers’ Institute ........ 153 11,932,000 
Northern Hemlock & Hardwood Mfrs.’ Assn. 18 749,000 
ORS: CED ne eeA artes bOnwEs CaS 171 12 2,681, 000 
NE WN go aia anim cits aru kW oo Rate Ree Riad 578 209,608,000 
THIRTY-ONE WEEKS 
Softwoods: 
Southern Pine Association (Including North : : os 
ee a ae eer 106 600,466,000 
West Coast Lumbermen’s Association...... 201 1,647,702,000 
Western Pine Association (Inland Empire , 790.372 0 
OnE CHUPermIA BAITIBY bic k icc ecccdcocwes 105 90,« 4 000 
Northern Pine Manufacturers ............. . 16, 000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 1 13,010,0 
WOtRE BOTRWOOEE isccc cs ciccucisesecnvn , 138 3,067,939, 000 
Hardwoods: 
Hardwood Manufacturers’ Institute......... 151 237,230,000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 24,405,000 
TORGs: OED. 6 eK ees stweoawias coeaeRes 170 26 63 35,000 
Grane COER cccteccdausss eres cans 5&9 3,329,574,000 


16.—Vollowing is the National Lumber Manufacturers’ 
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: Ar Association report for two weeks ended 
covering mills whose statistics for both 1982 and 1931 are available, and percentage comparison with statistics of 


Aug. and for 


6, 





Shipments Percent Orders Percent 

1932 of 1931 1932 of 1931 
38,959,000 69 $0,066,000 71 
112,122,000 57 126,366,000 69 
62,535,000 60 57,188,000 50 
3,478,000 93 3,879,000 105 
2,143,000 SI 1,815,000 75 
219,237,000 60 229,314, 000 67 
15,992,000 bros 16,723,000 61 
1,793,000 ie 1,706,000 51 
17,785,000 55 18,429,000 60 
23 37,022. 000 6O 247,743,000 66 
691,097,000 67 696,344,000 68 
1,912,348,000 58 1,831,547,000 57 
1,064,645,000 67 1,049,965,000 67 
60,993,000 re 54,095,000 67 
27,541,000 65 26,334,000 67 
3,756,624,000 62 3,658,285,000 62 
312,440,000 6 291,276,000 5o 
41,497,000 64 37,247,000 57 
353,937,000 GA 328,523,000 5o 
4,110,561,000 62 3,986,808,000 62 





Week’s Orders 22 Percent Above Cut 











Wasuincton, D. C., Aug. 18.—Six associations for the two weeks ended Aug. 13 reported as 
follows : 
Week No. of 
Softwoods ended Mills Production Shipments Orders 
Southern Pine Association (North Carolina Aug. 6 111 19,213,000 18,196,000 20,659,000 
Se EY an. Vc eeledeeceunanrswsnes Macatee Aug. 13 114 19,566,000 25,595,000 30,138,000 
West Coast Lumbermen’s Association.......Aug. 6 216 48,615,000 49,460,000 59,790,000 
Aug. 13 216 49,382,000 57,111,000 60,650,000 
Western Pine Association (Inland Empire Aug. 6 111 33,662,000 30,056,000 27,937, 000 
CG Cee MG icccccscscracsvxcceaed Aug. 13 118 32,406,000 31,849,000 33,562,000 
Northern Pine Manufacturers.............. 4 Aug. 6 7 793,000 1,785,000 2,534,000 
Aug. 13 7 905,000 941,000 1,045,000 
Northern Hemlock & Hardwood Manufac- Aug. 6 15 2,000 781,000 558,000 
turers’ Association ...... Siuapaleda earners Aug. 13 17 342,000 615,000 545,000 
Aug. 6 160 102.285.000 100,278,000 111,478,000 
BOD” 66M eS eORN KER RHEH OEE LER EERESS Aan % 72 102,601,000 116,111,000 125,940,000 
Hardwoods 
Hardwood Manufacturers’ Institute.......... Aug. 6 166 6,593,000 9,164,000 9,380,000 
Aug. 13 166 6,210,000 8,733,000 9,263,000 
Northern Hemlock & Hardwood Manufac- Aug. 6 15 487,000 810,000 887,000 
COOGEE AOR. icccecsecenss cn enens coceee- Aug. 13 17 488,000 790,000 941,000 
TD Utascacaeennaweeans ieeune srcoocceso Re. 6 181 7,080,000 9 97 1.0 000 10,: 267, 000 
Aug. 13 183 6,698,000 9,523,000 10,204,000 
BRITISH DOOR STANDARDS, giving dimensions used, moisture content, bright sapwood limits, 


and construction of 
dowelled and ledged 


sritish standard mortisec 
and braced doors, for ex 


l, 


terior or interior use, as well as garage doors, 


including particulars of lumber or plywood to b 
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moulds and 


issued by 


Victoria Street 


beads, 


the British Standards 


, London 


2/2 post free. 


finish etc. has just been 
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Western Pine Summary 


[Special telegram to AmMERICAN LUMBERMAN] 


PortLAND, Ore., Aug. 17.—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
two weeks ended Aug. 13: 


Average number of mills reporting, 117%: 

Total production for two weeks.. 68,127,000 
INNER, So cia dha Saal ere aia. pas aah a3, +78, 000 
CPGOTH FOCHIVOES cacccccccccncnveore 62 '¢ 630,000 


Report of average of 104% mills: 
Average weekly capacity 


132,097,000 


Weekly average for 3 previous 
WOE s,s Saeia ee eae edo sateeek 77,391,500 
Actual production, weekly average 31,821,000 


Report of average 117% mills: 


Average weekly production...... 62,135,500 
Unfilled orders—Aug. 13 (117! 
GED. 4.650 bk rd As de POSS oR 123,896,000 
Weekly average of identical mills, average 
number, 104%: 


-Two Weeks Ended-—— 

Aug. 13, 1932 Aug. 14, 1931 
et ee 31,821,000 55,382,500 
Sete ta ite 30,311,000 53,811,000 
29,848,000 51,405,000 


Production 
Shipments 
Orders received 


Identical mills— 


Production, weekly average for 3 
previous years (average num- 
BOT GE Witeees, BET TPs Ke elcaw ewes cn 2,135,500 
On Aug. 13 On sacle 14, 
1932 1931 
Unfilled orders (118 
rr 123,896,000 164,554,000 








Mixed Car Service 


Order anything you need — mixed as you want it 


Longleaf Pine Lumber and Dimension 
All Standard Items in Pine Shed and Yard Stock 
Gum Trim and Mouldings 
Red and White Oak Flooring, Plain and Quartered 
Southern Hardwoods, Rough or Dressed, Air or Kiln Dricd 
Industrial and Railroad Timbers Our Specialty 


TREMONT LUMBER COMPANY 


ROCHELLE, LOUISIANA 
CHICAGO OFFICE: 307 North Michigan Avenue 


Oak Trim and Mouldings 


Shortleaf Pine Finish 
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Can Treated 
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Lumber Be 


Successfully Kiln Dried? 


[By J. J. Davis, Research Engineer Paine Lumber Co., Oshkosh, Wis.| 


The writer attended a recent meeting of 
retail lumbermen, at which the subject of 
treated lumber was ably presented. The inter- 
est shown speaks well for the future of the 
lumber industry. Nearly everyone took part 
in the general discussion which followed the 
presentation of the subject by treating engi- 
neers. 

To one interested in the manufacture of 
millwork it was quite encouraging to hear so 
much of the discussion on the subject of sea- 
soning the lumber after treatment. Discussion 
of the same subject with individual lumbermen 
indicates that these questions were prompted 
by the very logical thought of the practical 
retail lumberman: 

Why treat floor joists and plates unless 
cellar frames and sash are also treated? 

If the rough lumber on a job requires treat- 
ment in certain locations to give the maxi- 
mum value to the owner (and it unquestion- 
ably does), what about porch work, steps etc., 
exposed to a much greater hazard from decay 
and termites? In fact, the first evidence of 
decay or deterioration in a house is usually 
around the porch or windows. 


These thoughts would logically occur also 
to any practical person in thinking of treated 
lumber in connection with the construction of 
homes or similar buildings. 

The National Committee on Wood Utiliza- 
tion, American Wood Preservers’ Association 
and Ohio Association of Retail Lumber Deal- 
ers, have co-operated for about two years in 
an effort to promote the use of properly treated 
lumber, but their efforts have not met with the 
success which the project merits. The writer, 
for many reasons, is strongly of the opinion 
that this campaign will be much more success- 
ful when it is fully understood that the treated 
material can be properly seasoned and that 
millwork made from material treated by fully 
established methods will differ in appearance 
but slightly from untreated millwork, and will 
take paint or stains in a thoroughly satisfac- 
tory manner. 

In the early part of this calendar year the 
United States Government specified zinc chlor- 
ide treated millwork for several jobs near the 
southern borders, but found it necessary to 
change the specifications to wood substitutes as 
the treated millwork was not then available on 
the market. 


An Expert Names a Problem 


In a paper dated March, 1931, “Decay Re- 
sistance in Woods for Window Sash and 
Frames,” George M. Hunt, of the United 
States Forest Products Laboratory, says, in 
discussing treated lumber : 

Little is known as yet about the drying 
conditions most suitable for wood that has 
been treated with a water solution of 
preservative. The preservative may move to 
some extent with the water as it comes out 
of the wood, thus actually reducing the 
amount of preservative within the wood and 
increasing ‘the concentration at the surface, 
where much of it will be removed when the 
lumber is milled. Probably preservatives 
differ in their tendency to accumulate at the 
surface, although this has not yet been estab- 
lished by experiment. Considerable expen- 
sive experimental work will be required to 
determine the drying conditions necessary to 
prevent the movement of the preservative in 
drying or at least to reduce it to a minimum. 
Obviously the drying conditions also must be 
such as to prevent the loss of lumber through 
excessive checking or warping. 


Since the above was written much of the 


experimental work mentioned has been done. 
Wood treated with zinc chloride has been satis- 


factorily kiln dried and adequate preservative 
retained, as indicated by chemical tests. 

It has been known for years that wood 
treated with zinc chloride and other water- 
borne salts can be air-seasoned, or will air 
season, and retain adequate preservative. 

To a technical dry kiln man or a practical 
one who “knows his kilns,” this is proof that 
the same results can be accomplished in a kiln 
with much more certainty of success. A mod- 
ern dry kiln is looked upon by a modern kiln 
man as a piece of equipment in which the ele- 
ments of temperature, humidity and circulation 
which influence the drying of lumber are under 
positive control, instead of being subject to the 
uncertain variations of nature. Therefore, any- 
thing that can be accomplished in the way of 
drying lumber in the open air can be accom- 
plished in a dry kiln, but with much more 
certainty as to the results and time required 
to accomplish them. 

The development of accurate drying sched- 
ules to accomplish desired results in the short- 
est possible time (therefore, the least expense) 
without damage to the material being dried, is 
a matter for continuous study as the material 
is being dried in quantities. Such a schedule 
has not been developed for treated wood of 
any species or thickness. We do believe that a 
very mild schedule will be necessary and that 
temperatures should never exceed 150 degrees. 
We do know that so-called kiln waste has not 
been reduced below 10 percent with even a 
very mild schedule. By this we mean some 
warping and considerable surface checking. 


Co-operative Study Is Necessary 


Whether this surface checking is due to the 
drying or the treatment has not been estab- 
lished, and the answer will be forthcoming only 
after a co-operative study of the problem on 
the part of both treating and kiln drying tech- 
nicians. In the writer’s opinion the buck 
should first be tossed to the treaters, as a small 
amount of surface checking has never been 
regarded as a defect in most of the material 
handled in their plants, while surface checking 
has always been a serious defect on any mate- 
rial which a dry kiln operator was handling. 

There is no question that the present large 
wastes in treating and drying of finished lum- 
ber will be reduced as the development of some 
volume gives opportunity for study. 

In the meantime, there is no way to avoid 
the necessity of figuring into the cost of the 
treatment the losses which occur somewhere 
between the point where the lumber is ready 
for treatment and where the treated lumber, 
thoroughly kiln dried, is ready for fabrication 
into millwork. 

There are two more important points which 
should be observed by the lumberman in con- 
sidering treated lumber. The treating industry 
has used zinc chloride for years, and one-half 
pound per cubic foot has been standard prac- 
tice in the railroad ties and timbers constituting 
the bulk of the material treated. Most of the 
millwork specifications call for three-quarters 
pound per cubic foot, and some Government 
specifications call for a full pound. Obviously 
the quotations on the standard half pound will 
not cover the higher concentrations, and the 
millman must see that any quotation received 
from a treating plant covers the type of treat- 
ment called for in his specifications. 


Clean Treatment Is Necessary 


Another important point is the matter of 
clean treatment. The millman_ may prove to 
have a radically different definition for the 
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Of Interest to Retailers 
and Millwork Manufacturers 
Is the Answer: “Yes” 


word “clean” than is prevalent in the treating 
industry. A treatment that would be first class 
for railroad ties, bridge and mine timbers, tele- 
graph poles and highway posts might be impos- 
sible for millwork. One streak of creosote or 
other stain would spoil a board for millwork, 
and pass unnoticed in the other material, and 
this point must be fully understood by millman 
and treating plant if co-operative relations are 
to be satisfactory. This point obviously will 
have quite a bearing on the price charged for 
the treatment. 

The writer feels that there is a great future 
for treated lumber in the building industry and 
that before long it will be as thoroughly estab- 
lished as the other treated products that have 
been developed over the last thirty years. 
Treated millwork is a necessary companion. | 
trust these few remarks may contribute some- 
thing to assist the development of both. 





Securing Exemption From Tax 


on Checks 


Mapison, Wis., Aug. 15.—Wisconsin lum- 
ber interests having large payrolls are securing 
exemption from the Federal tax on checks, 
drafts and orders for the payment of monies 
through banks in a manner which bankers have 
not disapproved but which has resulted in op- 
position from Federal tax collection authorities. 
At the last moment Congress inserted into the 
legislation providing for a tax on checks, etc., 
exemptions intended for dairy and other co- 
operatives making large numbers of payments 
to their members. The section, now in the law, 
provides : 

A draft in form drawn upon the drawer, 
or upon any officer of the drawer, and made 
payable through a designated bank, is an 
order for the payment of money and subject 
to the tax—unless the bank is under no obli- 
gation and is without authority to charge the 
amount thereof against the account of the 
drawer. The instrument would not be sub- 
ject to the tax in the absence of both such 
obligation and such authority. 

The section, especially provided in the inter- 
ests of dairy and other co-operatives, is now 
being used by lumber and many other concerns 
with long payrolls. Instead of issuing, say 
1,000 checks with a tax of 2 cents each, the 
executives of the concerns write out 1,000 orders 
or drafts upon their own treasurer. These are 
collectible through the bank which is the de- 
positary of the concern, but not otherwise nego- 
tiable. The employee or other creditor takes the 
order to the bank and collects the sum in cash. 
At the close of the business day, the bank in- 
forms the treasurer of the concern of the total 
orders cashed, and the bank receives one single 
check to cover the sum, taxed 2 cents. Banks 
are absorbing the extra clerical work. 





Trade on Upward Trend 


CuHeELseEA, Mass., Aug. 16.—The Boston Chair 
Co. (Inc.) has been organized to take over the 
business of the former Boston Chair Co., manu- 
facturer of chairs and tables, 63 Sixth Street. 
The company reports trade on the upward trend 
since the first of August, following a quiet July, 
and recent and current inquiries promise a fair 
volume of orders by September. Basswood, 


birch, maple and oak are the woods mostly 
called for at present, and indications are that 
these hardwoods will retain their present popu- 
larity in the company’s line of chairs and tables. 
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Think Lumber Rates Should Be WITH THAT MUTUAL INTEREST 
Reduced wx 


lers At a recent meeting of the Philadelphia 
rers Wholesale Lumber Dealers’ Association, the 
matter of the heavy burden imposed upon the 
lumber industry through present freight rates 
and the loss of business to the railroads was 
discussed. As a result, following the discus- 
sion, this resolution was offered and unani- 
mously adopted: 

Ordinarily this would not be termed an 








ating opportune time to reduce freight rates, as 
class traffic is off about 50 percent and many of 
tel the railroads are losing money, while the net 
ele- operating profit, for the last six months, on 
npos- Class I railroads is just a trifle over one per- 
te or cent. 
work, Nevertheless, railroad officials are not 
, and standing their proper proportion of the de- 
‘Iman crease, and the overpaid trainmen expect to 
S$ are continue with the same rate of pay as is now 
| rill in effect, thereby pushing the railroads to- 
wi ward receiverships. 
d for All-rail rates on lumber are now more than 
the industry can bear or pay. To exemplify 
uture this—lumber is being hauled by truck to 
- and Tampa, Jacksonville, and Savannah; brought 
stab- North by steamship; and then trucked to final 
have destination, at lower cost than the all-rail “ e 
=| When Prevention Fail 
ears. 
‘/_ Rates on lumber were advanced nearly 40 en reven 10n al J 
; percent in 1920, and there was a reduction in 
ome- 1921. There has been no change since then, e 
while the price of lumber f. o. b., in many d F. t D ] F / 
instances, is less than the all-rail freight. an a é ed S 1re: _ ’ 
neon tm i Fate deals the cards every 
ax a td - ads tga byes The most perfect protection against fire is the elimi- sag Under the — 
sumber Dealers’ Association, tha ne Inter- ; . F : : of averages. the card o 
state Commerce Commission be requested to nation of every possible fire hazard and the prevention : iy wby . 
i make an investigation of the present struc- of every possible fire loss. A plant in operation and re may por hen you in spite 
um- ture of lumber rates, with the idea of re- < ss ; : —s of every effort to prevent 
ring ducing same, in an effort to relieve the lum- 2M Organization of men at work is far better than a i ald 'S Snide 
ecks bermen, and also increase the traffic on the check to cover the value of property destroyed. How- . - 4NO plant is comp y 
nies reer ever generous a settlement is made, there is always a cna aaa It a" to pre- 
have 4 ld iH ° B ildi serious loss which cannot be covered by money alone. vent fires if poses ble, but, 
_Op- ° earings on bDullaing when fire comes, it pays to 
ities. Code Our endeavor is to provide that perfect protection to have the protection of ade- 
- the a ‘ _— oe the lumber industry by expert fire prevention counsel. quate insurance designed 
etc. \LADISON, Is., Aug. lo—tihe las 1a oO . ° i] ‘ ™ 
‘ . . . ¢ . y s, Lumber Mutual Insurance does a A 
co- August is sprinkled with dates for public hear- If prevention fai tig ies tala lee d and provided for your 
ents ings by the Wisconsin Industrial Commission the next best thing and pays the loss fairly an safety and profit. 
law, throughout the State, on a revised general order promptly. 
and code covering safety in construction of all 
wer, kinds and sizes of buildings. Wisconsin lumber Ask any of our Companies what that mutual interest 
ade organizations, manufacturing, wholesale and re- ic : . : 
an tail, are represented at tng Me ae by officers means for you in protection ——s - after fire, and 
tec ae hair ; Rs y ividends mean in reducing your insurance 
“. of their associations and clubs. Principal hear- — our d & 3 
aa ings are booked for Eau Claire, Appleton, Mil- _ 


the waukee and Madison. All interested are to be 


ub- given opportunity to discuss the reasonableness S 
uch and practicability of the new set-up. On the SSOCIATED UMBER UTUAL 


drafting committee are representatives of steel, 

























































ter- iron, architectural, building inspection, federa- 
. i ildi i 5 Northwestern Mutual Fire Associa- 
_ tion of labor, building trades and other interests. Lumbermens Mutual, Insurance Ce., Northwest ae 
gale Pennsylvania Lumbermens Mutual 
sav Indiana Lumbermens Mutual Insur- Fire insurance Co., of Philadel- 
7 The Federal Home Loan Bank ance Co., of indianapolis, Ind. hig, Pa. 
lers The Lumber Mutual Fire insur- Central Manufacturers Mutual In- © 
nie System ance Co., of Boston, Mass, surance Co., of Van Wert, Ohio. 
are 
de- (Continued from Page 12) 
ne ization field. Dealers in building materials 
. should keep this fact in mind, and assist their = —— 
ya patrons to avail themselves of their borrowing ° 
in- ie ; : es 
/pportunities. As soon as the regional banks ee Ww dD H 7 (s am 
eer are operating business men should urge eligible e on c ave Oo uess 
gle local institutions to become members, as it is ae . 
nks through them that the banks will make their “The BLUE BOOK saves my sales organization a great deal of time, energy and 
contacts with the public. If a town has no money in discriminating between good and bad credit risks. I take pleasure in 
member of a bank the Home Loan System is highly recommending the BLUE BOOK to all lumber sales organizations. 
a Fata - oe, as it is —— The above is from a large lumber manufacturer. 
as direct loans to individuals are not expecte eiaeied ‘ . : 
to be me eoaaiiane peer - You, too, will like the BLUE BOOK because in the vital matter of credits there 
air Wherever there are subscribing members is no more proper and accurate place to secure such information than through the 
= of the new system they should be urged to take industry’s own service. Every lumberman should use the Blue Book. 
advantage of the new refinancing field promptly 
et. g iptl 
= and broadly. The sooner frozen loans are liqui- The Lumbermen’s Blue Book, Ine. 
ly fied, borrowers relieved of worry and loss and 5 > 4 . ‘al 
alg confidence restored, the sooner necessary new It’s the industry's own service. Write for special offer. 
* building will go ahead and the new system come 323 South Franklin Street, CHICAGO 
tly into its permanent beneficient function of ration- ™ Office 
3 ee ° ee ° . . Office ‘estern 
rat alizing and liberalizing home building credit Eastern 465 Steart Bide SEATTLE, WASH. 
an making it at the same time a safe field for in- Grand Contral Teominal Big, MEW YORK CIEE _ 


es, vestors, 
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for HOUSE PLANS & 
MATERIAL LISTS 


HOW WILL IT LOOK? 
HOW MUCH WILL IT COST? 


Special Lumberman’s Service 
FLOOR PLANS AND PERSPECTIVE SKETCH, 


LUMBER AND b: $2.50 


MILLWORK LIST 


We make, sell and rent models to your plans and 
specification. Write for special low prices. 


Send your prospective customer's own sketch and 
your instructions. Immediate attention by air mail. 


LUMBERMAN’S DRAFTING 
& LISTING SERVICE 


233 Drumheller Bldg., Walla Walla, Wash. 

















Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 














arker ’s ered 
rimerless Ne Prime, of any kind is 


- bare wood and works just 
u ¢ ¢ y as well on bare wood as if 


primed. 







Is Just Whatthe Name Implies ALSO USE AND SELL— 


“Parker's” Calking Putty. “‘Parker’s’’ Steel Sash Patty. 
“*Parker’s’’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
aon RR NO 
ft SOTELS Gael 

HOTEL RADISSON 


Minneapolis 





Rates from 


$2.00 
500 Rooms 
with Bath 


Garage in 
Connection 





Seventh Street Near Hennepin 
Located in the center of the 

Business, Amusement and _ the 

Shopping districts. 

4 Cafes that gives a cuisine 


unexcelled. Prices 
to fit any purse. 











Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
bes alculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
usetul lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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"Shyster"’ Practices Rebuked 


Kansas City, Mo., Aug. 16.—In a strongly- 
worded decision handed down here recently 
Judge Albert L. Reeves of Federal district 
court rebuked the practice of attorneys who 
bring receivership actions against lumber com- 
panies through creditors used as “mere pup- 
pets.” In his decision Judge Reeves dismissed 
the year-old bankruptcy action brought against 
the Pickering Lumber Co. of Kansas City, and 
refused attorneys for the creditors the right to 
file an amended petition. 





Thinks Well of New Policy 


Houston, Tex., Aug. 15.—Commenting on 
the buying policy recently adopted by William 
Cameron & Co., of Waco, whereby orders are 
placed with the mills only on the understanding 
that the company will be given the benefit of 
any reduction in mill prices during the next 
six months, I. B. McFarland, general manager 
of yards of the Temple Lumber Co., said: 


I think well of the Cameron policy, pro- 
vided enough manufacturers and _ retailers 
will adopt it. I think that this lumber 


should be sold on a slightly better basis than 
the present low market, because, although 
they would be guaranteeing a slightly higher 
price, the large mills are offering something 
which the small mills can not offer, and 
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therefore should get a little more money for 
it. Also, I think the line yards should not 


concentrate in their purchases, but try to 
distribute the number of cars they buy 
among four or five manufacturers on this 


same basis. This is a very interesting ex. 


periment, and I hope to see it well tried out, 





Sells Large Timber Tract 


SPOKANE, WasH., Aug. 13.—The sale of 
70,000,000 feet of white pine timber, by the 
Humbird Lumber Co. to E. C. Olson, logging 
contractor for the Diamond Match Co., is the 
largest timber sale in a number of years. While 
the consideration was not given, newspaper re- 
ports estimate it at around $500,000. This is 
one of the best stands of white pine in this 
territory. 

This sale emphasizes the determination of 
T. J. Humbird, who heads the Humbird inter- 
ests, to restrict lumbering operations in_ this 
territory for the present. None of the Hum- 
bird saw mills have been in operation this year. 

Mr. Olson has not yet decided whether he 
will build a large mill, or use several portable 
ones. The logs will be hauled to the railroad 
by truck, and all of the products suitable for 
matchblocks will be used by the Diamond Match 
Co. in Spokane. Mr. Olson expects that it will 
take from eight to nine years to log this tract. 


Here’s Lumber’s “Model A” Manu- 


factured House 


WasnHincton, D. C., Aug. 15.—Lumber deal- 
ers, if the present ferment over fabricated 
houses persists, may be selling houses in 150 
sections instead of in the form of 3,000 or 4,000 
boards. The engineering department of the Na- 
tional Lumber Manufacturers’ Association has 


cr stucco; and it, the porch and cornice work 
and the finished floor are to be applied subse- 
quent to assembly of the panels. The interior of 
the house will be entirely finished in sawn inch- 
lumber, which may be painted or finished in 
natural colors, and may be of any species de- 
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The “Factory Made” Lumber House May Be First to Enjoy Large Patronage 


completed plans for a 5-room, 1-story dwelling, 
24 feet x 36 feet, composed of 150 fabricated 
sections. These plans are now under advisory 
consideration, as to their practicability and 
probable popularity, by a dozen representative 
lumber retailers and as many manufacturers in 
different parts of the country. 

The plans are so worked out that the parts 
can be built in any retail yard or millwork plant 
which has the necessary facilities. Erection of 
the house consists merely in assembling the sec- 
tions on the building site. The framework is not 
segregated from the walls. In other words, the 
house is literally built up from blocks. The 
sections or panels are completely equipped with 
doors, window screens, blinds and other acces- 
sories. 

The exterior finish may be of siding, shingles 


sired by the manufacturer or purchaser. Wall, 
floor and ceiling panels will be heavily insulated 
with a filling material of wood derivation. 

The dwelling will have no basement, but a 
heater room with a fuel storage space is pro- 
vided on a level about 2 feet below an opening 
off the kitchen. If hot water heat is preferred, 
the panels will provide for concealed radiators. 
The cost of this manufactured dwelling is esti- 
mated at about $2,500. 

Owing to the fact that the lumber trade is 
equipped with hundreds, if not thousands, of 
plants which can easily manufacture the sec- 
tions, it is not impossible that, despite the vast 
amount of imaginative talk and conjecture about 
what sectional houses of steel and other mate- 
rials will do, the “factory made” lumber house 
may be the first to enjoy large patronage. 
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AMERICAN LUMBERMAN 


Association Officials See Conditions 
As They Are 


OrLANbo, Kria., Aug. 15.—During a trip 
through the long arm of West [‘lorida, rang- 
ing back through the territory from Jackson- 
yille to Pensacola, Panama City and Apala- 
chicola, Frank Williams, secretary of the Flor- 
ida Lumber & Millwork Association, found 
the unfortunate condition that manufacturers, 
wholesalers and retailers are competing largely 
on price basis against each other for what busi- 
ness there is to be had. 

Traveling with Frank was Rush H. Todd, 
president of the association. At Perry, in the 
office of the Brooks-Scanlon Corporation, Frank 
found in the auditor his old friend, [Elmer 
Crouch, who was evidencing conditions by “dip- 
ping his pen in black ink.” They also visited 
with John A. Bruce, who recently moved from 
Lakeland back to the sales managership of the 
Burton-Swartz mills. 

At the State capitol were discovered the forces 
of the Tallahassee Lumber Co. “reasonably 
busy,” and after leaving, they saw evidences of 
good in surrounding sections. A two- 
way business man seen at Marianna, was Arch 
I, Nearing, postmaster and yard owner. 

The thrill of the trip that far was at Quincy, 
where in the millwork plant of W. S. Dezell, 
they found Mrs. Dezell busy helping at one of 
the machines—“the first time we had ever seen 
a woman ‘tailing a sticker,’ ” 

\t Chipley, the visitors found the Hughes- 
Law Lumber Co. on a wage scale of 6 cents an 
hour, and forcing beautiful pine lumber on the 


crops 


market at heart breaking prices. “The thing 
that concerned us most,” said Mr. Williams, 
“was the fact that this mill is trucking lumber 
to Pensacola and other places and disposing of 
it direct to the trade cheaper than the local 
dealer can supply it.” Mr. Hughes explained 
that the output of the plant had been marketed 
through export channels, until recently, but now 
he is obliged to sell to anybody and everybody 
in order to keep the mill in operation. 

A phase of the situation came out in a state- 
ment of Walter Harbeson, general manager of 
the W. B. Harbeson Lumber Co., at DeFuniak 
Springs, to the effect that in eighteen years 
its State and county taxes had increased seven 
fold, and that taxes on cutover lands are now 
giving all mill men much concern. At Pensa- 
cola the visitors stopped at the beautiful San 
Carlos hotel, owned by the Harbeson interests. 

An old enterprise visited at Pensacola, was 
the Ferris-Lee Lumber Co., in retail business 
there for sixty years, thirty years on the pres- 
ent site. L. J. Cotton, of the Builders’ Service 
Co., at Panama City, complained about “certain 
mills shipping in and selling his customers di- 
rect.” At Apalachicola, the Jerome H. Sheip 
mills have built up a large business in cigar 
box materials. 

\ lasting impression was lunch with Marc 
Fleishel, president, and Ellis Crosby, sales man- 
ager, Putnam Lumber Co., at Putnam Lodge, 
Shamrock, with much talk about the newly ar- 
rived Ellis, jr. 


Reduction in Lumber Stocks Needed, 
Survey Committee Finds 


WasHinctoxn, D, CC. Aug. 15.—Notwith- 
standing a drop in prices of over 40 percent and 
a decrease of two-thirds in demand since 1929, 
the lumber industry is slowly but surely put- 
ting its house in order but needs primarily to 
continue drastic policies of restraint practiced 
by most units of the industry during the last 
year and a half, according to the latest quar- 
terly report to the U. S. Timber Conservation 
Board by its special lumber survey committee. 

In accordance with previous recommenda- 
tions, surplus stocks have been reduced more 
than four billion feet since the peak in the lat- 
ter part of 1930, it is pointed out. This would 
have been adequate to balance demand and sup- 
ply under more favorable circumstances, but 
the continued drop in demand from an annual 
requirement of billion feet in 1929 to an 
indicated annual rate of 12.4 billion in the first 
six months of 1932 indicates need for further 
reductions in surplus stocks. 

The committee recommends reductions to the 
extent of 334 billion feet. As one means to 
this end it urges avoiding unnecessary produc- 
tion of items already in surplus and the pool- 
ing and exchange of stocks and consolidation of 
sales. It further recommends, as an emergency 
measure, devising of regional plans for com- 
mon management of principal operating prop- 
erties, not to the exclusion, however, of wisely 
planned regional consolidation, where practica- 
ble, of timber ownerships and operations as 
previously recommended by the committee. The 
committee also suggests the possibility of se- 
curing needed credit, in connection with plans 
lor control of production and _ distribution, 
through the Reconstruction Finance Corpora- 
tion. 

Present price levels threaten industry solv- 
ency and the soundness of individual concerns 
unless a continued policy. of restraint is fol- 
lowed, the committee reports, in urging banks 
to avoid forcing lumber company patrons to 
liquidate on an indifferent market. In this con- 
nection the report says: 

The 


j= » 
VI. 


financial soundness and, to a substan- 


tial extent, the ultimate solvency generally 
of the individual lumber companies largely 
depend upon the effectiveness of present ef- 
forts at industry stabilization and for the 
restoration of lumber consumption. The 
banks should, we believe, refrain from en- 
couraging or facilitating additional or new 
production of lumber for which there is no 
market; and in general should avoid forcing 
the liquidation of lumber with the 
resulting inevitable impairment of capital 
assets. The stability and financial security 
of the industry and of individual manufac- 
turer will be substantially aided by reason- 
able encouragement on the part of the banks 
to their lumber company patrons to follow 
the course of action, with respect to produc- 
tion and stocks, recommended by the Timber 
Conservation Board. 


stocks 


The committee reiterates the warning con- 
tained in the recent report of the U. S. Timber 
Conservation Board against the present un- 
economic method of taxing standing timber as 
a land improvement and thus forcing its liquida- 
tion. Suggesting the preferable substitution of 
“an equitable system of income or yield taxa- 
tion for the present prevailing system of prop- 
erty taxation,” it says: 


This fact should be directed to the atten- 
tion of State authorities in confirmation of 
the imperative need of concerted action, in 


the principal timber States, to secure such 
modification of systems of timber taxation as 
will effectively avoid the pressure to pre- 
mature liquidation of standing timber. 


It is further recommended that the survey 
activities of the committee in the interest of 
economic stabilization of the industry be con- 
tinued. 





THE HEAD of a large chain store organiza- 
tion recently said: “I have lived through four 
business depressions yet I don’t know when 
any of them ended. During each depression 
we conceived some idea which we put to work. 
We became so interested that we worked out 
of the situation without waiting for conditions 
to change.” 
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Let Us Figure On 
Your Needs f | 


{ 
Hardwood lumber buyers who re- [| 
quire a big variety of woods and } 
who are seeking a steady supply | 
should get in touch with us. 


We are thoroughly familiar with 
your lumber requirements and 
know how correctly to interpret 
your orders. | 


Before you place your next order 
give us an opportunity to tell you 
about the condition of stocks on 
hand and ready to ship; also | 
about our facilities and wide 

variety of hardwoods. 


i 
We can promptly supply the } 
diversified needs of manufacturers 


of furniture, novelties, sporting \ 
goods, automobiles, musical in- if 
struments, woodenware, farm im- 
plements, wagons, caskets; also | 
hardwood yards, millwork facto- \/% 


ries, retailers, and buyers of in- |; 
terior trim. 


Send Your Inquiries to l 


CHERRY RIVER BOOM | 
& LUMBER CO. ' 
Penna. Bldg., PHILADELPHIA, PA. |/ 


Hardwoods, Hemlock, Spruce, | 
Oak and Maple Flooring 


MOORE-KEPPEL & CO. |) 


ELLAMORE, W. VA. 


Ample Stocks 
Quick Shipments 
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QUERY AND COMMENT 


A Problem in Hardwood Grading 


In looking over and applying the 1932 grading 

rules of the National Hardwood Lumber As- 
sociation, we find that the minimum cuts allowed 
in the grade of FAS are 4 inches by 5 feet and 
3 inches by 7 feet. Will you please advise us 
whether the 5-foot cut is the shortest cut 
allowed by the new rules, or can a cut be fig- 
ured which would contain a minimum of 21 
units?—INQuIRY No. 2834. 

{This inquiry from a manufacturer of and 
dealer in hardwoods in a Pennsylvania com- 
munity was referred to a grading expert on the 
staff of the National Hardwood Lumber As- 
sociation, who gives this information: 

“The 5-foot cut is the shortest allowed under 
the new rules, and it must be 4 inches wide, so 
that it contains 20 units. If the width falls be- 
low 4 inches, then the 3-inch width requires a 
minimum length of 7 feet, this minimum cut 
containing 21 units. Anything under the 4-inch 
width that is not 7 feet long, would not be ad- 
mitted to the FAS grade. It is pointed out that 
the new rules are based on cuttings and not on 
defects. Tests have shown that they provide 
10/12ths of the area in cuttings, or 83% per- 
cent, as compared with only about 65 percent 
under the old rules, because location of defects 
permitted under the old rules often reduced the 
number of cuttings possible.”—EbiTor.] 


Market for Hemlock Bark 


We wish to know when the sale of hem- 
lock bark for tanning purposes ceased. We 
have a large income tax dispute, and if we 
could prove definitely that there was a great 
variation in the price of hemlock bark be- 
tween, say, 1923-24 and 1926, we would be 
materially assisted in proving our point. We 
had a large quantity of hemlock, and figured 
the value of the bark and refuse which could 
be sold to the tannery, at about $5 per cord 
on the trees, as in the first period mentioned 
above we were able to get $12.50 a cord de- 
livered at the tannery. Then the bottom 
seemed to drop out of the market for hem- 
lock bark and edging, and the price became 
so low that we could not afford to get them 
out and ship them. We were told that the 
drop in prices was caused by importation of 
some foreign tanning agent which was 
cheaper than the bark.—Inquiry No. 2831. 

[It can be definitely established that there 
was a decided drop in the market for hemlock 
bark during the period this inquirer refers to. 
The two principal kinds of cattle hide leather 
made in 1923 and formerly with vegetable ma- 
terials were sole leather and calf and kip 
leather. More of these, and of belt, harness, 
bag, case, strap and upholstery leathers, were 
made in the United States in 1923 than in any 
year since 1920, and 1923 was the peak year for 
production of those leathers. The falling off 
in production in 1924 was sharp in all cases, 
especially in those of the two principal products 
—sole leather, and calf and kip leather. Aver- 
age quotations on hemlock bark in 1923 ran, as 
a rule, around $18 a cord at the tannery, and 
during 1924 were around $15 a cord—accord- 
ing to the division of chemical and technological 
research, bureau of chemistry and soils, Wash- 
ington, D. C. 

A shoe and leather trade authority adds the 
information that, in the old days, much of the 
straight hemlock tanned sole leather found its 
market abroad, while in recent years only a 
limited amount has been able to find an export 
market, so that manufacture of this type of 
leather has been discontinued. In the domestic 
United States market, there has been a marked 
change in the type of leather used, and to pro- 
duce it there has been necessary a different type 
of tanning material. Manufacture of upper 
leather has been completely revolutionized by 
the development of mineral tannage—chrome 
for instance. 

The abandonment of the extensive use of 
hemlock bark extract was partly the result, 





however, of the stripping of the eastern part of 
the United States of its hemlock timber. It is 
not expected that there will again be a market 
for such large amounts of the bark as were 
formerly used, but moderate amounts are still 
used in the tanning industry, and the develop- 
ment of new sources of hemlock bark supply in 
the Pacific Northwest, from which tannage will 
be extracted in California plants for shipment 
to the Atlantic coast, is being watched with in- 
terest by the leather industry.—EbirTor.] 


Samples of Balsa Wood 

A good customer of ours out in Kansas wants 
to find out something about Balsa wood and 
where he may obtain samples of it and prices. 
It occurred to us that you might have this in- 
formation in your files.—INQuUIRY No. 2845. 
‘ [To this inquirer, a large southern lumber 
manufacturer, have been given the names of sev- 
eral concerns listed in the records of the AMERI- 
CAN LUMBERMAN as being in position to supply 
Balsa wood. Balsa is a very light wood, some- 
what similar to cork, and is imported from some 
of the tropical countries. It is used largely for 
insulation in refrigerators, refrigerator cars etc., 
and in airplane construction, and for other pur- 
poses.—EpIror. | 


. 

Proper Wood for Tennis Rackets 

We are interested in the proper kinds of 
woods that are used to make high grade tennis 
rackets, as well as the condition of this wood 
before and after the bending operation. If there 
has been anything published on this subject, or 
subjects of a similar nature, kindly advise us, 
Could you recommend to us manufacturers of 
bending equipment, or give us a brief outline of 
what the procedure is in bending wood similar 
to that used in tennis rackets? This is a very 
important question with us at present, and any 
data you can give us will be greatly appreci- 
ated.— INQUIRY No. 2837. 

{Our information is that tennis racket frames 
are made almost exclusively of ash, though the 
handles are made of a variety of woods, par- 
ticularly basswood or Spanish cedar. The ash 
or hickory handle is said to be too slippery and 
does not afford a good grip unless covered with 
leather. To this inquirer, a large industrial 
corporation in a New York city, has been sent 
a copy of one of the “Technical Notes” of the 
Forest Products Laboratory, with a suggestion 
that more specific information could be secured 
by writing to that institution at Madison, Wis, 
Names were given of importers of bent wood, 
and also the names of concerns making wood 
bending machines.—EniITor. } 
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W. H. Bigelow, of Bigelow 
Bros., Chicago, and W. H. 


reorganization of the sides had 
been thorough: 


lamps. A number of the en- 


District—Joe| ployees have been organized 


Bigelow & Co., of Muskegon, 
Mich., died at Brattleborough, 
Vt., Tuesday, Aug. 21, having 
been an invalid for a number of 


years. * * * The other mem- 
bers of the firm are A. A. and 
C. H. Bigelow. 

* 2 @ 


The steam barge “Kingston,” 
which recently collided with the 
“Saxon” on Canadian waters 
and had her deckload of 115,- 
000 feet of lumber removed, 
has been raised. The damage 
was not great, but a bad leak 
was opened by the concussion. 

* # @# 


The Nashville Lumber Co., 
Nashville, Tenn., has been or- 
ganized with J. H. Houston, 
Theo. Plummer, H. G. Wadley, 
A. E. Baird and Charles L. 
Fuller as directors. 

* «# @ 

The Lumserman’s predicted 
base ball display came off Aug. 
18, though the gentlemen whose 
names were recorded on the 
scraps of paper found by the 
reporter failed to come to the 
scratch, evidently being chary 
of the notoriety. District and 
market nines, however, com- 
posed in the main of benedicks 
and bachelors over 35 struggled 
bravely for supremacy at White 
Stocking park. The following 
lists show the names and posi- 
tions of the players at the out- 
set, but the ranks were filled 
by reinforcements of fresh 
players as fast as the demoral- 
ized men were carried from the 
field, and at the conclusion the 





Badenoch, c.; George S. Bar- 
rows, s.s.; Al. Soper, 3d b.; H. 
Maxwell, Ist b.; Horace Wil- 
liston, c. f.; William Kelly, 2nd 
b.; J. M. Maxwell, r. f.; J. W. 
Ware, |. f.; Perley Lowe, p. 
Market—Tom Morris, c.; Jo- 
seph Houghtaling, Ist b.; C. H. 
Mears, p.; E. A. Ford, ec. f.; 
R. Knox, 2nd b.; W. S. South- 
worth, |. f.; Lot Smith, 3d b.; 
John Cortis, r. f.; Phil Anton, 
% 2 thee 

O. S. Whitmore, of Cadillac, 
Mich., has forwarded to the 
LumBerMAN a photograph of 
the big train of logs handled 
Aug. 12 by the Cummer Lum- 
ber Co. The logs numbered 
393, and scaled 60,937 feet. The 
distance was four miles and 
steep grades had to be got over. 
A  Shay-geared locomotive, 
built by the Michigan Iron 
Works, of Cadillac, was the 
iron horse that did the pulling. 


The office of Boardman & 
Keep, hardwood lumber dealers 
on Polk Street near the rail- 
road in this city, has been 
raised from the low level of the 
tracks to street grade, as a 
matter of convenience. 

* 2*# @ 

The Studebaker wagon 
works, at South Bend, Ind., 
supposed to be the largest in 
the world, employ 1,200 men, 
running full time, summer and 
winter. The building presents 
a floor area of 20 acres. Light 
is furnished by 58 electric 





into a practiced fire brigade. 
Water mains connect with the 
works from the yards, and 
pipes are carried to the roof 
and upon every floor in the 
building. 

* « @ 

About 200 feet of crib has 
been sunk in the extension of 
the harbor piers at Sheboygan, 
Wis., and the superstructure is 
in course of erection. A white 
light is kept on the end of the 
outer crib of the north pier, 
during the night, about twelve 
feet above the water surface. 

* + * 

James Morrison, of Oshkosh, 
Wis., has purchased 28 forties in 
the Chippewa River country, 
the estimates showing about 
120,000,000 feet of standing 
pine. He paid a little over 
$2 stumpage. He intends to 
bank 8,000,000 feet of logs next 
winter with two camps. 

* « @# 

There is still lively inquiry 
for good paving block cedar, 
but it is hard to secure and 
prices are firm. Contractors 
who have large bills to supply 
are kept busily at work, large 
forces of men being employed 
to peel and saw the posts into 


blocks. There is still consid- 
erable cedar pavement being 
laid in Chicago. While the 


right kind of stuff is not plenty, 
perhaps the suggestion to try 
yellow pine would not go amiss, 
for it is likely that this wood 
is better than cedar for pave- 
ments. 
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Incendiary Origin Is Suspected 


SacoLa, MicuH., Aug. 15.—Fire destroyed ap- 
proximately 20 ,000,000 feet of hardwood, hem- 
lock and pine at the Northern Sawmill Co. kere 
on Aug. 5. The loss was estimated between 
$400,000 and $500,000, and is said to be fully 
covered by insurance. Incendiary crigin is 
suspected. C. A. Goodman, Marinette, Wis.. 
head of the company, reported receipt of a let- 
ter threatening destruction of the mill unless 
employment conditions improved. The mill had 
not been operating on full schedule for several 
months. The sawmill was closed on June 1, 
but the planing mill was being partially oper- 
ated. The Northern Sawmill Co. is a_ sub- 
sidiary of the Sawyer-Goodman Lumber Co. of 
Marinette, Wis. Shift in the wind saved the 
big mill and the village itself. 





Making Novelties of Wood 


TEXARKANA, ARK., Aug. 15.—Installation of 
all modern equipment for handling varied wood- 
work orders has just been completed in the 
shop of the Templeton-Pinkham Co. Since its 
recent organization the firm has created many 
new novelties in woodwork. Bird cages, lawn 
furniture, wooden ornamental work and _ all 
kinds of furniture can be manufactured in the 
plant. 





The Tung Oil Industry 


WasHInecTon, D. C., Aug. 15.—The chemical 
division of the United States Department of 
Commerce recently has completed a compre- 
hensive survey of tung oil, covering its growth 
and handling in China, world markets and the 
extensive development of the tung oil industry 
of more recent date in the United States, and 
has published the results in a pamphlet entitled 
“Tung Oil.” In view of the rapid development, 
particularly in the southern States, of the tung 
oil industry, this publication should be of par- 
ticular interest at this time. 





Prison Preferred to Russian 
Lumber Camps 


A recent number of the Swedish Timber 
Journal carries the following paragraph from 
its Finnish correspondent: 

Last week the Finnish frontier guards 
caught a fugitive from Russia, who proved 
to be a man called Stade, wanted in Finland 
for murdering a policeman. After commit- 
ting the murder last November, Stade had 
escaped into Russia, where, after spending 
five months in prison, he was released at the 
beginning of May and set to work in a lum- 
ber camp near Leningrad. Although he knew 
he had to expect penal servitude for life in 
Finland, he preferred escaping to his native 
country to the forced labor in Russia. He 
related that many Finns who have gone to 
Russia are to be found, in the utmost misery, 
in the Russian camps. 





Cause of Bird's-Eye in Maple 


_Maptson, Wts., Aug. 15.—The United States 
Forest Products Laboratory here and the Lake 
States Forest Experiment Station are conduct- 
ing experiments in the forests to determine the 
cause of bird’s-eye figure and whether or not 
it can be reproduced. Preliminary experiments 
consist of grafting trees. If the experiments 
are successful, highly figured trees may possibly 
be grown under favorable conditions at a rapid 
rate and in sufficient quantities to satisfy the 
future demand for quality bird’s-eye veneer. 
Although many theories have been advanced 
to explain the cause of bird’s-eye figure in 
wood, no hypothesis has yet been suggested 
which satisfactorily explains this unique phe- 
nomenon. The presence of adventitious buds 
in the inner bark is the explanation most gen- 
erally advanced. It is sometimes argued that 
the work of woodpeckers and sapsuckers causes 
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HIS WAS the experience of the Lamar 

Lumber Co., of Bogalusa, La. They have 
used Lignasan since January, and find it has 
brought the cost of dipping to less than 12c. 
per M ft. and practically all of this lumber 
dried bright! That’s controlling sap stain 
with economy. 


Their vat shown above holds only 600 gals. 
when full and dips efficiently at 250 gals., due 
to conveyor chains being built to run on bot- 
tom of vat. 


Lignasan is generally used at the rate of 
only one pound per 50 gallons of water, which 
is one reason why a low dipping cost is possi- 
ble. This also makes it easy to handle. And 
most important, tests by both lumber manu- 
facturers and the U. S. Government prove 
Lignasan controls sap stain and makes bright 
air-dried lumber a reality. Then, Lignasan 
is used in cold solution. No evaporation losses 
or temperature control to worry about. So 
you see Lignasan-dipped lumber is a real 
economy. And naturally bright lumber sells 
easier. So Lignasan is profitable, too. 

When high temperatures and the humidity 
create severe staining conditions this sum- 
mer, try Lignasan. Mail coupon today for 
particulars and prices. It will pay you. 


BRIGHT LUMBER 
AT LOW COST 





THIS IS THE VAT 
where lumber was 
dipped in Lignasan for 
less than 12c. per 
board feet. And prac- 
tically all of that lum- 
ber dried bright! 


AIR-DRIED and near 
the bottom of the pile. 
Back ends were not 
dipped in Lignasan. 
Front ends of boards 
were. Still further proof 
that Lignasan-dipped 
lumber air-dries 
bright. 


GUPOND 


RES. U. 5. PAT.OFF 


LIGNASAN 


. 8. PAT. O 


Prevents Sap oy Kore Lumber Bright 








E.I. DU PONT DE NEMOURS & CO., Inc. 
Organic Chemicals Dept., Wilmington, Del. 
Gentlemen: I should like to know the easy, 
inexpensive way to get Bright Lumber. With- 
out obligation please send me full details and 
prices of Lignasan. 























“bird’s eyes” to result. Other investigators 
advance the hypothesis that the figure is an 
inheritable characteristic. However, the Forest 
Products Laboratory discounts all the above 
explanations and seems to attach significance 
to the observation that the bird’s-eye figure ap- 
pears to occur in trees that have been crowded 
or for some other reason suppressed in their 
rate of growth. Their efforts at determining 
the cause of this beautiful figure in wood, as 
well as their attempt to reproduce it, will be 
watched with keen interest. 





The Classified Section Will 
Turn Unused Equip- 
ment into Cash 


New Construction for Barksdale 
Field 


SHREVEPORT, La., Aug. 15.—New construc- 
tion to cost $2,164,200 is provided for Barks- 
dale Field, the U. S. Army’s air plant here, in 
the federal emergency relief bill recently passed 
by Congress and signed by the President. The 
buildings included in the appropriation are due 
to be completed by Oct. 1, 1933. Projects pro- 
vided for include 150 non- commissioned officers’ 
quarters, 100 officers’ quarters, three barracks 
buildings, completion of hospital, completion of 
garages, cold storage plant in quartermaster’s 
warehouse, eight additional hangars, completion 
of headquarters and operations building, com- 
pletion of gasoline storage system, paving 
aprons in front of hangars. 
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FORCED CIRCULATION 
SIMPLIFIED 


Injectaire 


is an idea so clear, so sensible 
and practical that it imme- 


diately interests you. 


It is adaptable to your 
present kilns. (No re- 
modeling.) 


It is fully described and illus- 


trated in a neat bulletin. 


The National Dry Kiln Co. 


437 West Georgia Street 
Indianapolis Indiana 


Eastern Representative: 


C. A. FIELDS, Eagle Mills, Troy, N. Y. 








“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 


recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Francisce 








TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Cauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermcn 


FRANK R. BUCK & CO. 


2133 Tuohy Ave. CHICAGO, ILL. 


Car Door Lumber Rollers Sectional Board Rules 

















BOOKS—BOOKS—B00KS—Here’s theplace 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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What the Associations Are 
Planning and Doing 


National Hardwood Plans Meet 


L. S. Beale, Chicago, secretary-treasurer of 
the National Hardwood Lumber Association, is 
sending out announcements of the thirty-fifth 
annual convention to be held at the Peabody 
Hotel, Memphis, Tenn., Sept. 29-30. Emphasis 
will be placed on plans for business during the 
fall, as it is felt that trade is on the up-turn, 
and the secretary believes that personal contact 
with other hardwood men will be of high value 
in making such plans. The report and recom- 
mendations of the inspection rules committee, 
which have as their aim the smoothing out of 
rough spots and inconsistencies in the rules, will 
be discussed on the convention floor, and copies 
of the rules committee report will be included 
in the Year Book, which will be in the hands 
of members by about Sept. 1. While enter- 
tainment features will be curtailed, generous 
hospitality will be extended to those in attend- 
ance. Hotel charges will be moderate, and 
round trip rate of fare and a half will be avail- 
able on all railroads, but the secretary-treasurer 
should be notified at once so that certificates 
entitling them to such reduced fares may be 
mailed to those who indicate they will probably 
attend. There will be no charge for the banquet 
and entertainment for members and their guests, 
and association members are asked to send in 
names of those in the trade to whom they would 
like to have invitations sent. Further details 
of the business program will be ready toward 
the end of August. 





Coast Body Wins Support 


Tacoma, WasH., Aug. 13.—An increase in 
membership of the West Coast Lumbermen’s 
Association from 45 percent of the industry in 
the fir district, to 70 percent, was reported to 
the association’s board of trustees meeting here 
this week. The report was so encouraging that 
the board decided to continue its efforts to 
swell the membership to 80 percent by Oct. 1. 
The drive was started last spring as an answer 
to a proposal to discontinue the association's 
activities because of lack of support. 

The trustees committed the association to 
wholehearted support of the efforts of the Ta- 
coma Lumbermen’s Club, in conjunction with 
the Loyal Legion of Loggers & Lumbermen, to 
promote the use of wood in public and private 
projects. As an aid to home building, the asso- 
ciation decided also to prepare plans for in- 
expensive homes, and to co-operate with home 
loan banks. 





Reports Cheers Tacomans 


Tacoma, Wasu., Aug. 13.— The Tacoma 
Lumbermen’s Club at its weekly luncheon meet- 
ing yesterday heard encouraging reports both 
from abroad and for the United States. 

Wilson Compton, secretary-manager National 
Lumber Manufacturers’ Association, said: 

“The gradual increase in general com- 
modity prices, the advance in the security 
markets, the upward trend of building in 
the Southwest, the shortage of satisfactory 
housing in many communities, and the pros- 
pective increase in home mortgage finance 
facilities expected to result from the estab- 
lishment of the system of Federal home 
loan banks, are important factors indicat- 
ing more favorable prospects for lumber con- 
sumption.” The permanence of the _ im- 
provement will depend largely on three fac- 
tors, according to Mr. Compton. These he 
gave as “the gradual substitution of an 
equitable system of yield taxation of stand- 
ing timber, an extensive and general re- 
duction in freight rates, and extension of 
scientific research in improved use of lum- 
ber.” 


A. E. Heath, managing director of Saxton & 
Co., of Sydney, Australia, said that lumber he 
can buy here for $20 a thousand is worth $80 
by the time it reaches his yards, due to numer- 
ous duties, taxes and freight rate, and he in- 
dicated that he favors more equity in tariffs. 

W. J. Mulligan, San Francisco lumber ex- 
porter, said that he found conditions apparently 
normal in the Argentine on a recent trip, 
Douglas fir lumber meets strong competition 
from Russia, he said. 

A. T. Upson, of the engineering corps of the 
National Manufacturers’ Association, and L. E, 
Force, manager of the Douglas Fir Exploita- 
tion & Export Co., also were introduced as 
guests. 





Directors Discuss Association Affairs 


MILWAUKEE, Wis., Aug. 15.—The cement 
trucking situation, the one price plan on pre- 
pared roofing, activities of the Wisconsin de- 
partment of markets, and association member- 
ship and finances were among the subjects 
discussed at a meeting of the board of direc- 
tors of the Wisconsin Retail Lumbermen’s As- 
sociation, held at Janesville, with President S. 
S. Solie presiding. 

Seven new memberships to the association are 
recorded since the first of the year, while 29 
yards have been lost to the organization through 
mergers, close-outs, and bankruptcies, records 
read by the secretary disclosed. 

From the standpoint of economy and because 
of present business conditions, the board 
unanimously agreed to eliminate the $10 per 
diem fee which officers and directors have re- 
ceived for many years for attendance at board 
meetings. All officers and directors were pres- 
ent at the August conference. 

Discussion of tentative plans for the annual 
convention, brought a decision not to have a 
“Contractor-Dealer Day” at the State meeting 
next year. It had previously been proposed 
that a “contractor-dealer” joint gathering be 
arranged in connection with the 1933 conven- 
tion, but the board vetoed the suggestion for 
next year, though it was indicated that such 
a conference might be arranged separately at 
some time in the future. 





Committee Interprets Lumber Trade 
Practice Code 


OrLAnbo, Fia., Aug. 15.—A_ special com- 
mittee on ethics, named by President Rush 
Todd at a meeting of the Florida Lumber & 
Millwork Association in June, has reported in 
a resolution that is being sent out by Secre- 
tary Frank Williams, for a mail ballot, on 
agreement that a vote be taken in that way 
The code is based on the lumber trade prac- 
tice report, and was prepared by the follow- 
ing committee: Manufacturers, Harold ». 
Foley, Brooks-Scanion Corporation; John A. 
Bruce, Burton-Swartz Cypress Co.; whole- 
salers, E. L. Chiasson, Mack-Chiasson Lum- 
ber Co.; Clyde Taylor, Hirsch Lumber Co.; 
retailers, Harry H. Brenner, Davenport Lum- 
ber & Supply Co.; D. E. Harper, Harper Lum- 
ber & Mfg. Co. 

The resolution outlining the code is as fol- 
lows: 

WHEREAS, at a meeting held in Ocala, Fla, 
June 1, 1932, we, a special committee on ethics, 
were appointed by President Rush H. Todd, on 
authority of the Florida Lumber & Millwork 
Association, Inc., for the purpose of interpret- 
ing the Lumber Distribution Code of August 22, 
1931, we submit the following: 

Resolwed that, in accordance with the gen- 
eral interpretation of the aforesaid Lumber Dis- 
tribution Code, it shall be considered ethical for 
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manufacturers, wholesalers and retailers to sell 
the following classes of business, when purchased 
in carload lots: All departments of the United 
States Government; all railroads; all car shops; 
the State road department of Florida; all in- 
dustrial buyers of crating material; all mill- 
work plants and woodworking factories for 
manufacturing the products they make for sale; 
all retail lumber and building material yards 
which are properly qualified as such in accord- 
ance with the Constitution and By-laws of the 
Florida Lumber & Millwork Association, Inc. 

Resolved that, with the approval of the ma- 
jority of the active members of the Florida Lum- 
ber & Millwork Association, Inc., within the 
confines of the district affected, it shall be con- 
sidered ethical for either manufacturers, whole- 
salers or retailers to sell direct, when purchased 
in carload lots, the following classes of busi- 
ness: <Any construction work for the United 
States Government let to contractors where ma- 
terial for same is to be purchased by said con- 
tractors; all departments of the State of Florida 
or any county thereof; any municipality any 
lumber used for dock work or for construction 
on the water front. 

Resolved, that all packing house business, con- 
sisting of car strips, bulkheading material, or 
material for construction purposes, and all 
fernery stock, shall be considered strictly retail 
business and should be sold through retail lum- 
ber and building material dealers only. 

Resolved, that we condemn the practice of 
certain retail lumber yards being allowed a 
jobber’s commission by some of the manufac- 
turers and brand the practice as unfair to the 
majority of the retail yards. 

WE RECOMMEND to the Board of Directors of 
the Florida Lumber & Millwork Association, Inc., 
that the above be considered an interpretation 
of the “Lumber Trade Practice Report,” as it 
pertains to the membership of this association. 








Coopers Preach Bulk Buying 


MeMpPHIs, TENN., Aug. 15.—A_ campaign, 
sponsored by the Associated Cooperage Indus- 
tries of the World, to get the buying public to 
buy goods in bulk, took form in Memphis Aug. 
4. The association invited retail merchants to 
the Hotel Peabody to hear talks on economy 
and sanitation and view exhibits. The Memphis 
meeting was one of a series held through- 
out Missouri, Tennessee and Arkansas, and was 
an experiment by the association. 





Utahans Enjoy Outing 


SaLt LAKE City, Uran, Aug. 13.—More than 
one hundred and fifty members of the Utah 
Lumber Dealers’ Association and their wives 
were in attendance at the seventh annual sum- 
mer outing of the association, held yesterday 
afternoon and evening at the Salt Lake Country 
Club. The attendance was practically 100 per- 
cent. The Salt Lake Lumbermen’s Club, the 
Ogden Lumbermen’s Club, and the Timpanogos 
Hoo-Hoo Club assisted the State organization 
officers. 

An open golf tournament was held in the 
afternoon, in which about one hundred lumber- 
men took part, with Earl V. Smith, Salt 
Lake City wholesaler, as the winner. In the 
evening there was a banquet, followed by out- 
door dancing in the moonlight, or bridge for 
those who do not care to dance. 

The committee in charge of arrangements 
consisted of S. L. Billings, president Salt Lake 
Lumbermen’s Club, president; Hendrik Romeyn 
and R. B. Ritchie, the Merrill Co., Salt Lake 
City; L. R. Wardrup, Anderson Lumber Co., 
and S. C. Robinson, Rio Grande Lumber Co., 
Salt Lake City; President Carl C. Burton, of 
the State association; Wes Anderson, Ander- 
son Lumber Co., Ogden; O. A. Spear, Smoot 
Lumber Co., Provo, and R. W. Todd, secretary 
State association. President Burton presided at 
the prize distribution, which included prizes for 
the ladies. 

A letter of good wishes and a_ beautiful 
leather golf bag for use as.a prize were re- 
ceived from two former well known Salt Lake 
lumbermen, Roy M. Cross and F. C. Simon- 
sen, now with the Weyerhaeuser Co. at St. 
Paul, Minn. Mr. Ross was formerly president 
of the Utah association. 
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Study Ravages of Pine Beetle 


Cotumsia, S. C., Aug. 15—Intent on finding 
a remedy for the ravages of beetles, R. A. St. 
George, entomologist of the U. S. Department 
of Agriculture, has been ordered to Charleston 
to examine timber in Berkeley County to study 
the damage done by southern pine beetles and 
ips beetles, reported to be worse and more 
widespread than usual this year because of lack 
of rain. Mr. St. George will examine the trees 
affected and report his findings with recom- 
mended remedies to the Cooper River Timber 
Co. at Charleston. 





A New Saw With Tungsten 
Carbide Teeth 


The cutting of glued, composition and fiber 
materials has long been a problem to the fur- 
niture,. building materials and allied industries. 
After cutting through several glued layers, even 
a saw made of high-speed steel, and ground for 
clearance, does not give the amount of service 
that it should before reconditioning. 

E. C. Atkins & Co., of Indianapolis, Ind., have 
for some time been experimenting on circular 
saws, under actual production conditions, that 
will do this work satisfactorily and economic- 
ally, and as a result have recently brought out 
a new circular saw with tungsten carbide 


(known as Strauss metal) tipped teeth. 
It is designed to cut all types of asbestos 
(such 


compositions, hardwoods as quebracho 





New saw has tungsten carbide teeth that stay 
sharp a long time while cutting hard or gritty 
materials 


and ebony), insulating materials, hard rubber, 
bakelite, linoleum, and other fibers that con- 
tain glues or other gritty substances that would 
dull the teeth of an ordinary saw. 

This Atkins saw may be had in several dif- 
ferent styles of teeth, adapted to specific mate- 
rials. It takes a feed of 50 feet a minute, and 
the speed ranges from 5,400 to 10,000 feet a 
minute, depending on the materials and the ma- 
chine. 

According to the manufacturers, this new 
tungsten carbide tipped circular saw will cut a 
remarkably long time before requiring re-fitting, 
and effect saving in time and labor for manu- 
facturers of composition products. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the two weeks 
ended Aug. 6, 1932, totaled 1,006,720 cars as 
follows: Forest products, 29,678 cars (a de- 
crease of 796 cars below the amount for the 
two weeks ended July 23); grain, 77,678 cars; 
livestock, 29,461 cars; coal, 165,525 cars; coke, 
4,876 cars; ore, 12,500 cars; merchandise, 333,- 
196 cars, and miscellaneous, 352,976 cars. The 
total loadings for the two weeks ended Aug. 6 
showed an increase of 1,496 cars above the 
amount for the two weeks ended July 23. 


Take the 


If 


out of your 
BUSINESS 


The “If” in business is the one sure 
thing that has, and will continue to eat 
up profits. “If I only had that”—“If it 
wasn’t for my overhead”—“If I had 
more room”—these are some of the 
“Ifs” in many businesses. 


INSO BOARD and INSO LATH are 
“If” destroyers. In the first place they 
offer advantages to both you and your 
trade that cannot be duplicated. Only 
in INSO LATH will you find (1) PER- 
MANENT expansion space provided 
around all edges, (2) nailing slots 
which provide free expansion _be- 
tween intermediate studs. This means 
that INSO LATH does not warp, bind 
or bulge and that INSOQ LATH walls 
are smooth—free from cracks. 


INSO BOARD and INSO LATH cut 
down your investment—give more room 
in your yard, give you faster turnover 
and more net profits and what’s more 
they are backed by a real merchandis- 
ing and sales plan. Write for particu- 
lars. 





a 


Stewart InsoBoard Corp. 
St. Joseph, Mo. 





BUILDING INSULATION 


OEPENDABLE 
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[2ecommend Vigorous Pro- 
motion of Southern Pine 


New Orveans, Aug. 15.—Recommendation 
that the directors and subscribers give serious 
attention to the need to publish Southern Pine 
Association literature, see that it is distributed 
to the proper hands, and that some of the field 
force of the organization be re-established was 
made to the advertising and trade extension 
committee in its recent meeting here by E. L. 
Kurth, chairman. Mr. Kurth’s remarks were 
summarized in introductory passages as “Shall 
we junk $6,000,000?” 

Effective work done by the department dur- 
ing the past (and present) lean period was 
summarized as coasting on the 17 years of pro- 
motion work in which the association has ex- 
pended six million dollars. In urging the 
resumption of work before the cumulative 
effect of previous advertising and promotion 
have become dissipated, Mr. Kurth made the 
following points: 

Have you noticed the growth in demand for 
grade marked lumber? If you have not, per- 
mit me to say that the records are replete 
with a large and increasing number of cases 
where specifiers and buyers are requiring the 
grade mark. The chief co-ordinator at Wash- 
ington has written grade marking into the 
standard specifications, and State purchasing 
departments are also protecting themselves. 
Requests for grade-marked lumber have be- 
come so numerous recently that bootleg 
grade marks have developed. All sorts of 
evasions and substitutions are being at- 
tempted, and we are called upon to correct 














VON PLATEN-FOX 
COMPANY 


Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 


























We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, ete. 

We'll satisfy you, too, because we specialize 
m Northern Veneers and Plywood. 


— We also invite orders for Northern Pine, Spruce, 
Tiemeiearer, Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ameciation “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 


Chicago Office: N. J. Clears Lumber Co., 
Suite 447, Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exch. 
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and remedy situations which have become 
troublesome. 


Instances Are Cited 


Instances cited included Fort Sill, Okla.; the 
U. S. Penitentiary, Atlanta, Ga.; Fort Knox, 
Ky.; and the New York State Department of 
Public Works. The association has issued spe- 
cial sheets showing the design of the recognized 
Southern Pine trade-mark placing these with 
purchasing departments. 


The SPA booklet, “Beautifying the Home 
Grounds,” is in such demand that from 15,000 
to 20,000 are issued each year, the demand 
continuing strong despite adverse conditions. 

The Manual of Wood Construction is still 
the lumber textbook in schools and colleges, 
and is requested every 24 hours by engineers 
and contractors. 

Constant contact and service is being ac- 
corded in writing specifications and comba- 
tive work performed to continue southern 
pine in its markets. 

A compilation has been made showing the 
species and grade for practically all uses of 
southern pine in construction work. 

One of the greatest pieces of trade promo- 
tion literature, if it is rightly used, is our 
grade rule book. By the application of that 
gigantic amount of information, which has 
been gathered by field men, the new grade 
rule book will be even a greater piece of 
trade promotion literature. 

The Navy Department, at our request, 
gives us a copy of every contract for south- 
ern pine lumber, and we not only aid 
in writing specifications, but follow through 
by way of the inspection department so that 
proper lumber is delivered. 

Highway and construction engineers and 
all the rest who follow the A. S. T. M. and 
A. R. E. A., specify lumber by their Coded 
Specifications. For three years we entreated 
them to specify according to our grading 
rules. Now we have translated the Coded 
Specifications into the grade names of our 
grading rules and the new book will contain 
the translations. We are the first lumber 
organization to attempt this. 


Recommendations laid down in Mr. Kurth’s 
report included: 

That the trade promotion department pro- 
ceed upon an aggressive campaign by way 
of personal visits and as much as mail can 
do to acquaint engineers, architects, and pur- 
chasing departments with the unassailable 
value and integrity which stands behind the 
association inspection. 

That the department use our claim inspec- 
tors in every possible manner to extend the 
work of the department without regard to 
how many field men may be added in the 
future, and that its facilities be extended 
to include this work. 

That the department carry out its plans 
to project group or joint selling into all 
parts of our consuming area to the end that 
our species of lumber shall be properly repre- 
sented. And this recommendation carries with 
it the aid and helpfulness of this department 
to every sales manager seeking to improve 
his work. 

That the department get a wider distribu- 
tion of the new farm building book. 


Publication of Grade Books 


The publication of the grade books on 
Longleaf and Shortleaf as early as practic- 
able, each to be printed in high quality, and 
each be given the broadest possible distribu- 
tion. Also that the subscribers place their 
orders in sufficient quantities to make a per- 
fect distribution. 

The segregation of grades of dimension 
and heavier stock into Longleaf and Short- 
leaf requires that the pieces be marked with 
the SPA grade-mark, accompanied by the 
species mark. We have designed a combina- 
tion species and grade-mark for longleaf and 
another for shortleaf, the two marks not 
resembling each other. This is a standard 
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Report Outlines Meas- 
ures for Conserving 
Gains of Past and Mak- 
ing Further Advance 


mark and can be advertised as such. We 
urge all subscribers to immediately place 
their orders for this uniform design of spe- 
cies grade-mark, one for each grade of each 
species, and we heartily recommend the use 
of this uniform species grade-mark on every 
stick of longleaf or on every stick of short- 
leaf which is shipped. 

Referring to home building to come, the 
report says “new plans, new design, built-in 
features, sizes and placement of rooms en- 
tirely changed, outside porches made utili- 
tarian, insulation and air conditioning a com- 
ing factor. We recommend that the depart- 
ment be authorized, and assisted at the 
earliest practicable moment to devise plans 
for the new small house. New plan books, 
new blueprints with the artistic support of 
architects, and with the practical thought 
of builders kept in mind. We recommend 
every effort be made to inform retailers of 
this advancement on our part and urge them 
to bring their own business into line with 
the coming trend.” 


Proper Construction and Lumber 


We recommend that the department use 
every facility to co-operate with leading in- 
stitutions, showing them how to protect in- 
vestments by proper construction with proper 
lumber. 

Recommendation that the advertising plan, 
perfected in consultation with the retailers, 
be carried out. The plan is to show on the 
invoice to retailers that a certain sum ol 
money is set aside to help that particular 
retailer move the lumber from the yard. The 
department is to set in motion the necessary 
activity by which the subscriber mills will 
join in such a co-operative advertising cam- 
paign with their customers. Retail lumber 
association secretaries will be advised of the 
project. 

It is recommended that the department set 
before subscribers the ideas of quality for- 
mulated by the special committee, and each 
subscriber is urged to seriously consider any 
plan to sell quality in part of his lumber 
while selling “just lumber” in the rest of it. 

It is recommended that the department 
merchandise the use of treated lumber for 
residential construction, contacting wood 
preserving plants, retailers, and the manu- 
facturers themselves in setting up arrange- 
ments, 

We strongly recommend that the depart- 
ment be authorized to proceed with the pub- 
lication of printed instructions and drawings 
for the use of subscriber mills in the manu- 
facture of and the issuance of special cata- 
logs on fabricated items for retailers—all 
to the end that additional lumber be fabri- 
cated at the mills and sold through the retail 
distributer. 

We recommend a revision of the Archi- 
tect’s Specification Manual in keeping with 
our grading rules and its distribution to 
every architect in southern pine territory. 
Also its distribution to retailers so _ that 
houses not built under architectural super- 
vision may be properly specified. 

We recommend that the department’s in- 
formation on manufacture of plywood (for 
automobile running boards and floor boards, 
etc.) be placed before every interested sub- 
scriber and that every reasonable aid be 
given to subscribers in its manufacture, and 
that consideration be given to advertising, 
merchandising and selling southern pine ply- 
wood through the retailers. 

The report’s final recommendation is in an- 
swer to the panelled house in steel, being that 
the department not only be empowered but be 
urged to develop, through any of its commit- 
tees or otherwise, that type of construction, 
fabricated at the mill, fire-proofed or otherwise 
preserved, bringing in any co-operative influence 
which may join in such a plan, and assist south- 
ern pine subscribers in the design, manufacture, 
merchandising, advertising and selling of such 
fabricated units for homes, 
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Re ea 


Svenska Flicka 
[ have seen a lot of beauties in the cities in my 





day, 

Though just what these dames were doing for 
the world was hard to say. 

They were good at looking pretty, they were 
good at making eyes, 

And I guess I tumbled for ’em, like a lot of 
other guys. 

They were mighty sweet to look at, they were 
mighty nice to know, 

But I rather like a woman who’s a woman, 
not a show. 

And they couldn’t hold a candle, in their most 
expensive gown, 

To some little Svenska flicka in some little 
sawmill town. 


Yes, I guess I sang their praises, for that’s 
what they like to hear, 

It’s about the only music to a city beauty’s ear, 

And I may have even fluttered when they 
flattered with a smile, 

And I talked about their beauty—but knew 
better all the while. 

For who cares for hothouse roses, if the fellow 
ever knew 

Of the roses in the timber, with their diamonds 
of dew? 

If I named the queen of beauty, I would hand 
the beauty crown 

To some little Svenska 
sawmill town. 


flicka in some little 


For her eyes are like the heavens, just as 
honest, just as fair; 

If you look for heaven’s azure you will find 
your heaven there; 

And her hair is like the sunlight, maybe yellow, 
maybe gold; 

She’s the only kind of woman that a man can 
hope to hold. 

If I ever get my senses, quit my roving mill 
to mill, 

And from this here place to that one (and I 
hope to God I will), 

If I ever get my senses, then I know I'll settle 
down 

With some little Svenska flicka in some little 
sawmill town. 


We See b' the Papers 


Good is the paint that covers evil. 

You can read that one any way you like. 

We wish our bed had as good springs as 
hope in Wall Street. 

The mayor of New York seems to have been 
a man of unusual gifts. 

The question seems to be whether we shall 
let Russia alone, or a loan. 

Brokers’ clerks are getting their jobs back. 
Now do we get our margins back? 

_ Both parties seem to think that it wasn’t the 
liquor but the place where they sold it. 

You will never go broke taking a profit, un- 
less it is a depression that takes your profit. 

Do not scorn the crow croaking in the pine- 
top. For three years he has been our national 
bird. 

It is bad enough for a politician to have to 
sit on the fence, but this year some of them 
are barbed wire. 

_ A Chicago man is spending the summer rais- 
ing 47 varieties of water lilies. Personally we 
specialize in insect bites. 

Whatever the farmer may think of Wall 
Street, it seems to have done more for the price 
of wheat than the farm board. 

_ What the rest of us would like is a little 
farm board, too—fried chicken, fresh vegetables, 
etc. 
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“Olympic Events Bring Screen Stars Out of 
Hiding,” headlines the Los Angeles Times. 
Ordinarily they are shy and shrinking as a saw- 
mill whistle. 

Even in good times less than 42 percent of 
the inhabitants of Illinois are workers. Wonder 
if this can have anything to do with what hap- 
pened to us? 

The Chicago Tribune says regarding the 
Walker hearing, “A brass rail, removed tem- 
porarily from the assembly chamber * * * has 
been set up to form a bar. * * *” So soon? 


Edgings 

If we ever fall overboard, we hope there is 
somebody there to throw us a rope besides a 
Congressman. 

What the American people would like to see 
is a job for everybody, without anybody having 
to work at it. : 

We may not be the best governed people in 
the world, but we certainly are the most. 


That Missouri man who is raising strawber- 
ries that are half raspberries probably got the 
idea from a baseball cheer. 

Despite the crossword puzzles, we still don’t 
know what a three-toed Australian sloth is, but 
at least it gives us a new name to call some- 
body. 

We might increase the variety and improve 
the veracity of these souvenir postcards if in 
some cases we would write: “Having a won- 
derful time. Glad you are there.” 


The only slight difference is that now Mother 
tries to interpret the bridge rules, whereas with 
Grandma it was the Scriptures. 


Another economic remedy might be to build 
Jack Garner’s postoffices out of the trees Frank- 
lin Roosevelt is going to raise. 


Another amusing thing is to hear the youth 
of 1922 reproving the youth of 1932. 


As We Were Saying 


A flat-rate one percent income tax, de- 
ducted from all payrolls, salaries, wages, 
dividends, fees, interest payments, rents, com- 
pensation for professional and other services, 
would do more to stabilize the government’s 
income and to prevent indirect tax gouging 
than any other measure. ... Enable direct 
taxes to be paid by as many people as possi- 
ble. ... What we need is taxes which will 
make government a direct concern of all the 
people.—“Jay Franklin” in Liberty. 





Poverty 


Here’s poverty: a painted tree 
Upon a parlor wall, 

A painted pine like one of mine, 
But I, I have them all. 

Here’s want and shame: a gilded frame 
Around some painted flow’rs, 

While sunsets gild the valleys filled, 
With thousands that are ours. 


Here’s poverty: to only see 
The daub and not the thing, 

A path of sod you never trod 
Beside a painted spring. 

Here’s human need: of woods to read 
Behind a wall of stone, 

Poor millionaires who have for theirs 
Not half of what I own. 


Here’s poverty: to never be 
But always only seem, 

To not possess a loveliness 
But only have the dream. 

Here’s rich for sure: to be so poor 
No pictures you can buy, 

No painted dawn, no canvas lawn— 
Own only earth and sky. 
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PACIFIC COAST 


«2 PLANTS ves'n 
MIXED-CARS 


Pine Lumber & Factory Products 


PONDEROSA PINE 
IDAHO WHITE PINE 


/7# Long Lake Lumber Co 


PINE FRAMES TRIM 
AND MOULDINGS 


/22 SpokanePine 
ProductsCo. 


























Our Specialty 


YARD AND 
SHED STOCK 
Including Bevel Siding, 

Mouldings, Lath, 
Shingles 


WHITE RIVERU 


LUMBER CO. 


ENUMCLAW, 
WASH INGTON 














Alé oma Soft Textured 
California Soft Pine 






CLEARS, SELECTS, FACTORY PLANK, 
BEVEL SIDING, COMMON aon 
BOX SHOOKS 
Write Now 
Est. 1905 for Prices 


Algoma Lumber Co., 10s ‘inceues. CALIF. 

























NORTHWEST SPRUCE CO. 
Terminal 3, Pier 40, 
Seattle, Wash., U.S.A. 


Dependable shippers of fine quality 
SITKA SPRUCE 


(Clears & Factory grades) 








House Doors, 1-2 or 5 panel, 
Casement or French Doors, 
Garage Doors, 

Turned Columns & Newels, 
Square Built-Up Columns, 
Gutter, Pickets, 

Square or Turned Balus- 


WE 
SHIP 


the following 


either in straight ters, Porch Rail, 
or mixed cars, Mouldings, Battens, Lattice, 
with yard stock: K. D. Window, Door and 


Cellar Frames. 


John D. Collins Lumber Co. 
White Bidg., Seattie, Wash. 











BOOKS—BOOKS—800KS—Here’s the place 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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Co PORTLAND. ORE. Co 





STRAIGHT OR MIXED 
CAR SERVICE 


Order anything you need in: 


o 7 
ALL CEDAR SIDING 
FIR & HEMLOCK SHINGLES 
ITEMS CAR MATERIAL 
7 * 





Send us your orders and inquiries. 


THE GRISWOLD LUMBER CO. 
Portland, Ore. 
MILLS AT: Carlton and Philomath, Oregon 











PORTLAND,OREGON 


Soft Yellow Fir 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 
Factory and Industrial Stock 


FIR PLYWOOD 
SPRUCE, CEDAR 


HEMLOCK 


Lum! BOTELS L. 


| DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and i 
dining service. In- ‘ d t 
formal. 600 ‘ 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 


moderate. 








Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 


Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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New England Trade News 


[F. J. Caulkins] 


30sToN, MaAss., Aug. 15.—The tone of trade 
comment is distinctly better, more hopeful and 
courageous. The volume of lumber moving 
into consumption does not perceptibly increase, 
but lumber interests in New England have been 
greatly heartened by the rapidly accumulating 
evidence of a general revival in the textile, shoe, 
silk and rubber industries coupled with vigor- 
ous action by the banking and industrial com- 


mittee of the First Federal Reserve Bank, 
which has just announced that “Through the 
Federal Reserve Banks, Intermediate Credit 


banks and Reconstruction Finance Corporation 
there is now available a large reservoir of credit 
for legitimate business purposes.” With inven- 
tories and “overhead” at the lumber yards held 
at the lowest point in many years, the industry 
is “all set” for an era of expansion. 
Focussing 
Retail 
England 
over a 
steps 


every 


Attention on Your Yard 


and wholesale New 
time” 
Heroic 


lumber units in 
have been literally “marking 
period of depression years. 

have been taken by nearly if not quite 
unit to balance outgo against income. 
It is divulging no secret to say that more 
than one yard has actually been padlocked 
to await the return of a more promising 
outlet for lumber. Has the upward trek 
started? If so, which yard in your area is 
to succeed in focussing the attention of the 
public upon its facilities, and in turning the 
trade tide in its direction? In this connec- 
tion IT have a suggestion to offer. Turn back 
to the front cover of the July 23 issue of 
AMERICAN LUMBERMAN and fix in your mind 
the real significance of that story of “Amer- 
ica’s Premier Investment.” You see in paral- 
lel columns the cozy home and garage with 
nicely landscaped lot which cost in 1929 
exactly $7,245. An investment at that time 
in three shares each of the fourteen leading 


stocks aggregated $7,443. In the interim the 
value of the home has depreciated slightly 
while the shrinkage in the value of the 
shares of stock to $1,008 is 86 percent. This 
striking and convincing story has been re- 
produced in folder form for your use in 
driving home this argument in your com- 
munity and in addition focussing attention 
upon your yard as the supply point for home 
building material. I know that already thou- 
sands of these folders have been secured for 
this purpose by live New England dealers, 
and from the home office in Chicago I learn 
that many more thousands are going to all 


corners of the country. 
focussing folder will be 
quest to either the main 
in Chicago, or to this 
Street. 
Celebrate Return 
There 


Samples of 
forwarded 
office 


3oston 


this 
upon re- 
of this paper 
office, 79 Milk 


of Prosperity 

is to be a unique celebration Aug. 1 
in the town of Southbridge, Mass., thirty 
miles west of here, when the Merchants & 
Manufacturers Association will stage a cele- 
bration to mark the return of prosperity to 
that classy and industrial town of 15,000 
inhabitants. In addition to sports, there will 


be a parade of decorated motor cars and 
trucks accompanied by several bands, to offi- 
cially mark the period when the mills and 
factories of the town emerged from. the 


era of 
history. 


worst 
in its 


depression and unemployment 


Object to Non-Compensatory Pier Charges 


Regarding the transfer of Army Base, at 


Boston, from Government to private opera- 
tion, information comes from Washington 
today that the Shipping Board is prepared 


to advertise for bids for leasing as soon as 
several contending groups in Boston are able 
to agree on specifications. It is further 
stated that New York warehousing interests 
have entered suit against the War Depart- 
ment in an effort to compel it to cease leas- 
ing surplus war properties upon a basis that 
produces unfair and killing competition with 
private warehousing enterprises. Their drive 
is against the leasing of Port Newark ter- 
minal to private parties at $1 a year. These 
Army terminals at Port Newark and Boston 
were rushed to completion during the war 
cost of approximately eleven million 


dollars each, 
phants” on the 
Several years 
governments issued orders 
rates for handling lumber 
at Army Base or Commonwealth Pier, that 
were in harmony with rates charged for 
similar service at private terminals. Boston 
has a three million dollar lumber terminal 
built with private capital and equipped spe- 
cially to handle West Coast lumber cargoes 
from ship to ears or trucks. It was built 
and is operated by a lumberman. The ques- 
tion arises, Would it be either legal or 
honorable for the Government to turn Army 
Base over to private parties at a fraction of 
its carrying charges as rental, without a 
strict stipulation as to permissible charges 
for the handling of lumber cargoes to pre- 
vent unfair competition with existing private 
enterprises? 

West Coast Fir and Hemlock.—The price 
position at the mills on the Coast has taken 
such a definite turn upward as to cause local 
distributors to use caution in booking orders 
for mill shipment. Quotations are made to- 
day for immediate acceptance, and buying 
representatives on the Coast report stiff re- 


They are 
hands of the 
ago the Federal 


now “white ele- 
government, 

and State 
fixing uniform 
cargoes, either 


sistance to all attempts to break through 
the higher price lists recently very gener- 
ally adopted by the _ shippers. The price 
level today on the Coast would bring the 
local base for fir dimension f. o. b. car or 
truck at local terminals to $17.50 off page 
11%, and that is why local offices are quot- 


ing $18 off, subject to immediate acceptance. 


There have been sales as low as $19 off, and 
even $20 off, list, but these were for stock 


in storage here, 
to move. The 


calling for extra pressure 
differential on hemlock is an 
even 50 cents. For boards, fir and or hem- 
lock, mill shipment, the quotations are: 
No. 1, $16.50@17; No. 2, $15@16; No. 3, 
$14. There have been sales of No. 3 from 
storage as low as $12.50, but there is no 
bright, fresh stock selling at this figure. 
Receipts thus far in August will total under 
two million feet, against an August total in 
1931 of 14,618,206 feet. Under these condi- 
tions, with a little buying activity during 
the next four weeks, local storage holdings 
of less than three million feet should be 


cleared before the fall demand starts. The 
official conference rate is still $10, but it is 
also a fact that many charters are being 


made at a materially lower rate. 


Eastern Spruce.,—Orders 
yards are light, due to heavy deliveries prior 
to June 21, when the new tariff against im- 
ports of Canadian = e came in force. The 
latest ruling of the Treasury Department not 
only adds the extra dollar to the charge, to 
bring the total tax to $4, but decrees that 
the application of the extra dollar shall be 


placed by the 


retroactive to June 21. The situation at 
the moment is that, while the yards have a 
good supply of spruce, the manufacturers 
have been organizing to resist all attempts 
by the buyers to place this new tax burden 
upon the mills, and the yards are equally 
determined that it shall not be handed along 


through the yards to the consumers. 
lock and a barrier to new 
formed. Current nominal 
$25@26 for the smaller dimension sizes and 
up to $35@36 for the 12-inch. Asking prices 
for Maine and Provincial random sizes are 
$20@ 21 for the smaller scantling sizes, with 
the 8-inch at $23@25 and 10- and 12-inch 
at $31@32. Spruce covering boards, 5 inches 
and up, DIS, are priced at $23@24, but are 
slow of sale, while the dressed and matched 
boards are quoted at $1@2 higher. 


Hemlock.—There 


A dead- 
business is thus 
quotations are 


are no Pennsylvania 


boards moving, and the native northern and 
eastern boards, at $21t023, are so far out- 
classed in price by the West Coast product 
at around $14tol6 as to hold transactions 
within narrow limits. 

Lath and Shingles.—The narrow lath, 1%- 
inch, which dropped slightly two weeks ago 
to $3.50@3.75, still hold at that level, under 
a rather sluggish demand, with a somewhat 
freer call for the wider size at $4.25. HEast- 


ern white cedar shingles are fairly active at: 
Extras, $3.85@4; clears, $3.25; 2nd _ clears, 
$2.50. British Columbia red cedars may be 
had at $3.04 a 16-inch 
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XXXXX, and $3.44 for the 18-inch Perfec- 
tions, but there is very little buying for 
all-rail shipment, now that the distributors 


are bringing the same shingles in by water, 


and offering them in lots as wanted at a 
range of $2.60@2.65 a square. 

Maple Heel Stock.—The wood heel fac- 
tories throughout the East are having their 


pusiest season in a number of years, and are 


calling for an increased amount of 2-inch 
maple, mostly in 2- to 4-foot lengths. The 
$60 quotation has apparently disappeared, 
and the range today is from $62.50to70, the 
latter price being for superior kiln cured 
stock. 


Boxboards.—lressure to dispose of stocks 
held on the mill yards, before cold weather 
sets in, has resulted in moving quite a lot 
of this class of lumber at bargain prices, but 
regular quotations seldom go below $16 for 
a fair run of inch round edge native pine 
of the box grade, with $18 as the top figure. 
Square edge box sells at a range of $23@25. 


Increasing activity at the textile and shoe 
centers is calling for more boxes, and gives 
promise of taking up the slack of surplus 


pine at the mill yards. 


Recent Events in the Trade 


All of the leading Canadian manufacturers 
of lumber located east of Montreal have 
joined in forming an association to deal with 
the market situation that has resulted from 
the recent tariff moves made by Congress, 
and by the Canadian Parliament. Details 
of its personnel and plans will soon be made 
public. 


It is reported that all of the Fraser Co. 
sawmills in the Provinces have been shut 
down, with a good supply of boards and 


random on its mill yards from which to sup- 
ply current orders. 


The Sliver Club held its August tourna- 
ment on Thursday, Aug. 11, at the Charles 
River Country Club. Rain in the morning 


held the attendance to fifteen, but, with fair 
weather in the afternoon, the number was 
increased, First prize went to Luther W. 
Piper, of Perry Whitney Lumber Co., Boston, 


who is also a member of Charles River. On 
Sept. 1 the Slivers meet at the preserves of 
Weston Golf Club, of which Charles Wood- 


worth, of Woodstock Lumber Co., is a mem- 
ber. The play will be for the Howard C. 
Morse trophy, an annual competition in honor 


of the late Howard C. Morse. 

The P. Derby Co., operating one of the 
largest plants in the chair town of Gardner, 
Mass., has just added a branch for manu- 


facture of laboratory equipment. It has long 


been a leader in the manufacture of school 
desks and chairs. 

B. E. McKeen, for more than thirty years 
associated with the Hartford (Conn.) Lum- 
ber Co., retired on Aug. 1. 

Notes of Personal Doings 

There was a recent reunion of old timers 

when E. A. Cutler, of Newton, Mass., mo- 


tored over to Alna, Me., near Wiscasset, for 
a brief call at the shore estate of J. C. Ken- 
nedy, former sales manager for the Berlin 
Mills Co. and later for the Conway Co. Both 


Kennedy is dividing 
extensive 
over 


are now retired and Mr. 
his time between developing his 
rock gardens, motoring and cantering 
the nearby bridle paths. 

A welcome caller at the 
AMERICAN LUMBERMAN on Aug. 10 was F. H. 
Woodman, who prior to the War had oper- 
ated a wholesale office in Springfield. He 
joined the Royal Canadian Air Force in 1917, 
and was ready for service overseas when 
the armistice was signed. He then for a 
time managed the Boston office, at 10 High 
Street, for the Burritt Co., of Bridgeport, 
Conn., from which he retired to engage in 
other lines. 

o FB, 
turer, Grand 
tor last week. 
lumber came in 


3oston office of the 


lumber manufac- 
was a Boston visi- 
duty on Canadian 
force on June 21, the call 
for lumber from the American side of the 
line has been cut almost to the vanishing 
Point. His mill has been shut down, and the 
logs left in the river boom to await the 
development of a new price basis that will 
warrant the resumption of active operations. 
Frank B. Witherbee, of the H. M. Bickford 
Co., 141 Milk Street, Boston, with Mrs. 
Witherbee, left Aug. 5 for the annual sojourn 
at their bungalow on Smiths Cove, Digby 
Basin, N. S., where they have summered 
many years. 


Davis, prominent 
Falls, N. B., 
Since the 
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Dean James, of the James Lumber Co., 
88 Broad Street, Boston, is occupying the 
James summer home at Cohasset, Mass., on 
the south shore, which has been a family 
summer retreat through two generations. 

Will Fuller, head of G. Fuller & Son Lum- 
ber 


Co., Brighton, with Mrs. Fuller, were 
hotel guests during July at Cape Porpoise, 
near Kennebunk, Me. 


Inquiries Increase and Prices 


Stiffen 


New York, Aug. 16.—Inquiry has increased 
perceptibly, and there is marked tendency for 
prices to stiffen in this market, although sales 
volume has not improved much. One or two 
yards have been reported as buying something 
more than the minimum for day to day busi- 
ness. 

Easier Interest Rates Expected 

Home mortgages are due for some activity 
very quickly now, according to bankers, build- 
ing and loan officials and contractors. Allan FE. 
Beals, of the Dow Building Reports, expects 3 
percent mortgages shortly after the Home Loan 
Banks start functioning. 

Approximately $170,000 of the $1,000,000 
small home finance fund made available in 
Westchester County a little over a month ago 
has already been loaned, according to Reginald 
P. Ray, who is in charge of the execution of 
the fund. He is connected with the Westchester 
Title & Trust Co., which set up the money, 


together with the Bowery Savings Bank, the 
New York Title & Mortgage Co. and the 
Lawyers Westchester Title & Mortgage Co. 
Mr. Ray hinted that the speed with which 
the money has been borrowed is not all that 
was expected. At the time the fund was 


set up to make mortgage money available to 


small home owners, a real estate group hada 
just announced that homes in Westchester 
were 95 percent rented, and that new homes 
were badly needed. However, it has been 


the experience of those executing this emer- 
gency fund that applications for loans came 
mostly from speculative builders. These 
applications are refused, it being the policy 
of the fund to loan only to the man who is 
going to live in the home. 

The amount already loaned represents 
about twenty-six new homes now being built 
in Westchester. Mr. Ray said that the aver- 


age loan was for $6,500, although the re- 
quirements allow loans to be as large as 
$9,000. The minimum loan is $5,000. Sixty 


of the finished value of the building 
There 


percent 


is as much as the loan may cover. 
is no limit to the amount of money the 
owner may put with his loan. 

Interest on the loans has been set at a 
straight 6 percent, with no other fees. 
There is no amortization requirement. 

Store Exhibits Model Home 

John Wanamaker’s, the department store, 
has opened a very interesting exhibit of a 
completely furnished, solidly built 2-story 


reproduction of a Norman cottage. Although 
designed after a French model, the materials 
used in the cottage, which is set in the 


store’s auditorium, are entirely of United 
States origin. 

Lumber plays a bigger part in this cot- 
tage than in the ordinary “development” 
home, which is what the “Wonder House” 
is meant to represent. The thatched roof 
that belonged to the original has been re- 
placed, as impractical, with a very thick 


split shingle roof furnished by the Elhide Co. 


The cottage holds six rooms and two 
baths. It is the execution of a _ Pictorial 
Review plan, to which magazine the credit 


for a really remarkable bit of construction 
should go. 
The exterior is of weathered stucco, with 


hand hewn half timbers in the characteristic 


French manner. The half-timbering, shut- 
ters and other exterior woodwork are fin- 
ished as natural oak to give the feeling of 
antiquity, and are fastened together with 
wooden pegs. Frost Lumber Industries 
(Inc.) and the J. D. Loizeaux Lumber 
Co. furnished much of the exterior lumber. 
The front upstairs room is finished in 


“Fewcraft,” a new product of Frost Lumber 
Industries that is rapidly gaining favor with 
architects and builders. 


The living room and dining alcove have 
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Ponderosa White Pine 


Why do many experienced 
lumbermen pay higher prices 
for Klamath district Pon- 
derosa Pine Stumpage than 
is paid in any other district 
for this species? 


Quality and Texture 


Selects—Common 
S4S OR ROUGH 


Shop and Box 


Our timber produces an excellent type o 
mmon— 
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Lumber Co. 
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SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Boad Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 


Coast connections—any mixture of Fir, 
Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 














Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 






FAMOUS FEATHER RIVER 


SOFT PINE 


All Grades and Thickness— 
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random oak flooring by James F. Nuno. 
The exhibit is doing much to stimulate 
interest in home ownership in this district. 


Intercoastal Ship conditions are still per- 
turbing to lumbermen specializing in West 
Coast woods. Although the conference per- 
sists in recognizing a $10 rate, shippers have 
no trouble in sending lumber at $5@6, with 
the result that no firm price can be reached 
on waterborne lumber. 


stock from the best mills is 
selling a little higher, but smaller compa- 
nies continue to sell for as low as $1.50 
over shipping costs. Inquiry for fir is much 
brisker, and the first of the month should 
a sharp rise in prices if boat rate diffi- 
culties can be settled. 


Douglas Fir 


see 


Pine is 
vards, 


Southern 
from the 
have been booked, 
more than offset by 
ing. Longleaf is 
shortleaf is a 
only in mixed 


receiving more inquiry 
and several good orders 
but this new business is 
decreased railroad buy- 
stiffening in price, but 
drug on the market, and sells 
cars at very weak prices. 

but there 


Western Pines inquiry is better, 


does not seem to be much behind it. Busi- 
ness now being placed is mostly from in- 
quiries that were originally circulated in 
June. Ponderosa prices are higher, because 
of broken lines and general scarcity, but 
are still not considered satisfactory. 

Northern Pine volume is small, but is 
being handled at steady prices that show a 
mill profit. No price rise is expected for 
some time, despite increasing Ponderosa and 
Idaho pine prices. 


Eastern Spruce business is badly disrupted 
by the tariff, the fall of the Canadian dollar, 


and other causes. Not as many schooners 
are reaching this port as called last year, 
and a good deal of the spruce brought in 
is going into storage. In most cases, even 
on pre-sold orders, the mill is paying the 
tariff, but in these cases the manufacturer 
demands payment in American money. 
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GOLDSBORO 


N. C. PINE 


Our “Jiffy Service,” by rail 
and water, will keep you 
supplied with all items in 


YARD STOCK 
SHED STOCK 


Let us prove it on your next order 


JOHNSON & WIMSATT 
Washington, D. C. 
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WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 
We annually produce 40,000,000 feet of 


Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 





Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LOUISIANA 
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Market News from A 


Seattle, Wash. 


Rail.—Most shippers agree that railroad 
orders have increased. Stocks of uppers are 
very broken at the mills, and so are those of 


No. 1 common dimension. There is a fair 
amount of retail buying. 

Domestic Cargo.—Continuance of the $10 
intercoastal rate until Sept. 30 apparently 
has not restored confidence that it will be 
adhered to by all shippers. One shipper said: 
“The proprietory lines are holding for $10, 
but undoubtedly are giving rebates. A Ford 
boat due here has already been sold out at 
$8; she will carry about 1,750,000 feet. <A 


fair volume of lumber is moving. 
are trying to firm prices. They have quoted 
advances on all commons and uppers, aver- 
aging $1, but have secured little if any busi- 


Mills here 


ness at the increased prices. Ship space is 
plentiful.” Buying from Hawaii is spotty, 
but practically no sales are being made to 


Cuba by a firm specializing in these markets. 


ixport.—China is taking less than normal, 
business having dropped off decidedly the 
last month. One fairly large lot of ties for 
Hankow is being shipped from the Co- 
lumbia River. The rate to Shanghai is $4. 
China has had good crops and is buying 
silver, which is a good sign. Very little 
business is being done with Japan. Other 
export markets show no change. 


Shingles.—The head of a firm which whole- 


sales shingles all over the country said: 
“We find a lot of low price orders being 
offered. The demand is increasing all over 


the country, even in New York. Prices here 
are firm, but there has been no particular 
advance. A number of mills which have been 
down some time have cleaned up their shin- 
gle stocks. The No. 1 XXXXX shingle is best 
liked: the No. 2 is not.so well liked, chiefly 
because the trade thinks No. 2 connotes a 
low grade.” Lower mill stocks are reported; 
total production is about 35 percent of ca- 
pacity. 


Aberdeen-Hoquiam, Wash. 


West Coast Woods.—The Anderson & Mid- 
dleton Lumber Co. mill, Aberdeen, one of the 
largest here, which has been closed for a 
long time, resumed Aug. 1, on a one shift 
basis. The M. R. Smith Shingle Co., at 
Moclips, which has been closed since the 
Fourth of July, has resumed work on a one 
shift basis, and is also operating its logging 
camp. The Aloha Lumber Co., at Aloha, is 
also operating its mill and logging camp. 
The Polson Logging Co. has resumed work 
at Camp 8, which shut down the Fourth of 
July. The Donovan Corkery Logging Co. 
resumed operations in its Wishkah Valley 
camp, which has been closed since last Sep- 


tember. 
St. Louis, Mo. 


Southern Pine representatives 
greatly improved sales to 
railroads. Dealers state that purchases are 
mostly made from larger manufacturers, 
as present prices leave little difference be- 
tween larger and the smaller mills, with the 
advantage of quality and service in the large 
mill’s favor. Industrial buying continues 
light. No. 2 boards and shiplap, 8- and 10- 
inch, small-mill stock, are $15@15.50; large- 


report 
retail yards and 


mill stock, $17@17.50 for random loading 
and surplus lengths; specified loadings in 


mixed cars, $19. No. 1 dimension, 2x4-inch, 
10- to 20-foot, is $17@17.50 for small-mill 
stock; $19@20 for large-mill stock; specified 
loading in mixed cars is approximately $1 
over this figure; 8-, 9- and 10-foot, $14@15. 
B&better flat grain flooring is a weak item: 


1x4-inch, flat grain, small-mill stock, is 
$21.50, with large mills selling at $22@23: 
straight cars of 10-foot, $18.50@19; 12-foot, 
$20@20.50; 16-foot and longer, $24.50@25. 
B&better ceiling, %x4-inch, $19@19.50; %- 
inch, $22.50@23. B&better car siding, 1x4- 
inch, 9-foot, $24.50@25; 10-foot, $23. No. 1 


common car lining, 1x6-inch, 16-foot, $20.504 
21; 18-foot, $23.50@24.50 for air dried stock; 
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kiln dried stock, $2 additional. 
1x6-inch, B&better, 10- to 
standard patterns. B&better finish, S4S, 1x4. 
inch, is $26; 1x6- and 8-inch, $28; 1x10-inch, 
$34; 1x12-inch, $46. All above prices are 
f. o. b. St. Louis. 


Drop siding, 
20-foot, 23 for 


West Coast representatives state that buy- 
ing continues extremely light, and that there 
has been no change in prices. 


Hardwood representatives report that sales 


are at a very low ebb, but that they con- 
tinue to have some inquiry for mixed ears 
for fill-in purposes. Oak flooring volume is 
at a low level, with prices unchanged. 


Cincinnati, Ohio 


Hardwoods.—A few 
tories have reported 
small way. 





local furniture  fac- 
getting started in a 
Eastern wholesalers are making 


inquiries for the general list. Orders are 
slow to develop. Furniture factories are 
taking small mixed-car lots of oak, 
chestnut, beech, poplar and gum. Automo- 


bile plants have been buying a 
wood. Some maple is going to 
factories, and a little oak. Woodusing plants 
whose inventories are scraping bottom are 
figuring on taking small lots of dimension 
and more often rough stock. The panel trade 


little hard- 
the flooring 


is staging a slow comeback with fill-in or- 
ders. Some inquiries for export are arriving, 
but prices are unsatisfactory. Dealers in 


the Appalachian hardwood field report a gen- 
eral improvement in business sentiment, and 
more’ inquiry. Southern hardwoods are 
draggy with prices still in the bottom of the 
trough or near it. Distress offerings over- 
hang the market. Oak flooring is very dull, 


with very little inquiry, and prices. un- 
changed. 

Southern Pine.—Added inquiries for yard 
stock gave a little spurt to the market this 
week, but not enough to justify any sort of 
price advance. Buying is. still hand-to- 
mouth, city and up-State yards and planing 


mills placing fill-in orders. 
of common building lumber. 


Sales are mostly 


Cypress.—Inquiry for cypress to be used in 
building and tank repair work gave a little 
snap to the trade in the last fortnight. Some 


factory lumber is moving into the planing 
mills and eastern wholesalers. Siding and 
finish are also selling in small lots. Prices 


are unchanged. 


Memphis, Tenn. 


Southern Hardwoods. — The Hardwood 
Manufacturers Institute reports that demand 
still remains about 25 percent of normal, 
while production is about 19 percent. Mills 
are not starting operation because of the 
better feeling that exists in business circles, 
for there is ample stock to take care of a 
normal demand this fall and prices are too 
low. 


Domestic Market.—There have been more 
orders received from the furniture and auto- 
mobile body plants. These two consuming 
groups have had many inquiries out, and a 
number of orders have been placed for fall 
delivery. There has also been a slightly bet- 
ter demand from manufacturers of sash and 
doors and interior trim, as well as of boxes 
and crates. tetail demand has been 
what better. 


some- 


Export buying has shown an improvement, 


in face of the fact that, in England, buying 
is rather slow during August, for foreign 
buyers fear a price advance in the fall. A 


number of nice sized export orders are being 
placed for prompt delivery, as well as for 
September-October delivery. 


Ocean Rates.—Because of outside competi- 
tion in the Gulf, the French Atlantic Ham- 
burg Range Freight Conference recently an- 
nounced a reduction in ocean rates from all 
Gulf ports to Rotterdam, Amsterdam and 
Antwerp to 20 cents a hundred pounds on 
heavy hardwoods, and 25 cents on light, good 
through August 31. After that date the rate 
will go back to 25 cents on heavy and 31 
eents on light, good through October. The 
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United Kingdom Conference has extended the 
rate on hardwood lumber from all Gulf 
ports through September. The present rate 
to such ports as London, Liverpool and Man- 
chester is 25 cents on heavy hardwoods, and 
81 cents on light. Rate changes were an- 
nounced by the Phillips Forwarding Co. 


Norfolk, Va. 


North Carolina Pine.—Demand for both 
rough and dressed took a decided turn for 
the better during the first week in August, 
but was light during the second week. Most 
wholesalers are disinclined to sell ahead on 
the basis of present prices, because of the 
fear that they might be caught short. The 
small mills do not have much stock, and 
stocks of the larger mills, not operating, are 
gradually dwindling. In Virginia and North 
Carolina there is a shortage of 6-inch air 
dried roofers, and the South Carolina mills 
do not appear eager to move this item. Some 
may say that millmen are holding back for 
better prices, but they do not have much 
dry stock. 

Better Grades.—Buyers in New England 
and other northern markets show very little 
interest in better grades, rough or dressed, 
although these are offered at low prices. 





Box.—Demand for 4/4 
dressed, has been very light. In Virginia 
and the Carolinas there is not much good 
air dried edge box available, and the same 
is true of 6-inch. There is some 8-, 10- and 
12-inch, but box makers are not much in- 
terested except in 10-inch and a little 12- 
inch. The yards are not buying much rough 
lumber. Box bark strips, 4/4, have been 
quiet, but there has been a better demand 
for 4-inch box, and some mills are sold up on 


edge box, rough or 


this for the next four to six weeks. 

Shed Stock.—Sales of flooring, thin ceiling, 
mouldings ete. have’ been light. Prices do 
not appear to be as weak as they were some 
months ago. Demand for roofers, air dried 
or kiln dried, is small, but 6-inch are scarce, 
except possibly in Georgia, and down there 
the price is $7 f. o. b. cars, Georgia Main 


wae Buffalo, N. Y. 


Lumber wholesalers report that they are 
beginning to receive more inquiries. The 
decided change in sentiment that has taken 
place seems to augur well for business this 
fall, although it is not believed that any 
brisk building activity will be seen. 





Hardwood trade is still rather quiet, but 
inquiries are beginning to come in more 
freely. Consumers are carrying very small 
stocks. 

Western Pines demand from either indus- 
trial plants or retailers is small. Stocks are 
everywhere light. Sugar pine prices are 
unchanged from several weeks ago. Mills 
in the white pine trade are making occa- 
sional concessions, chiefly on selects, but 
common grades are steady. 

Northern Pine trade has been much cur- 


tailed by the placing of a duty on imported 
lumber. Wholesale stocks are of fair size, 


as they were added to before the tariff 
change took effect. 
Building Promotion.—The fourth annual 


Better Homes & Building Exposition will be 
held at the Broadway Auditorium beginning 
Oct. 24. Last year the attendance was over 
75,000, and the objective this year is 100,000. 
The show will be under the management of 
the Buffalo Real Estate Board. The nu- 





Some big orders have been placed 
by middle West line yards, for business 
has improved, stocks are too low, and 
prices show tendency to advance.—See 
Story Page 11. 

Line-yard executive reports being ap- 
proached by bankers and note brokers 
with offers of financing on favorable in- 
terest rates.—See Story Page 11. 


Southern and Southwestern yards are 
buying, and as mills refuse to kiln dry 
items for mixed cars, more straight cars 
are being bought.—Shreveport, La. 


Missouri retailers and railroads are 
making larger demands on southern pine 
mills.—St. Louis, Mo. 


Timber Conservation Board recom- 
mends further reduction in stocks of 
lumber.—See Story Page 31.. 


Some eastern Canadian mills are ab- 
sorbing tariff if paid in United States 
exchange.—New York City. 


Application of extra $1 tariff on Cana- 
dian lumber imports is retroactive to 
June 21.—Boston, Mass. 


Atlantic coast distributors of Douglas 
fir are quoting only for immediate ac- 
ceptance.—Boston, Mass. 


Uncertainty as to actual intercoastal 
freight rate is unsettling business.—Seat- 
tle, Wash., and Boston, Mass. 


Fir mills report broken stocks of up- 
pers.—Seattle, Wash. 


China places large order for Douglas 
fir ties.—See Story Page 23. 


South America is principal export 





Outstanding Developments in Lumber Markets 


buyer from Florida mills.—Jacksonville, 
Fla. 

Railroads have many inquiries out 
among Florida mills, for southern pine 
and some cypress.—Jacksonville, Fla. 

Higher grades of pine shed stocks are 
being bought by retailers from Florida 
mills.—Jacksonville, Fla. 

Carolina pine wholesalers are unwill- 
ing to take chance on selling at present 
prices—they expect an upturn.—Norfolk, 
Va. 

Rains have further curtailed output of 
Georgia roofers—Macon, Ga. 
Southern cotton country 

buying.—Warren, Ark. 

Northern pine sales encourage mills, 
which report difficulty in filling mixed 
orders quickly—Minneapolis, Minn. 

Cessation of decline in hardwood 
prices reported.—Louisville, Ky. 

Wood-using industries with low hard- 
wood stocks are getting figures on re- 
plenishments.—Cincinnati, Ohio. 

Many hardwood inquiries are coming 
from furniture and automobile makers.— 
Memphis, Tenn. 

Hardwood yards report definitely 
brisker call than in a long while.—Bal- 
timore, Md. 

Furniture plants of Carolina resume 
full time operation—See Story Page 24. 

Ocean rates on hardwoods to Nether- 
lands have been reduced through August. 
—Memphis, Tenn. 

Larger southern cypress mills are very 
firm on prices.—Jacksonville, Fla. 


has begun 
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merous advantages of home modernization 
will be demonstrated. A conference de- 
signed to increase employment in the build- 
ing trades was held yesterday between a 
board of supervisors committee and labor 
leaders and contractors. The program calls 
for the abrogating of the present 8-hour day 
in favor of two shifts of five hours each. 


Minneapolis, Minn. 


Northern Pine.—Increased sales during the 
last two weeks have lent a tone of optimism 
to the market. With the mill output about 
20 percent of that in 1931, and sales about 
65 percent of last year’s, stocks in some 
cases are becoming short, and there is more 
difficulty in filling mixed orders quickly. 
Orders are still mostly of the “hand to 
mouth” variety. Prices are fairly firm. 


Millwork.—The chief sash and door busi- 
ness in the Northwest is concentrated on 
modernizing and repair work in the Twin 
Cities. Autumn activity in the agricultural 
regions and smaller cities has not developed, 
although inquiries have increased, 


Northern White Cedar.—There has been a 
steady, but light, demand for posts, and in- 
quiries have increased. There is little de- 
mand for poles. 


Shreveport, La. 


Southern Pine—Yards and factories, par- 
ticularly in the South, have started buying. 
The increased volume, one wholesaler stated, 
comes largely from Texas and Oklahoma. 
Not much business comes from the North. 
Shortages have developed in a number of 
items of common stock. Mills are refusing 
to put low grade stock through the kilns now 
to fill badly mixed orders, and buyers are 
now trying to place orders for low grades 
in straight cars, so that they are being sold 
in greater quantity. They can not be loaded 
promptly by the mills. One dealer stated 
that there is no surplus except of B&better 
finish, and the yards are now buying C&better, 
and getting mostly B on their purchases 
where mills are willing to make the sacri- 
fice in grade to rush the order. Most mills 
are working only their planers, and the 
tendency is to reduce stocks quite rapidly. 
Prices have shown no improvement. 





Birmingham, Ala. 


Southern Pine.—Production is at the low- 
est point in twenty-five years, and mills con- 
tinue to close down or curtail. Demand 
reached a new low during July. Few manu- 
facturers changed their prices on July 15, 
for July 1 prices seemed to be regarded as 
the lowest any plant could go. No. 3 flooring 
is $4.50 to .$6, depending upon width, and 
ceiling is $2 for %-inch, and $4.50 for %- 
inch. No. 3 dimension has the widest range, 
from $4.50 to $7.50, quality varying. No. 2 
flooring ranges from $7.50 for 3-inch, to $11 
for 6-inch, and $11.50 for droppings. Siding 
ranges from $4.50 to $6.50 for No. 3; $11 
to $12 for No. 2, and the 8-inch is 50 cents 
higher. No. 1 common flooring and siding 
remain $14.50@$16. No. 1 finish is not in 
demand. Bé&better grades in all workings 
and thicknesses range under $20. Casing and 
base dropped back in line with regular S48 
finish of the same widths. 





Oank Flooring remained at about July 1 


price level. Demand is poor. 


Macon, Ga. 


Georgia Roofer manufacturers say that 
there possibly has been a little change for 
the better in their business. Production con- 
tinues at a low point, as rains have made 
many of the secondary roads almost impassa- 
ble at times. 


Longleaf Pine manufacturers are begin- 
ning to get some business from the railroads. 
Rains, following a heat wave, slowed up 
production somewhat. There has been a fair 
movement of longleaf to the East and to the 
seaports for export. There is considerable 
longleaf also used in construction work in 
the Southeast. 

Hardwood manufacturers have just had a 
touch of the tropical storm that came in 
“from the Gulf of Mexico, which slowed up 
operations a little more, and they were al- 


(Continued on Page 49) 
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Klin Dried 


and Air Drieag ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 
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Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
Suess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 


Sil Locust St. 220Se.StateSt. 537 Mer. Exch. Bldg, 
St. Leais, Mo. Chicago, Ill. San Francisco, Cal. 
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Baughman’s Buyer 
and Seller 


A well known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous tables. All editions have full cut- 
in index. Desk size, 300 pages, 5x7 inches, red water- 
quince flexible leather, $4.00; black seal grain, $5.00; 

lue morocco eos et edges, $6.00; brown imita- 
tion leather, $3 ket edition, 3x6 inches, 
with cut-in Tt _ 


dn Silk Cloth, $1.50; Red Leather, $2.00 
Blue Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
431 So. Dearborn St., Chicago, Ill. 




















YARD, MILL AND OFFICE. 


Newsy Notes of Persons and Places 





Charles L. Gray, president C. L. Gray Lum- 
ber Co., Meridian, Miss. when visiting Chicago 
reported considerable increase in inquiries and 
in orders. 

Howard N. Mosher, manager lumber depart- 
ment Lewers & Cooke (Ltd.), Honolulu, is 
combining business with pleasure on a trip to 
Seattle, Wash.; Vancouver, B. C., and Los An- 
geles. He took in the Olympic Games. 


C. T. DeWitt, of the Holt Hardwood Co., 
of Oconto, Wis., one of the largest manufac- 
turers of maple flooring in the country, has 
been making a tour of the eastern States, and 
recently called on the trade in Baltimore, Md. 


Theophilus Otto, aged 71, president of the 
T. Otto Lumber Co., Syracuse, N. Y., frac- 
tured his left leg in a fall from a lumber pile 
in the company’s yard. He is reported by hos- 
pital officials to be resting comfortably and im- 
proving. 

The National Door Manufacturers’ 
tion, Chicago, of which H. L. Stillwell is secre- 
tary, announces that it is removing its offices, 
effective Aug. 22, to 250 Evergreen Avenue, 
Elmhurst (a Chicago suburb), where its tele- 
phone will be 981. 


Roy J. Sharp, 
Lumber Co., 


Associa- 


the Mountain 
Tacoma, Wash., is en route to 
England, where he will visit his mother at 
Leicester. He plans to visit London and to be 
gone at least six weeks. He is accompanied 
by his daughter, Kathleen. 


manager of 


Among recent visitors to Chicago were: E. 
W. Behlke, general manager Bemidji Wood 
Products Co., Bemidji, Minn.; W. B. Earle, 
of the Wisconsin Land & Lumber Co., Her- 
mansville, Mich., and E. D. Stringfellow, presi- 
dent Stringfellow Lumber Co., Birmingham, 
Ala. 


Mrs. C. M. Gooch, wife of the president of 
the C. M. Gooch Lumber Co., Memphis, Tenn., 
has one of the most famous paintings hanging 
on her wall, according to a story in a local 
newspaper. The painting, by Grant Wood, is 
“The Midnight Ride of Paul Revere,” and re- 
cently received mention in the Literary Digest. 


E, J. Dalton, for the last four years presi- 
dent of the Yates-American Machine Co., 
Beloit, Wis., has been made general manager 
of the General Refrigeration Co. Mr. Dalton 
will continue to be president of the Yates- 
American company, of which Alvin Haas is 
general manager. 

L. L. Shertzer, sales manager C. M. Gooch 
Lumber Co., Montgomery, Ala., (headquarters, 
Memphis, Tenn.), is reported to have been an 
interested spectator at the Lord Mayor of Liv- 
erpool’s tour of timber yards. On this occasion, 
for the first time in the annals of the Liverpool 
trade, civic recognition was accorded it. 

Charles N. Perrin, of Blakeslee, Perrin & 
Darling, Buffalo, N. Y., has been on a fishing 
trip in the Georgian Bay territory of Canada. 
C. R. Kelleran, of the Trotter-Kelleran Lum- 
ber Co., Buffalo, leaves this week for a two 
weeks’ vacation at Muskoka. R. E. Grove, of 
Palburn (Inc.), Buffalo, has returned from a 
two weeks’ vacation at Algonquin Park. 


Dan G. Saunders, of Kansas City, one of 
the old timers in the lumber business, one of the 
first members of Hoo-Hoo, and a subscriber to 
the AMERICAN LUMBERMAN for 49 years, was 
the first to send to the AMERICAN LUMBERMAN 
a dollar to apply on the fund for a lumber-built 
house at the Century of Progress Exposition. 
J. I. Pavey, of the National Lumber Co., South 
3end, Ind., was the first to get his name on 
the roll in the offices of the National Lumber 
Manufacturers’ Association in Washington. Re- 





ports from the National association indicate that 
subscriptions are coming in. However, time 
is short and, unless the fund is complete by 
Sept. 15, the opportunity for a lumber-built 
house at the exposition in Chicago in 1933 will 
have passed. 


P. H. Bresnahan, of the J. W. Wells Lumber 
Co., Menominee, Mich., manufacturer of “Dia- 
mond Hard” Maple Flooring and other items 
of northern lumber, was in Chicago for a few 
days on the way East. He is very optimistic 
about the business situation, having noted a con- 
siderable increase in inquiries. The Wells plant 
will resume operations on Sept. 1, on a full time 
basis. 

S. M. Eaton, eastern sales manager Union 
Lumber Co., returned to Chicago several days 
ago after an automobile tour that covered a 
good portion of Illinois and Indiana. While 
dealers have not yet begun to buy heavily, Mr. 
Eaton reports that he found everywhere a much 
better feeling and that dealers are looking for- 
ward to a fairly satisfactory business during the 


fall, with a marked increase next year. Crop 
prospects were never better. 
On a recent visit to Jackson, Miss., L. O. 


Crosby, of the Goodyear Yellow Pine Co, 
Picayune, Miss., expressed the opinion that 
business is definitely on the uptrend and will 
continue to improve slowly but surely. Mr. 
Crosby said that two of his mills, which were 
closed down last March, will soon resume 
operation and that many of the men, who have 
been working on truck farms while the mills 
were idle, will be re-employed at their old 
jobs. 


J. P. Moyer, who for three and a half years 
has been connected with the Pierson-Hollowell 
Lumber Co., of Indianapolis, Ind., as manager 
of its southern and Appalachian hardwood de- 
partment, recently has been appointed sales man- 
ager of Vick & Fletcher, Cairo, Ill. This con- 
cern has mills at Bentonia, Miss.; Cairo, Evans- 
ville, Ill.; East Prairie, Mo., and Rutherford, 
Tenn. Prior to his connection with the Pier- 
son-Hollowell Lumber Co., Mr. Moyer was 
sales manager of the W oodruff- Powell Lumber 
Co., of South Bend, Ind., for three and a half 
years. 

Walter H. Crim, well known Indiana lum- 
berman and editor, was in Chicago recently 
on his way home after an interesting visit to 
the West Coast, including attendance at the 
annual convention of the National Editorial As- 
sociation, in San Francisco. Mr. Crim is well 
known as one of the progressive lumber deal- 
ers of Indiana, his concern being C. H,. Crim 
& Son, at Salem, and he also is editor and 
publisher of the Republican-Leader, at Salem. 
At the San Francisco convention, Mr. Crim 
was elected a director of the National Editorial 
Association, and through his efforts, Indianap- 
olis was selected as the place for holding the 
1933 convention. Already plans are being made 
for bringing the editors to Chicago at the 
close of the convention, for a visit to the Cen- 
tury of Progress Exposition. Mr. Crim re- 
ported that he found in the West many en- 
couraging indications of the beginning of a 
business revival, this being especially true in 


California. 
OO 


A Cypress Building at the Fair 


Officials of the Century of Progress Exposi- 
tion, Chicago’s 1933 World’s Fair, have an- 
nounced that a special building will be erected 
by the Southern Cypress Manufacturers’ Asso- 


ciation, which will display various uses of the 
genuine tidewater red cypress manufactured by 
members of that organization. 


The association 
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August 20, 1932 


will erect a mountain lodge type of log cabin, 
of pecky cypress log cabin siding. Peck is a 
disease peculiar to the cypress tree that actually 
preserves the wood and makes it resistant to 
decay. The cypress building and exhibits will 
present a two-fold story of the uses of this 
wood, its great resistance to decay and the 
beauty of its grain and figure. 

The interior of the cypress building will be 
decorated in various types of cypress finish and 
in addition to the building there will be per- 
golas made of cypress poles to secure a rustic 
effect. The walks will be constructed entirely 
of pecky cypress blocks. 

Included in the exhibit will be samples of the 
original cypress shingles that covered the 
Washington home at Mount Vernon for 152 
years, and pieces of cypress water pipes com- 
prising part of the original water system of the 
city of New Orleans. These pipes were bored 
out of solid cypress logs from 16 to 32 feet in 
length and were laid down in 1793, nine years 
after the close of the Revolutionary war. 


New President Has Had Long 


Experience 


MINNEAPOLIS, MuiINN., Aug. 15.— Recent 
changes in the official personnel of the Shevlin, 
Carpenter & Clarke Co. organization, as_re- 
ported in the Aug. 6 issue of the AMERICAN 





LUMBERMAN, have not affected Shevlin Pine 
Sales Co., or Shevlin Pine Sales Co. (Ltd.) 
the officers of which remain as follows: Presi- 


dent, J. P. Hennessy; vice 
Carpenter, I. W. Coan, C. H. 
QO. Taylor. 

The Shevlin Pine 
Sales Co. will sell in 
the United States, and 
the Shevlin Pine Sales 
Co. (Ltd.) will sell in 
Canada the products of 
the McCloud River 
Lumber Co., McCloud, 
Calif., producer of Pon- 


president, EE. W. 
Shevlin and L. 





PAUL V. EAMES 
Minneapolis Minn.; 
Presideut 





derosa pine and sugar 
(genuine white) pine, 
the Shevlin-Hixon Co., 
Bend, Ore., producer of 
Ponderosa pine, Carpen- 
ter-Hixon Co. (Ltd.) 
Blind River, Ont., pro- 
ducer of northern (gen- 
uine white) pine, Norway or red 
eastern spruce, and Shevlin, Clarke Co. (Ltd.) 
Fort Frances Ont., producer of northern (gen- 
uine white) pine and Norway or red pine. 

Paul V. Eames, who has succeeded FE. L. Car- 
penter as president of Shevlin, Carpenter & 
Clarke Co. and of a number of the other asso- 
ciated organizations, has been connected with 
the Shevlin, Carpenter & Clarke interests since 
1907, having filled numerous offices since that 
time, and he has been executive vice president 
since 1925, 





pine and 





Tips on han Cabin Building 


A little booklet of suggestions of methods by 


which the character of the old-time log cabin 
can be reproduced in all its details, is offered 
by the Red River Lumber Co. One highly 


useful section provides much information about 
the construction of corners—by sawing them 
off at 45 degrees angle and adding one-piece 
corner post, or by squaring corners and butting 
them against two-piece corner post; by allow- 
ing siding to project beyond corner and fin- 
ishing ends by sawing or hewing, squarely or 
diagonally, to hand-hewn rough edge if desired, 
while the company has thoughtfully provided 
an extension end, that completes the round and 
reproduces the saddle-and-notch corner, if the 
builder wishes to have the real pioneer cabin 


AMERICAN LUMBERMAN 


effect. A special line of doors for log cabins 
is also offered, in log cabin siding or knotty 
pine, harmonizing perfectly with the siding it- 
self. Also there are available several types of 
knotty pine plywood for finishing the interiors, 
some being offered plain, others with Colonial 
molding, available in aged brown or two-color 
green-brown coloring to give the interior the 
most pleasing effect. Such paneling, it is said, 
is excellent for use in making wardrobes, which 
are to be preferred to closets because they save 
floor space. This booklet avoids the stereotyped, 
and the few plans it includes are there prin- 
cipally to illustrate its suggestions as to meth- 
ods of building, for the company feels that when 
building a log cabin the owner’s individuality 
should have as free expression as possible. It 
reminds the retailer of the things that he is 
likely to forget in laying out a plan for a cus- 
tomer—-for instance, that log cabin windows 
should be wide rather than high, with high 
sills, and having sash with small panes. And 
in the application of Paul Bunyan log cabin 
siding itself, use of varied widths is suggested, 
with a simple way of securing the apnearance 
of plastered chinks. Copies of this booklet may 
be had on request to the Red River Lumber 
Co., Westwood, Calif., or any of its sales offices 
at Chicago, Minneapolis, San Francisco, or Los 
\ngeles. 





Sound Insurance Winning 


An increase of 11.2 percent in automobile 
insurance premiums, for the first six months 
of 1932 over the same period of last year, was 
experienced by the Lumbermen’s Mutual Cas- 
ualty Co., of Chicago, according to figures just 
released by James S. Kemper, president. The 
Lumbermen’s has for several years led _ all 
'llinois insurance companies in premium in- 
come. The increase was $815,821 and_ to- 
gether with gains in other departments, was 
sufhcient to absorb a reduction in compensa- 
tion premiums, and prcduce total premiums of 
$9,749,149, a net increase of $680,157, or 7.5 
percent over 1951. 

“Notwithstanding a record increase in the 
number of compensation policyholders,” 
Mr. Kemper in commenting on the 
“our income in this department showed a 
substantial shrinkage from last year, reflect- 
ing a continued reduction in employment and 
wage payments by industry for the six 
months. In June, for the first time in over 
thirty months, compensation premiums were 
greater than for the same month of the pre- 
vious year. While the gain was not large 
it was encouraging. 

“The most significant development in the 
insurance business generally since the first 


said 
results, 


of the year is the increased interest on the 
part of policyholders in the character of 
their insurance protection. Price is now 


definitely secondary to company 
conservatism in underwriting and 
policies is again recognized by 
policyholders alike as the only 


stability: 
investment 
agents and 
sound pro- 


cedure to follow; economy in company opera- 
tions has replaced extravagance, and the 
whole business of insurance has profited by 


the convincing demonstration that gambling 
has no proper place in the insurance struc- 
ture.” 





Casualties 


Gazelle—Southern Oregon lLum- 
destroyed by fire; loss $30,000 to 
no insurance; headquarters Klamath Falls, 


CALIFORNIA, 
ver Co.'s mill 
$40,000; 
Ore. 
Stockton—B. and H. 
$60,000; plant will be 


Moulding Co. fire’ loss 
rebuilt later this year. 

Planing Mill de- 
about $3,000; Wilbur 


IOWA. Atlantic—The 
stroyed by fire 
Dallinger, 


Atlantic 
with loss of 
manager, 


LC UISIANA Shreveport— The Paramount Wood 
Production Co, plant destroyed by fire; loss esti- 
mated between $25,000 and $30,000, 


NEW JERSEY. 
her Co. fire loss 
rebuild. 


WASHINGTON, Spokane—The Inland 
Co., manufacturer interior woodwork, 
plant burned with loss of 
insured, Will rebuild. 

Stevenson—Ryan-Allen Lumber Co.'s sawmill, 
planer and a quantity of logs and lum>er destroyed 
by fire; damage estimated at $100,000, partly cov- 
ered by insurance. Consider rebuilding to cut out 
stand of timber on Rock Creek, 


Rockaway—J. H 
estimated at 


Jackson Tum- 
$55,000; plan to 


Fixture 
woodworking 
about $10,000, partially 
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THREE THINGS 
YOU WANT TO 
REMEMBER ABOUT 
CEDAR 


Cedar as used for closet lin- 
ing must have certain char- 
acteristics to be 100% 
adaptable. 


1. RED HEARTWOOD 


Good cedar closet lining must have a 
high percentage of red heartwood. 
*Brown’s Supercedar is guaranteed 
to be 90% or more red heartwood. 


2. OIL CONTENT 


The oil content of good cedar must 
be high so as to insure complete 
moth repelling qualities. 

*Brown’s Supercedar is guaranteed 
for 100% moth repelling oil content. 


3. BEAUTY 


The grain of cedar wood must be 
attractive to insure interior beauty. 
*Installed Supercedar lined closets 
are widely known for their decorative 
beauty. 


WRITE FOR DETAILS. 
GEO. C. BROWN CO. 
Memphis, Tenn. 


Largest Manufacturers of Aromatic 


Red Cedar Lumber in the world. 









































sottonal/ ‘titille 
S> Olly Se 


With "storage season” at hand, the lumber deal- 
ers (in towns of 15000 and under) will soon find 
their "Farm Trade" asking for Denning Portable 


Silos, Cribs and Bins (one to six sections). They 
serve the Farmer best (|) because they are inex- 
pensive; (2) because they are quickly and easily 
erected. 





SAVE MORE 
THAN HALF 











lf our salesman has not 
called, better write us 
today for particulars. Be 
prepared to serve this 
seasonable and assured 
market. 








sil FREE-ENSILAGE 
FEEDINGTABLE 


Illinois Wire & Mfg. Co. 
JOLIET, ILLINOIS 


BRANCHES—LUFKIN, TEXAS BUFFALO, NEW YORK 
COUNCIL BLUFFS, IOWA MINNEAPOLIS, MINN. 
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DETROIT aga'n 
next month 





“ 
-.. reserve me a room now. 


This is no infrequent experi- 


ence 


to Hotel Fort Shelby 


Room Clerks. Hotel Fort Shelby 
has always endeavored to 
provide every comfort and 


convenience for 
4 Its beautiful, 


its guests. 
commodious 


rooms ... inviting lobby 

preferred location . . . incom- 
parable food and reasonable 
tariffs are considerations 
underlying such compelling 
popularity. 4 900 units. . . all 
equipped with servidor and 
private bath. Rooms as low 


as $3.00 per day... 
$10.00 and upwards. 





Motorists are relieved 
of their automobiles 
at the door without 
service charge. Write 
for free road map, and 
your copy of “Aglow 
with Friendliness,” 
our unique and 
fascinating magazine. 


suites 


HOTEL Ort 


Shelt 


J. BRADWELL, Manager 
DETROIT 
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“AGLOW WITH FRIENDLINESS “ 
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BUSINESS CHANGES, INCORPORATIONS, 

















Business Changes 


ARIZONA. Miami—Norman-Light Lumber Co.: 

as F. Norman sold interest to J. C. Light. 

‘ALIFORNIA. Beach—C. R. Johnson, 
sost E. successor to Coast Lum- 
ber Co 

Los Angeles—Lillard Squires Co. 
to Lillard-Simpson Co. 

Santa Cruz—Lloyd Hebbron bought local busi- 
ness of Hayward Lumber Co.; will be known as 
Hebbron Lumber Co. 

CONNECTICUT. Brookfield—T. M. 
succeeded by Brookfield 

Westport—Gault Bros. 
& Son (Inc.) 


Long 
Anaheim Street, 


name changed 


Stack & Co. 
Lumber Co. (Inc.) 


succeeded by L. H. Gault 


ILLINOIS. Chicago—Hartmann-Malcolm Co. re- 
duced ec apital stock to $65,000. 
Chicago—Rich & Grobe (Inc.) corporation dis- 


solved; continue as Rich & Grobe partnership. 
Chicago—Spanjer Bros. Co. (Ine.) capital re- 
duced from $50,000 to $10,000. 
INDIANA, 
939 East St. 
IOWA 


cessors to 


Indianapolis—Michigan Lumber Co., 
Clair Street, retiring from business. 
Collins—Spahn & Rose Lumber Co. suc- 
Vasey Bros. (Purchasing department 
at Dubuque, Iowa.) 

Mason City—Moore & Moore (lInc.) 
by L. A. Moore Lumber Co. 

KANSAS. Cummings—Nye Lumber Co. sold to 
Alexander Lumber Co.; headquarters Effingham. 
KENTUCKY. 
H. K. Kirtley 
MICHIGAN, Grand Rapids 
moved to Edinburg, Ind 


MISSISSIPPT. Natchez—A A A 
succeeded by A A A Lumber Co. 

MISSOURI. Lee’s Summit—J. C. Jones Lumber 
Co, successor to Logan-Moore Lumber Co. New 
owners in similar business here. 

Odessa—Citizens Lumber Co. will 
add ysuilders’ hardware; 


succeeded 


Island 
& Son. 


Kirtley Coke & Co. now 


David O. Holmes 


Lumber Yard 


enlarge and 
headquarters at Riner 


Lumber Co., R. A, Long Building, Kansas City, 
Mo. 

NEW JERSEY. Hoboken—Lawson-MacMurray- 
Chapline succeeded by Lawson & MacMurray 
(Inc.). 


Newark—Blumberg’s Sons sold to C R. 
inger (Inc.). 
Newa!tk—Miller 
Nutley, N. J. 
NEW YORK. Brooklyn—Kelly Lumber C 
ceeded by Dewey Lumber Co. 
New York City, Richmond 
& Sons (Inc.) reduced capital 


$25,000. 


NORTH CAROLINA. Raleigh—Makepeace 
her Co. sold to Peerless Supply Co. 


Rud- 


Lumber Co (Ine.) moved to 


» Suc- 


William Van Clief 
from $400,000 to 


Lum- 


OHIO, Cleveland—Darwal (Inc.) moved to Ra- 
venna, 

Columbus—Thomas Reese, founder, again ac- 
quires Linden Lumber Co., 1850 Denune Ave., 
operated for some years by the Doddington Lum- 
ber Co. 


OKLAHOMA. Okmulgee—Fullerton-Stuart Lum- 
ber Co., McCulloch Building, moving general offices 
here from Oklahoma City. (No yard at this 
place.) 

PENNSYLVANIA. Scottdale—The Dexter Lum- 
ber Co. plant at North Scottdale has been leased 
by Charles A. Briggs, lumberman in business at 
Boswell, with an option to buy it. Will start 
operations about Aug. 15. 

TEXAS. Nocona—Nocona Lumber Co. 
capital from $12,000 to $9,600. 

UTAH. Payson—Chase Lumber & Coal Co. pur- 
chased local yard of Smoot Lumber Co. and will 
move to the uptown yard. 

Provo—Smoot Lumber Co. 
Lumber Co. local yard. 

WASHINGTON. La Conner 
ber Co. sold to W. W. Markle. 

WISCONSIN. Madison—Baker, Fentress & Co., 
208 South LaSalle Street, Chicago, licensed to 
operate as a corporation in Wisconsin, has filed 
amendments with the secretary of State here, de- 
creasing its capital stock from $1,275,000 to $1,075,- 
000, in the operation of its timber brokerage, and 
timber and lumber financing business, 


decreased 


bought Bonneville 


Port Stanley Lum- 


Incorporetions 


ALABAMA. Anniston—Anniston Building Mate- 
rial Co. incorporated; William S. Kilby interestea. 
CALIFORNIA. Los Angeles—The Tropical Hard- 
wood Co. incorporated; capital $100,000; Joseph 
W. Riglesberger interested. 
tosemead—Reliable Lumber Co. incorporated; 
capital $100,000. J. M. Higman incorporator. 
ILLINOIS. Chicago—Hughes Lumber Co., 4536 
Fillmore Ave., incorporated; capital $20,000; Ead- 
ward Sager, 11 South LaSalle St., interested 
IOWA, Nashua—-S. D. Bellamy Lumber Co.; 
capital $20,000; S. B. Bellamy, president. 
KENTUCKY. Louisville—Kentucky Manufactur- 
ing Corporation; capital $50,000; incorporators: 
Arthur B. Ransom, 45th St. West, Nashville, 
Tenn.; Robert V. Board and T. E. Jaegers. Will 
specialize in drying dimension wood stock from 
Ransom lumber holdings; will also continue manu- 
facture of trailers and bodies, farm wagons, etc. 
MICHIGAN. Cadillac—Wood Tile Corporation; 
incorporators: William L. Saunders, Cadillac; Ar- 
thur C. Wells, Menominee, and Nichols & Cox Lum- 
ber Co, 


NEW YORK, Brooklyn—Kayson Lumber (Co.; 
capital $10,000; incorporators: Samuel M., Harry 
T., and Jack Kassel, all of 33 Bay 35th Street. 
Brooklyn—Rockaway Beach Lumber Co.; capital 
$20,000; Jack Weisman, 2011 East 5th Street, inter- 
ested; will operate in Rockaway Leach. 
Syracuse—Loomis Lumber Co.; capital $20,000: 
incorporators: John C. Larkin, 351 S. Warren St.:; 
John W. Potter, Phoenix and Raymond O. Camp- 
bell. 


NORTH CAROLINA. Charlotte—Yellow Pine 
Association, to grade, inspect and measure lumber, 
Authorized capital $10,000. 
PENNSYLVANIA. Pittsburgh- 
capital $10,000; M. B. 
interested. 
WISCONSIN. 


-Tut-Hill, Ine 
Kline, 409 


Bucknell St., 
Hartland Pal-O-Pak Co.; to 
manufacture padding, packing and insulating 
materials, especially designed for acoustical and 
protective properties; F. W. Irish, Frank J. Janda 
and 8S. C, Lepper, all of Hartland, interested. 

Oshkosh-—Gabriel Streich Co., for the manufac- 
ture and sale of sleighs, buggies and automotive 
vehicles. R. W. Wertsch, Harvey A. Galow and 
L. W. Hull made application for the charter. 


New Ventures 


ALABAMA. Birmingham—National 
ing Co. (Ine.)} 2215 North 29th Ave., 
facturing millwork, 

Talladega—J. V. Wallis & Co., operating saw and 
planing mills, have entered retail lumber Dusiness. 

CALIFORNIA. Bell—The Atlantic 
opened a retail yard, 

Los Angeles—The Atlantic 
a retail yard at 1976 E. Slauson Ave. 

COLORADO. McPhee—New 
Manufacturing Co. organized. 

ILLINOLS. Chicago—-Elmont Lumber Co. (Inc.) 
2510 North Crawford Ave recently began retail 
lumber business. 


W oodwork- 
began manu- 


Lumber Co 
Lumber Co. opened 


Mexico Lumber 


Chicago—Hughes Lumber Co.,, 4536 Fillmore 
Ave., began retail lumber business. 
Chicago—King Partilier Co. (Inc.) recently 


began; manufacturer of lamps and furniture; 1016 
S. AY a»vash Ave. 
Evanston—W ood Products (Inc.) 
of lumber products; 2116 
Wheeling—Wheeling Coal & Lumber Co. recently 
began retail lumber business. 
Whittington—J. T. Fry 
yard. 
MASSACHUSETTS 


; manufacturers 
*ioneer Road, 


Lumber Co, has a new 


Lynn—Wing Wood Heel Co., 
264 Broad St.; manufacturer of wood heels. 

MICHIGAN. Ingalis——-Ingalils Box & Lumber Co. 
has started manufacturing boxes and lumber. 

MISSOURI. Marshfield—C, C, 
Co. recently began. 

NEW JERSEY. Belford Clarence 
started in retail lumber business. 

Pemberton—J. R. tapp recently 
lumber business. 

NEW YORK. Horicon-—Hemingway Bros 
sawmill and retail lumber yard. 

Mount Vernon—Arc Lumber & Millwork Co. 
(Ine.) recently began retail lumber business. 

New York City, Brooklyn—Metropolitan 
Case Corporation began manufacturing 
tures at 173 Jefferson St. 

Brooklyn—Paramount Wood Heel Co. (Inec.) 2 
Tillary St., started manufacturing wood heels. 

Brooklyn—Prospect Lumber Co. (Inc.) opened re- 
tail lumber business at 254 Prospect Park West. 

grooklyn—Standard Cainet Co. (Ine.) started 
manufacturing radio cabinets; Union and Nevins 
Sts. 

New York City, Manhattan-Bronx—Capital Fur- 
niture Co. (Inc.), 319 East 75th St., recently began; 
manufacturer of furniture. 

New York City, Manhattan-Bronx——General Fire- 
proof Door Corporation, 900 Whitter St., recently 
began; manufacturer sash and doors. 

New York City, Manhattan-Bronx 
Sons (Inc.), 425 E. 53rd St., 
turers. 

New York City, 


Robertson Lumber 


Anderson 
began retail 


opened 


Show 
store fx- 


Lewittes & 
furniture manufac- 


Manhattan-Bronx—Mott Haven 


Lumber Co. (Inc.) began retail lumber business 
at 292 E. 140th St. 

New York City, Queens—Home Lumber Co. 
(Ine.) opened retail lumber business act 114-14 


Jerome Ave. (Richmond Hill). 
OREGON. Astoria—August W. Wirta & Son 
have engaged in building materials business. 
Fairview—Fairview Box Co. has engaged in busi- 
ness under management of H. H. Pein. 
PENNSYLVANIA. Hazleton—Hazleton Planing 
Mill Co, recently began; manufacturer of millwork. 
Philadelphia Philadelphia Export Co. began re- 
tail lumber business; 20 S. 4th St. 
Pittsburgh—Center Lumber Co. 
retail lumber business; Henry W. 
tor, 1848 Center Ave. 
WASHINGTON, Seattle — Mercantile 
Store, 1934 Westlake Ave., will open. 


recently began 
Broido, proprie- 


Lumber 


New Mills and Equipment 


CALIFORNIA. Newman—Yancey 
has added a planing mill. 

MISSOURI. Springfield—Ozark Hardwood Lum- 
ber Co. has let contract to rebuild burned plant. 

WASHINGTON. Bellingham—The Consolidated 
a sawmill. 
Grays Harbor Forest Products 
H. Walters, 


Lumber Co. 


Furniture Manufacturers’ Co. will open 

Cosmopolis—The 
Co., managed by H. Kobayashi and R. 
will soon open a saw and shingle mill, 
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LUMBER MARKET REVIEW 


Southern Pine Bookings Reach Nearly 60 Percent Above 
Production and Prices Strengthen 


Statistical reports for the week ended Aug. 13 confirm 
numerous statements of distributors and manufacturers of 
southern pine that there has been an important increase in 
demand. Bookings exceeded the cut by almost sixty per- 
cent, and shipments failed to keep pace. One large Chicago 
wholesaler reported that his mill connections were now ask- 
ing advances of $1 to $2. The business comes partly as a 
result of restocking by middle West line yards, and buying 
to meet an improved farm demand. Some of the leading 
railroads of the East have been making large inquiries and 
placing some business. Stocks at mills are low, with some 
items scarce, and production is only 44 percent of 3-year 
average, with the mills very unwilling to do any cutting to 
fill orders at recent low price levels. 

While Arkansas soft pine mills report that retailers have 
evidenced much more interest in buying for quick ship- 
ment, the last sales prices show recessions on a number 
of items. It is believed, however, that because of the 
smallness of mill stocks, an early upturn may be expected. 


Carolina Pine and Roofers Are Dull But Improving 


Latest reports indicate some improvement in demand 
for North Carolina pine box material, but the building 
items move quite slowly. Output, especially of the smaller 
mills, has been very light, and total available stocks are 
running so low that wholesalers are nervous about accept- 
ing orders on the basis of present prices. While scarce 
items tend to strengthen, sales reports for the two weeks 
ended Aug. 13 continued to show declines. 

The output of Georgia roofers, already low, was further 
reduced by recent rains. Demand is thought to have 
shown a slight quickening, but is still very slow, and it is 
reported that some cars have sold for as low as $7 f.o.b. 
cars, Georgia main line. 


Northern Pine and Hemlock Mills Far Oversell Cut 


Northern pine manufacturers in the week ended Aug. 6 
booked practically twice as much business as in the cor- 
responding week of last year. Their output was only a 
third of last year’s, and the bookings were more than three 
times as large. Files of unfilled orders, however, were low, 
making only 6 percent of stocks. In the first thirty-one 
weeks of the year, shipments were 372 percent of the cut, 
so that stocks have undergone a large reduction. North- 
west trade has improved, but that in the Niagara area is 
dull. Severe competition is met by occasional concessions, 
but most prices remain firm. 

Northern hemlock production is practically nothing, 
while shipments to date this year have made almost twice 
actual output. Prices seem to keep firm. 


Bookings of Coast Mills Exceed Output by 23 Percent; 
Export Business Increases 


A considerable improvement in most divisions of the 
market is indicated by West Coast reports for two weeks 
ended Aug. 13. Identical mills booked almost 11 percent 
more business than in the preceding week, and showed 
only a fractional increase in output. Total output was a 
little less than 20 percent capacity, and orders exceeded it 
by 23 percent. There was a nice gain in rail trade, but it 
was more than offset by a loss in domestic cargo, so that 
total domestic was lower. Exports made a good gain. 

In the last week, reports say, there has been a better 
tone to the rail and Atlantic coast markets, with dis- 
tributors reluctant to accept forward business at present 


price levels. In the period ended Aug. 15, average of com- 
mon boards had increased 92 cents, and of drop siding, 55 
cents, while No. 1, 2x4-inch dimension was unchanged and 
flooring dropped 66 cents. Some intercoastal shipments 
have been moving on low rates, and uncertainty about laid- 
down costs disturbs the trade. Reports say that the prin- 
cipal export buyer is China, with all other foreign markets 
rather dull. 

The mills are in strong statistical position, for shipments 
in the first thirty-one weeks of the year exceeded output 
by 15 percent and stocks are so depleted that some items 
are a little harder to buy for quick loading. 


Western Pine Bookings Are Only 8 Percent Below Cut; 
Most Prices Weaker but Inquiry Better 


There was a decline in Inland Empire and California pine 
production in the two weeks ended Aug. 13, from 27 to 24 
percent capacity, so that while there was a slight decline 
in bookings, they amounted to 92 percent of the actual cut, 
compared with 87 percent the preceding week. In the first 
thirty-one weeks of the year ended Aug. 6, the mills had 
shipped 40 percent more than their cut, and are therefore 
in a rather strong statistical position, though unfilled orders 
amounted to only 8 percent of gross stocks. Many dis- 
tributors have been reporting a decided increase in the in- 
quiry, backed so far by only a few orders, but the quicken- 
ing of interest augurs well for fall business. Prices for the 
most part, however, are distinctly weaker as shown by 
sales reports for the period Aug. 9-15, No. 1 sugar pine shop 
and No. 3 Idaho commons furnishing the principal excep- 
tions to the downward trend. 


Cypress and Redwood Are Inquired for More Freely 


Recent reports indicate some improvement in the mid- 
dlewestern and eastern redwood markets, but this was not 
shown in the last statistical report, for July. Production 
that month was only 30 percent normal, and bookings ex- 
ceeded it by 34 percent. The principal markets were a bit 
duller than in June, but in northern California trade held up 
much better than in the southern part of the State, and 
there was not much decline in eastern trade. Foreign de- 
mand recovered from the low levels of June. 

Southern cypress producers have been encouraged by 
an increase in the inquiry, including one large railroad 
schedule. The larger mills are holding even more firmly 
to their lists, and feel that the outlook for business has 
much improved. Smaller plants are eager for immediate 
sales, and have been willing to shade prices a little on the 
items they can supply. 


Revival of Domestic and Export Inquiry for Hardwoods 
Cheers Producers; Cut Far Oversold 


Hardwood producers were cheered this last week by a 
marked revival in the inquiry, which has resulted in stiffen- 
ing their disinclination to sell at present low prices. South- 
ern hardwood bookings in weeks ended Aug. 6 and 13 were 
about fifty percent above the cut, which has been only 18 
percent of capacity, while northern bookings were almost 
double the cut. Furniture and automobile plants have all 
been doing somewhat more buying, and there has been 
quite a pickup in the call from miscellaneous industrial 
consumers, but building trades demand is draggy—mill- 
work plants and retailers have been more in the market, 
but flooring plants are taking very little. Export move- 
ment, especially to England, has shown a distinct revival, 
some orders being placed for forward as well as immediate 
delivery, but at rather unsatisfactory prices. 


Statistics, Pages 26-27—Market Reports, Pages 38-41, 49—Prices, Pages 46-47 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the 
change, New Orleans, La., for sales made 
of July have been inserted and distinguished 


West East West 
Side Side Side 
Flooring, Standard Partition, Standard 
Lengths Lengths 
1x3” rift— %x4"— 
B&better _|B&better.. 19.64 
Shortleaf 7.17 *36.35) 


Longleaf. .*36.82 39 06| Drop, Siding, Standard 





2 Lengths, 1x6 
Shortleaf..*27.00 *37.95|No, 117— :, 
Longleaf ha 34.75 B&better. 16.42 
ty aaa #21.25 18.96|NO. 1..-.-- 16.99 
ix3” flat ”| Assorted palerne— 

grain— ;|B&better. 17.33 17. 

. 37 

B&better. 18.01 19.95 IN see 15.87 ; 
No. 1..... 14.25 18.8 ar tae Lath 
No. 2..... *10.2 Brae 
Ix4” rift— am I - veees =.18 
B&better O. 2..... Ld 
Shortleaf.. 35.60 *33.06 Surfaced Finish, 
Longleaf. ccoe Sane Bab 10-20’ 
ig etter 
Shortleaf.. 30.50 ....j!mch thick— 
Longleaf #92 75 sal +” coce B0.69 
pe .. 21.00] 8) cesses 20.20 

~ 22.22 
1x4 flat }10” 24.88 
ong qeegbee ORR 5&6/4 thick-- __ 
kD veers 11.32 11.40] se fore "0 Oa TE 

Celling, Standard 112” ...... 49.94 

Lengths TS 
| 

%x4"— x = Inch thick— 
B&better.. 17.00 .*17.25| 4 19.00 
ees es som 13.50 14.38 : eee. 18.38 
54 x4” — g” ......920.66 
B&better 15.71 Syl! —_ 24:00 
i Rae 14.56 BEETEE”§ ovedvs *36.62 





B&better, 
ix4 & 6”.. 25.86 23.75 


Casing, Base & Jamb (| B&better 
10-20’ 


1x4” 10’ 17.25 
Ba peter, Na, ta 
LS ee 29.07 27.00 1 ot 10&20" 14.25 
1x5&10" ) 25.25 *36.50 lea ot te 
No. 1 Fencing and 1x6” 14’ 19.50 
Boards, 10-20’ 1x6” 18’ 16.50 
3. ie 15.79 16.45|1x6” 9’ ... 13.00 
6" ows 15.77 16.61)1x6” 10&20’ 13.00 
1x8” ..... 15.36 17.37 Timb 20’ & 
1x10” .... 19.04 23.22 Under. Ne. 1 
1x12” 1... 28.11 29.36], me a ee 
, | Longleaf— 
No. 1 Shiplap, 10-20 8x8” & und. 14.29 
1x8” ..... 15.43 *18.50) 3510-10x10" 17.67 
1x10” ....*20.31  ...-13x12-12x12” 26.25 


No. 2 Fencing, Stand-| Shortleaf— 
ard Lengths 8x8" & und. 
1x4” aie ae 8.9413x10-10x10” 





'1x6” &C.M. 9.76 10.28'3x12-12x12” 


following average f. o. b. mill sales prices on 
in the period Aug. 1-6, but, where prices for 
by asterisk: 


West East West 
Side Side Side 
Rough Finish, 10-20’ No. 2 Shiplap and 
B&better— Boards, Std. Leth. 
Inch thick— Shortleaf— 
oP ek ae 18.75 ee: le 10.75 
Gr tetees 18.75 *22.00)1x10”" 10.56 
- waspede 19.75 *19.10 
10” "#94.42 #21.45|Longleaf— =— 
12” ...... $21.75 *35.50 Sa”. wewee 12.27 
1 ° 
5&6/4 thick— pxse 43.10 
esa” *36.09 32.42) No. 2 Boards, 
5&10” ....*38.28 *35.58 Standard Length 
ao wnenen 60.50 47.88! shortleaf.. 12.28 
Casing & Base 10-20’ |Longleaf.. 17.42 


iia Car Siding, Lining 
and Roofing 


- OO Co 





=~ 
> DD 


southern pine to the Southern Pine Lumber Ex- 
this period were not available, prices for the month 





West East West East 
Side Side Side Side 
No. 1 Shortleaf No. 1 Longleaf 
Dimension Dimension 
x4”— 2.54” 
2 & 14 11.89 14.96,12 & 14’.. 12.80 13.07 
F  Gehaewes PEGS ESBCEIO neces. 14.91 14.64 
x6” 2x6” 
2 & 14’.. 10.49 10.64)12 & 14’.. 11.40 11.85 
w wWavaden Fk: Moye: > ae 13.00 13.72 
x8” 2x8” 
2 & 14’.. 10.64 9.75112 & 14’.. 12.04 12.63 
_ Serre, th wee |): re 13.00 13.87 
2x10” 2x10” 
. ar 14.35 3) ts fae *18.08 16.50 
ae ee G87 S.7GES o 6s cave 15.94 18.83 
 nenkces 15.81 15.76116" ....... 16.00 19.67 
2x12” 2x12” 

12 & 14 18.48 *15.13]}12 & 14’.. 21.13 21.50 
oe -es#eces 18.45 F1G6.93116"° ....ce.5 21.25 30.27 
No. 2 Shortleaf No. 2 Longleaf 
Dimension Dimension 

2x4” 2x4” 

12 & 14’.. 10.12 9.29112 & 14’.. 10.61 11.73 
rere re 10.78 SOUOEEO accesece 12.55 12.78 
2x6” 2x6” 

12 & 14’ 8.56 8.34)12 & 14 9.12 11.00 
Dr étebwaws CSS BU OEe osene es 10.50 11.00 
2x8” 2x8” 

12 & 14 9.99 9.60}12 & 14’ 9.50 9.75 
| 7S 9.65 §: > a 10.67 11.25 
2x10” 2x10” 

12 & 14 12.08 10.41112 & 14’.. 9 80 9 RG 
| Mreerre 11.61 12.59]16° ....... 12.88 13.88 
2x12” 2x12” 

12 & 14’.. 11.32 10.31312 & 14°. .*13.56 12.75 
a wéesaan 14.60 18 2) ee 16.00 15.75 





RED CEDAR SHINGLES 


Seattle, Wash., Aug. 13.—Following 


prices direct to the trade on carload or part 
carload lots, f. o. b. mill, all prices being 


based on four bundles to the square, 


shingles mixed with fir lumber being 10 cents 


higher than these prices: 


New Grades, Per Square 
Washington- British 


Royals, 24”— Oregon Columbia 
Ie are $1.90 
No Maetéiteanvenee Bae 1.65 
 < <eeeeake 30 

Perfections, 18”, 5/24,"”— 
a Ritectesdcervcéis BOOS 1.75 
No. ae ° ° cee 1 25@ 1 54 

16”— 
No. 1. ee err 1.40@1.80 1.30@1.60 
No. 2 (12” clear). .95@1.50 1.05@1.2 
No mae Pe 93@1.25 





NORTH CAROLINA PINE 


_ Following are typical average f. o. b. 
folk prices received during the period 


1 to 13, inelusive, as reported by the North 


Carolina Pine Association: 
Rough: 
Edge 4/4— 


3&better . a ... 8! 


Peo. DF as , 
Box No Dies 
Box No. 2 


No. 1 
3&better No.1 box 
lx 4” ma $21.95 
1x 5” *eeee 22.80 eeee “eee *“* 
hk ear . 24.05 $19.80 $14.30 $11.90 
te eee x er seg 
Ix 8” rere 21.05 15.20 
os bie 27.90 24.10 15.25 
RBIS 6 38.80 32.60 19.20 
Edge B& better 
5/4” a .$ 
5/4x10 q 
5/4x12 
Of: re 
Bark Strips 
3&better 4/4” 
30x ; , , ; eehavees 
Dressed: 2%” ‘ 
Flooring Wide wi 
PE G8 svc cehaapenaws $23.80 $22.% 
moO. 3 GOUMNMOT Fe ccccccces 20.60 


MO. 2 COWNMMON Fy ec ccecces 3EU5 
B&better bark strip partition 
Box bark strips dressed 


No. 
Roofers: dressed 
_ o .$15 
1x 8” ‘ 
1x10” 
1x12” 





DOUGLAS FIR 


[Special Telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Aug. 16.—F. 0. b. 
on actual sales of fir, Aug. 12, 


Bureau, were as follows: 
Vertical Grain Flooring 


13 
direct only, straight and mixed cars, ‘ 
by West Coast mills to the Davis Statistical 


mill prices 
and 
reporied 


B&B&btr Cc 


x4” . - $20.75 $16 
B&btr ( 
ix3” . jeece ewewenewe 22.50 
BYSRE) cha ecccecewaensa 26.00 
Flat Grain Flooring 
Ce” ccvoavscadseeaeed 12.25 12 
1x6” . ceeenreneeaer 15.50 na 
Mixed Grain Fisccne 
1x4” ceatdnetee Sans ee 
Ceiling 
text” 13.25 11 
Se” sterrceesanevetea 15.25 11 
‘Sai Siding, 1x6” 
Dt ¢:880n62008 0000083 15.75 13. 
BEe échawaneeketecs 17.00 14 


i” 


‘ 


Finish, Kiln Dried and Surfaced 


1x6” 1x8” 
Bé&tbetter ... ..- 323.30 $23.25 


Common Sane and Shiplap 


1x6” 1x8” 1x10” 

me: Baeceeons $10.25 $11.25 $13.75 

we Betsnkads 6.50 6.50 7.50 

MO. Bec snd 4.50 4.75 4.75 
Dimension 


No. 1, 2” thick— 
12° 14’ 16’ 18’ 


” .....$10.50 $10.50 $11.50 $12.50 $12.00 
6” ..-- 10.00 10.25 10.75 11.25 11. 
a gue ee 10.25 10.00 11.00 11.75 11.25 
oe <swexe 10.75 11.00 11.25 12.00 11.50 
Or’ «acces 11.25 11.25 11.25 12.75 11.75 
2x4”, 8’, $10.25; 10’, $10.75; 2x6”, 10’, 
tandom— 2x4” 2x6” 2x8” 2x10” 
No. 2.....$7.00 $7.25 $6.50 $7.25 
No. iii ae 4.00 7.25 
No. 1 Common Rough &/or Sustacet Cate 
SuB te GEIS TO BG cick esewestecccesenn $ 
Gee te SEIS BO SE cv ce tbeneecercceo suse 
Fir Lath 

TE a ee ee ee ee 





You Can Sell IT or Buy IT 


Thru a Classified Ad. 





WESTERN PINES 


[Special telegram to AMERICAN LuUMBERMAN] 
Portland, Ore., Aug. 17.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Association by members 
during the period Aug. § to 15, inclusive. 
Averages include both direct and wholesale 
sales, and are based on specified items only. 
Quotations follow: 
Ponderosa Pine 
5/4x8” 6/4x8” 


SELECT, S2 or 4S— 1x8” & wdr. & wdr. 
C Select RL ....$26.69 $38.20 $32.75 
D Select RL...... 23.90 29.00 iia 

SHop, S2S— No. 1 No. 2 
5/4... .325.38 $18.00 
NS Peer eer ; see Eee 17.79 

Commons, S2 or 4s— No. 2 No. 3 
ce | BERG odéwe i Sif 22 - 915.97 $10.35 
> gill >. PS ae 22.12 11.13 
mee, G, SPE, Tees BEN 6c ove dwsreeeovni«as $6.67 

Idaho White Pine 5&6 /4x8” 

SELECT, S2 or 4S— 1x8” & wdr. 
C Select RL.. a $31.50 
D Select RL £2 enema eed Tee eS a 

ComMMoNnNs, S2 or 4S— No.1 No. 2 No. 3 
0 i ree nC $24.66 $14.06 
SaaS” Febe.«< . 60.00 24.11 19.08 
No. 4, 4/4, RW, RL...... ...- $9.56 

Sugar Pine 
1x8” 5/4x8” 6/4x8” 

SELEcT, S2 or 4S— &wadr. & wdr. & wdr. 
© Betect Wis... .<«.+- S67.07 356.50 $52.92 
D Select RL...... 46.00 $1.00 35.00 

SHop, S2S— No. 1 No. 2 No. 3 
ae séa-<0 $34.86 $24.98 
OF@ «ces oh cece 8008 23.82 
OFS wecuns ‘ions . 44.00 27.60 


Larech—Douglas Fir 


No. 1. Dimension, 3247, 16°. ....ccccees Sih 
No. 1 Dimension, 2x6&8”, 16’..........- 11.12 
No. 3 Common, S2 or 458, 1x8” RL... 11.50 
Vert. gr. flooring, C&better, 4” Rls... 20.68 





WEST COAST LOGS 


[Special telegram to AMERICAN LuMBERMAN] 

Portland, Ore., Aug. 16.—Log market quo- 
tations: 

Fir, yellow: Ungraded, $10@12. 
Fir, red: Ungraded, $8@8.50:; small, $6.50. 
Hemlock. Ungraded, $5.50@6. 
Red Cedar: Depending on quality, $8@10 
Spruce: No. 1, $17; No. 2, $12; No. 3, $8. 


Seattle, Aug. 13.—List prices of logs: 

Fir: No. 1, $14@16; No. 2, $10@12; No. 3, 
$7a@8. 

Cedar: Shingle logs, $8@10; lumber logs, 
$16 

Hemlock: No. 2, $10; No. 3, $7.50. 
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d 
WESTERN RED CEDAR OAK FLOORING ARKANSAS SOFT PINE 
) Seattle, Wash., Aug. 13.—Prices for red Following are carlot quotations, Memphis Following are average sales prices, these 
cedar siding in mixed cars, new bundling, 8 basis, on oak flooring: f. o. b. mill figures being based on shortleaf 
to 18 foot, f. o. b. mill, are: 18x24” 328x114” 3x2” %x1” weights, obtained by Arkansas soft pine mills 
Beveled Siding, %-inch Clr. qtd. her Seedy $60.00 $55.00 $42.00 during the week ended Aug. 13: 
-—o eee “ar “pp Clr. qtd. red.... 60.00 50.00 47.00 42.00 
: - sae 4 . Sel: qtd. wht.::: 42.00 40.00 35.00 30.00 acted ° . 
nth INCH .cccveseveres $20.00 $16.00 $15.00 S 2 - ~ 9 1x3 1x4 
DE wecnuneeienns 22.00 18.00 15.00 | Sel. atd. red.... 40.00 35.00 35.00 32.00 | Rage grain—B&better........! 535.00 $34.00 
ei 9 - - 4 a Ss ; J ‘ : 2.00 Me ai ° ‘ ; 
5 PED cur icwin aGiiiniee 22.00 17.00 15.00 | Clr. pln. wht 41.00 40.00 38.00 3 Flat grain—B&better........ 19.00 19.00 
Zast 6-ine 7 5 ca A -- ' 
4 Clr. pin. red.... 39.00 40.00 35.00 32.00 No. 1 16.00 15.50 
Side Clear Bungalow Siding Sel. pln. wht.... 35.00 28.00 33.00 24.00 ee eal slated atone tik REE oe 12.00 10.50 
% inch “% ineh | Sel. pin. red.... 36.00 30.00 $3.80 S600, jj ey ; 
eS A a a ee are $34.00 $24.00 No. 1 com. wht. 28.00 22.00 18.00 18.00 Partition and Siding 
NS ie tts Utd 43.00 26.00 No. 1 com. red.. 28.00 22.00 16.00 18.00 . aniiee Ee eee -4" ‘ 
sid + lal ics hall leet 32 55.00 cece ee OR ces; 12.00 10.00 10.00 10.00 eee ee ee ee see p+ 
3.07 4x2" Uxik" Axe” : SPR teriid-d orn ak 20. 
6 . > > /2 72 2 14 
oe Finish, B&better = sos or S4S | Cir, qtd. wht........... $60.00 $60.00 $75.00 Finish and Moldings 
1.85 2210" or Rough a EE ee See 55.00 55.00 65.00 Finish. B&better, 1x5&10”............0. $32.00 
38 RE ket cccenkbteeenred vokeuwen vane $45.00 | Sel. qtd. wht............ 45.00 45.00 50.00 Finish, B&better, 5/4x5&10”........... 46.00 
Ode bo 55.00 | Sel. qtd. red.........+4. 45.00 45.00 50.00 CANO BOO BOG, SRG 65s 064d ocnkenes 34.06 
NE et olka alahed oR Si aoe ew ark 70.00 ee ee 42.00 42.00 48.00 Discount on moldings, 154” and under.. 60% 
2.6: ee + OO ial a te Sk aii Recah SGN te oe ae eS rgd Ne eee 40.00 40.00 45.00 Ta” 6 Be. 2 &o oka d dc wate 51% 
3.87 DE cncnindseedoeuke pier encinekr as 5. a ae ee 37.00 35.00 39.00 
aitiniiey ons Mitanmaieees Se OE kaseiwennns 35.00 35.00 36.00 Boards and Shiplap 
6.50 3&4" B 5 MO. 1 COM. WERE. vscccses 23.00 20.00 20.00 Boards and shiplap, No. 1, 1x8”........ $14.50 
8.83 IXSEEAN eee cece eee ee eee reese neeeeees $ 30.00 ek. 2 ee WN, Saree eae 23.00 20.00 20.00 3oards, No. 2, 1x12”, 10, 18&20”........ 16.50 
9.67 Discount on Moldings = ee eee 12.00 12.00 10.00 , WORK SE cto eae a sme ao ee 11.50 
Made from 1x4” and under.............. 64% New York delivered prices may be obtained Dimension 
1.50 Maes TPO: GUE BIGOB oc. cvickcvasscesen 54% | by adding to the above: For ig-inch stock, | 1 4 ox 6” 14- and 16’ $12.50 
0.27 Additional discount for 10,000 feet or $9; for %-inch, $4.50; for %-inch, $5.50. " "Om 4°. Id aml 10’.....0:.cccccen 14.00 
PS BE OF oc caccetackeks- ces iewweaeuwes 5% Chicago delivered prices may be obtained One". 18. andl 16).;....«sccvccas 22.00 
: PLETE : by adding to the above; For }%-inch stock, Ma. Sta 2°. Bhs emt HE. on ee cee 11.50 
eS 1600 lin. ft, | *8* for %-inch, $3; for %-inch $3.50. 2x12”, 12 to _ aaa 
1.73 SE ¢hG Cheah want he hee soed ee wedewresawena .25 Lath 
2.78 SE” cppdddinapaatetnedetboarsasedaneuade .33 , sient — 
BP ccarea cats cemawsonpnasenaceeeeeta 36 | END DRIED WHITE MAPLE | Xo 1 %*1%% 4.0... ee ceee ee eeeeeee $2.75 
1.00 
1.00 Prices on oy dried white maple, f. o. b. 
mills, lower Michigan: 
F FAS No. 1 & sel. 
15 WEST COAST SPRUCE Ree tins cedceadies $100.00 § 70.06 CHICAGO RECEIPTS, 
25 | a err 105.00 75.00 
[Special telegram to AMERICAN LyMBERMAN] pe oe eve rerenecsesesees pe ged tore SHIPMENTS 
DOE. enéesadesveneseaveeus a. (0. 
r86 Portland, Ore., Aug. 16.—The following are Oe es 130.00 100.00 Chi : — p 
3.88 hn ive ‘ . raili on aa PE soccer secsessereceres ov. >-+- hicago receipts and shipments of lumber 
prices for mixed carlots prevailing today: SA ATA ER A AHS 140.00 110.00 and shingles, in thousands, were reported by 
> 75 Finish—- Factory stock— L. C. West, statistician, of the 3oard of 
79 ~——8- ’ Oy. cupcake $15.00 Trade, for the four weeks July 4 to 30, 1932, 
oy ell tye ofa ee eeeeees ys MAPLE FLOORING inclusive, and for the year to date, Jan. 1 to 
ee 8 0C—l( (5 se ieee =|) ok een a . - - J 4 932 ri v) are ive igures > 
Bevel siding— . eae 22.00 Michigan and Wisconsin flooring mills pire ns Rha Anon ° pth mpurte Sor x 
aces 27.00 quote as follows on northern hard maple SI BE] — — Tarainte 
gee $16.00 TE ndakwards 29.00 | flooring, f. 0. b. cars Cadillac, Mich., basis: Ship- yoy 
2x6", Flat gr. 17.00 Lath ....... ee 3.00 | pe First Second znlee Lumber— Receipts ments Shipments 
to “x6”,Vert.gr. 22.00 Green box.9.50@11.50 SE. orace ein ee eee $45.00 $32.00 $21.00 July 4 to 21932 44.543 16°676 27,867 
Pit July 30 § 1931 95,669 36,982 58,687 
ve a see tee — 
ta imc.. OF GGC..... —51,126 —20,306 §—30,820 
at TIDEWATER RED CYPRESS 51,126 —20,306 §—s0,82 
ily. Jan. 1 to | 1932 431,284 169,301 261,983 
Jacksonville, Fla., Aug. 15.—Following is a list of new wholesale prices on tidewater July 30 § 1931 _ 809,100 340,263 468,837 
C8” red cypress, random widths and lengths revised as of July 19, f. 0. b. Chicago: Inc. or dec...... 377,816 —170,962 §—206,854 
‘dr. Grades 1” 14%” 1%” 9” 21%” 3” 4” Shipments 
75 NE So Spd ede REE OR ELS BAAS WSLS iat sige $109.75 $118.25 $142.25 $149.25 Ship- Above 
as PE £bcnikndcatearnnkewvicncerekewee war 68.25 73.25 83.50 93.50 23.50 128.50 Shingles— Receipts ments Receipts 
.2 OO SEFC SCE CO eee 54.50 59.50 62.50 69.50 91.50 99.50 i ee 929 . 6 4 915 957 
00 ee ue halanty 36.50 49.50 58.50 61.50 80.25 88.25 yh — +4 Rett 02408 O'R 74 
79 DG po citu cc hee cenennakia nance events 26.25 26.25 26.25 26.25 [Cypress Shingles, 18” ; siececee polceicoees aie 
.3 POE onc bvawsnb end ns cesncedc ed qeres 28.25 30.25 30.25 31.25 4” 5” Ine..OF €0C..5.4% —5.248 —5,551 §+303 
35 hk eee nets’ hb eena aren 79.50 84.50 109.75 118.25 Best tee eeees $6.00 $7.00 Jan. 1 to ) 1932 55,300 72.645 17.345 
Oe oe kaa pads gue Wea eeade 69.50 74.50 76.50 84.50 |Prime ...... 4.25 4.65 | July 30 § 1931 115,192 130,122 14.930 
67 RAIMA, nn os pandieawis vosuddn a viediwetn 58.50 63.50 65.50 68.50 |Hconomy ... 4.20 4.60 —$—————— 
8 No. 1 Common, RW..............000008 49.50 54.50 54.50 ner at ag | TRO OF Gos....-. —59,892 —57,477 §—2,415 
r. No. 2 See. TE icicc cc ccecscervinsics 39.25 39.25 39.25 39.25 |36x11%4—4’ ..$4.65 $3.90 §SLast figure in each group gives difference 
|, ee er ee eee 53.50 58.50 60.50 63.50 1|3¢x114%4—32” . 2.00 a between 1932 and 1931 net receipts. 
2 
06 
08 SALES PRICES OF SOUTHERN HARDWOODS 
Following were average sales prices received for southern hardwoods during the week ended Aug. 9, Chicago basis: 
8” 4/4 5/4 6/4 8/4 4/ 5/4 6/4 8/4 
dr Rep GumM— RED Oak— 
92 Qtd. No. 1 Qtd. No. 1 
00 & sel..... 33.00 ede So i SS ee ee ee aE or ewe Bene et 
3 Pln. FAS. 61.75@ 66.75 71.75 jj. —«—_ecocccccccece ceeecbeeeene ee cacs ee. 3 | “adieu:  biSalbledkeaaal “ica ae 
ae ye | oe 4 OR ke eS Se re re 
Sap GuM- : a aethd cleo , No. 1&sel. 42.25 50.00 ik ” See Pe ee 
Qtd. FAS.. 34.00 35.00@ 37.75 38.75 4.25 ~ rar > OQ 7% 
> _ : aa oo ; 2-6 = a ee See 6 -- tt ne ae, Whwedu ee wee Seen emer 
No. 1&sel. 22.00@ 26.25 25.50 28.50 27.50@ 34.25 < 
DE BGGh cddinvevvach. saGakalaiewd xevpedodetes 21.50 POPLAR— 
$2 Pin. FAS... 29.50 31.25 bath nisdncek: etansty sing ees Pin. pn. & 
12 No. 1.... 24.00@ 27.50 24.256@ 28.50 25.75 = wasscecssees wd. No. oe 
=i) No. 2.... 18.75 19.25@ 19.75 ooccccccee FAS aces a sage: CHRCSSEAUTA TRO R EERE GAUSS >OaP Codeeeee 
i, ii cceeeeiee ee Ee Oe Cee Saps&sel. 41.50@ De -isnaeacatene -bd cen niatbatae Sa ae 
6S BLack GUM— a Oe ee | re ee eee Bre A 
— Pin. No. 1 as ae  «—««=—“(“‘é‘S pA ww © uk otal ale RE Ae te 
Oaks DE BORE wcincsixaines, seaedectsiid Gebesathosek Ne eee ee 0CtC~(<“‘i‘“Cé‘éS ER Pe 
x tics ae - aseicotbslabad wededan Sort MAPLE— 
TUPELO— a See ee —“(—t*”C*éC Ne Re CER RS a” he re ee 
0 es, ee |, Se ee een ee re mae AsH— 
SE Cae SEE so celkweredpand wesheee ketene’ Dusekadans on ee | Per ee em rey een se 
Ps EE awan. ceeen clock es SR DOD kvacesaicks% cheer ewe Corronwoop— 
WHITE Oak— 30x bds. 
_ lt Sr OR ae a ee 75.75 13-17” TRO =#$§$ ¢SdsencW¥SA® Se eNsaneaeee Goew ene gubies 
No. 1&sel. 40.50@ 52.25 47.25 °0.75 57.25 | ET Oe Ee S130). Rhee ae soso ne’ 
i Mkt ED cen iuncuche:: sveasanaucdl: \ahpebsiadetec No. Lésel... 26.50@ 33.00 .........005 sevecececres sececseceees 
a: wormey S075 S016 STOR 8 8 8) owccceececcd eaviedecces a Re te) CRS wERS Rae: Ree nehene@e! «skates eee 
3. MIXED OAKk— MAGNOLIA— 
S a 2a ae | Re ee er Se meee 
. SOR FTE eth NNER EK Serteeneh nnn. sintamnicnsene a ek. Se a no ciacs \ ahcawless ison phase 
’ Hotty— a ee SE5G@ 36.56 34:75 = «> Ww wb wise vines 28.00 
FAS wee eee 33.50 ee ee ee eee eee CHERRY— 
Gs ee 0 tit SW ee SORA’ Wan cane. oe: aes ee, =— sim © eae eich cakthaekGcuese. + eee eee eee 
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GEORGE W. MOORE, aged 73, a prominent 
Pacific Coast lumberman, passed away July 


29, at Petaluma, Calif., following a long ill- 
ness. He was a pew 9 3d nt of Berkeley, Calif. 


The deceased was born in Port Huron, Mich. 
on April 12, 1859. He entered the logging 
industry in Michigan while a young man. 
Later he engaged in banking, served as State 
senator in Michigan, and was banking com- 
missioner for four years. He moved to the 
Pacific Coast in 1910, and founded the Moore 
Mill & Lumber Co., manufacturer, at Bandon, 
Ore. This company operates a fleet of coast- 
wise lumber steamers, and maintains offices 
in San Francisco, Calif. Recently Mr. Moore 
became president of the Petaluma Box Cor- 
poration, which operates a large factory in 
Petaluma, Calif. Mr. Moore was a Mason, 
a member of the Shrine and of the Knights 
of Pythias. Funeral services were held at 
the First Congregational Church, Petaluma, 
and interment was at Bandon, Ore. He is 
survived by his widow, Harriet W. Moore; 
four sons—Car! R., of Oakland; Ralph T. and 
John S. of Bandon, and George W., jr., of 
Petaluma, all associated with him in the 
lumber business; a daughter, Mary E., secre- 
tary of the Presbyterian Board of Foreign 
Missions, New York City, and four brothers 
and three sisters in Port Huron, Mich 





MARTIN A. RYERSON, of C ‘thicago, passed 
away recently at the age of 75. He was a 
member of one of the old-time lumber fami- 
lies, which in the early days had acquired 
large tracts of white pine in Michigan, and 
whose lumber schooners were familier sights 
at the Chicago waterfront. The deceased was 
born in Grand Rapids, Mich., and moved to 
Chicago when a youth. During the greater 
part of his life he “ee head of Joseph T. 
tyerson & Son. (Inc. wholesaler of steel 
products. He was teauimamtine connected 
with many civic and social organizations, 
and known for his generous gifts, among 
them one of a million dollars for a physi- 
cal research laboratory to the Univer- 
sity of Chicago, and four galleries of world 
famous art works to the Chicago Art Insti- 
tute. Besides his widow (Carrie Hutchin- 
son), his only living relative is a niece re- 
siding in Lausanne, Switzerland. 


EBEN J. WILDER, well Known southern 
one. western lumberman, died recently at 
McN vary, Ariz., where he was connected with 
the Cady Lumber Corporation, Mr. Wilder 
formerly was a sawmill operator in Missis- 
sippi and later went to Williams, Ariz., as 
manager of the Saginaw-Manistee Lumber 
Co. After leaving that connection, he was 
in regen for a time, and later went to 
McNary, where his death occurred. Mr. 
Wilder had a wide acquaintance and many 
friends in the lumber trade generally, who 
will learn with sincere regret of his untimely 
death. 


JOHN H. OSBORN, for many years vice 
president of the Brockway-Smith-Haigh- 
Lovell Co., of Boston, Mass., and long prom- 
inent in the millwork industry, died Aug. 4 
in the Baker Memorial Hospital,, Boston, 
after an illness of several weeks. Mr. Osborn 
was born in Peabody, Mass., July 19, 1869, 
and early in his business career became in- 
terested in lumber and woodworking. He 
became vice president and a director of the 
Brockway Smith Corporation soon after its 
organization in 1895, and had a leading part 
in making it one of the largest enterprises 
of its kind in the Northeast, manufacturing 
and distributing doors, sash, millwork, lum- 
ber and panels. When this business was 
merged into the Brockway-Smith-Haigh- 
Lovell Co., Mr. Osborn continued as vice 
president and director, until two years ago, 
when the advice of his physician induced him 
to give up active management work, while 
retaining his important advisory post as di- 
rector. His home was 80 Atlantic Avenue, 
Swampscott, Mass. He leaves a widow, Mrs. 
Mabel W. Osborn, of Swampscott; a daugh- 
ter, Mrs. Marion B. Richardson, and two 
grandsons of Pelham Manor, N. Y., and a 
brother, George T. Osborn, of Lancaster, Mass. 


JOHN F. BUTCHER, aged 64, died July 30 
at his home in Paris, Tex. He was president 
of the Cummer Graham Co., which has plants 
in Paris, Beaumont, Mineola, Longview and 
other Texas cities. This company succeeded 
the Cummer Manufacturing Co., and is en- 
gaged in the manufacture of crates. He was 
also president and owner of the State Line 
Lumber Co., which he acquired in 1924, and 
of the Texarkana Lumber Co., acquired in 
1927, both located in Texarkana, Tex. The 
former operates a pine and hardwood saw- 
mill; the latter, a retail yard. He had at one 
time owned the Texarkana Crate Co., but sold 
it in 1926 to the Two States Fruit Packing 
Co. Mr. Butcher was born in Fenton, Mich., 
and operated a lumber business in Michigan 


before going to Texas about fifteen years ago. 
He is survived by his widow, Mrs. Clara Bell 
Hunter Butcher, and two daughters, Mrs. C. 
F. Matthews, of Mt. Clemens, Mich., and Mrs. 

. F. Adams, of Burlington, Vt. Interment 
will be at Vassar, Mich., not far from 
Saginaw. 


PETER H. DALY, a member of the Daly 
Lumber Co., of Syracuse, N. Y., died July 31 
of heart disease. His daughter (Laura D.), 
Mrs. Richard F. O’Brien, died three hours 
earlier, and her infant son had died July 24, 
but because of Mr. Daly's critical condition 
the news of these deaths had been kept from 
Mr. Daly. Funeral services were held Aug. 3 
in St. John the Evangelist Church, where a 
solemn high mass of requiem was celebrated, 
and burial was in St. Agnes Cemetery. Sur- 
viving Mr. Daly are his widow, six married 
daughters and a son, seventeen grand chil- 
dren and a great-grandson, a sister and two 
brothers. 


CHARLES O. FOULKE, Macomb, IIl., passed 
away at the hospital in that city April 17, 
aged 62 years, after an illness of three weeks. 
Mr. Foulke was born in Ohio, but moved to 
Illinois with his family in early life. After 
finishing school, he entered his father’s lum- 
ber business at Macomb. He succeeded to the 
business in 1891, when his father retired. Mr. 
Foulke was an outstanding business man, had 
a large acquaintance in western Illinois, and 
stood very high with all his brother dealers. 
Mr. Foulke had been an active member of the 
Illinois association during most of his busi- 
ness life. The widow, one son and a daugh- 
ter, also his mother, survive. 





DR. WILLIAM LEON ELLERBECK, presi- 
dent and general manager of the Nephi 
Plaster & Manufacturing Co., Salt Lake City, 
Utah, and widely and favorably known in 
building materials circles of Utah and the 
intermountain country, died in a local hos- 
pital on Friday afternoon following an opera- 
tion. Dr. Ellerbeck was born in Salt Lake 
City in 1874. He was graduated from the 
University of Utah, and studied dentistry in 
Philadelphia. In 1901 deceased became in- 
terested in building materials and was asso- 
ciated with a number of Salt Lake companies. 
He was a member of the Utah Lumber Deal- 
ers’ Association. A widow and two daughters 


survive. 
JOSEPH FROBEL, 18-year-old son _ of 
Alvin Frobel, veteran employee of the 


Dascomb-Daniels Lumber Co., Kansas City, 
Mo., was drowned in the Missouri River Aug. 
15 in a heroic and successful attempt to save 
his father’s life. The two had gone fishing. 
A slide of the bank hurled the elder Frobel 
into the deep, swift water near the bank. 
His son, plunging into the water, pushed 
his father to the bank before, unable to swim 
a stroke, he himself disappeared. Police 
were forced to prevent the father throwing 
himself in the river when he learned that his 
son had drowned, and he has been ill because 
of the shock. 


CLINTON G. SWACKHAMER, president of 
Cc. G. Swackhamer (Inc.), White Plains, N. Y., 
who had been in a nervous condition and 
therefore greatly exaggerated his business 
difficulties, committed suicide Aug. 11 at 
Stamford Sanitarium, where he was con- 
valescing from a breakdown. His age was 
60. He was born in New York City, and 
spent the last forty years of his life in the 
coal and building material business at White 
Plains. His widow, and a small son and 
daughier, survive. 


JOHN F. DeMUTH, died recently at the 
age of 71 at Princeton, B. C. The late Mr. 
DeMuth was born in Germany. He was su- 
perintendent of the B. C. & Grand Forks 
Railway. A little later he opened a saw- 
mill at Melfort, B. C., in order to supply ties 
for construction of the Kettle Valley Rail- 
way, and continued in lumber production. 
Subsequently he built another mill at Alta 
Mont, near Princeton, B. C.; this was moved 
to Belfort, was destroyed by fire and rebuilt 
recently. 


HUBERT MOUSNY, of Pittsburg, Kan., 
died at the McCune-Brooks Hospital there 
after a week's illness, aged 73. He was born 
in Liege, Belgium, came to the United States 
in his early manhood, and moved to Pitts- 
burg in 1884. In 1900 he purchased the C. A. 
Brockett Cement Co., and in 1911 opened the 
Mousny Lumber & Cement Co. He is sur- 
vived by his widow, Mrs. Marie Mousny. 
Funeral services were at St. Mary’s Catholic 
Church, and interment in its cemetery. 


GORDON E. BARKER, many years presi- 
dent of the Barker Lumber Co., with head- 


quarters at Delavan, Wis., and a number of 
yards in Illinois, died July 13 at the family 


August 20, 1939 


home in Delavan, aged 73. Mr. Barker en- 
gaged in the lumber business when a very 
young man, and continued until his retire- 
ment about ten years ago. He was born jn 
Wisconsin, and his entire life was spent in 
that State. Two daughters survive him. 


WILLIAM NELSON FERRIN, general mana- 
ger of the Western Lumber Co., of Westfir, 
Ore., was killed almost instantly when he 
tripped on a plank in the plant and fell 
twenty feet. Mr. Ferrin was born at Forest 
Grove, Ore., where his father was president 
of Pacific University. He graduated at 
Stevens Institute, Hoboken, N. J., in 1923, and 
was employed at Silverton and Westpost 
before joining the Western Lumber Co. He 
is survived by his widow, Catherine Ferria, 
and two daughters, aged 2 and 4, also his 
parents, Dr. and Mrs. W. N. Ferrin, of St, 
Helens, Ore. 


CURTIS M. WELCH, manager E. Robin- 
son Lumber Co., Carmi, Ill, died ype te 
June 19, aged 33 years. Mr. Ww elch had been 
in the lumber business the greater part of 
his adult life, thirteen years in Missouri and 
two years at Carmi. He took an active in- 
terest in civic and religious affairs. The 
widow, Gladys Campbell Welch, whom he mar- 
ried in 1926, and one daughter, Betty Lou, are 
left to mourn a kind husband and father. 


CYRUS JARED GRAY, aged 63, died re- 
cently at his home in New Orleans, where he 
had been engaged in the lumber business for 
the last fifteen years. Before that he had 
been prominent in the business at Hatties- 
burg, Miss. He is survived by his widow, 
Mrs. Bertie Champenois Gray, and two sisters. 
The remains were brought to Hattiesburg for 
interment in the Old City Cemetery. 


MYRON D. HIGBED, president and mana- 
ger of the Cedar Lumber & Hardware Co., 
of Cedar City, Utah, and one of the state’s 
most esteemed citizens, died at the age of 
71 following a cerebral hemorrhage four days 
previously. Deceased was born in Cedar 
City. He had been active in civic affairs for 
a long time. As a young man he served as 
a Mormon missionary in the British Isles for 
two or three years. 





WILLIAM H. GOUGH, who was secretary 
and treasurer of the Mount Vernon Belting 
Co. up to the time of the corporation’s disso- 
lution in 1926, died at his home in Baltimore 
suddenly on Aug. 7. Mr. Gough was born in 
*awtucket, R. Ll, 74 years ago, and went to 
Baltimore in 1888. A daughter, Miss Mar- 
garet E. Gough, who is instructress of nurses 
at the All Saints’ Hospital in Morristown, 
N. J., survives. 


J. C. JOHNSON, 55 years old, for twenty- 
ove years in the lumber business at Stratton, 
died there Aug. 5. Mr. Johnson operated 
ah and a large lumber yard at Strat- 
ton, being first located at Beaver Creek, Ky. 
He owned hardwood timber and coal lands in 
Pike and Floyd counties. Mr. Johnson leaves 
several sons and daughters. A son will suc- 
ceed him in the lumber business. 


CAPT. W. S. McGOVERN, senior partner of 
McGovern Bros., lumber merchants, La Salle, 
Que., died recently at the age of 45. Dur- 
ing the Great War he was mentioned in 
despatches on several occasions, and was 
awarded the Military Cross, subsequently the 
Bar being added. Capt. McGovern is sur- 
vived by his widow and one daughter. 


F. J. LOESER, of Schuck & Son Lumber 
Co., Springfield, Ill., passed away at St. John’s 
Hospital July 11, aged 65 years. Mr. Loeser 
was born in Germany, coming to Springfield 
when fourteen years old. He entered the 
employ of Schuck & Son when but a lad, and 
was continuously with that organization for 
fifty-one years. 


SID. J. MARIS, of Carter & Maris, of 
Franklin, Tex., died at his home there re- 
cently, aged 60, following a brief illness. He 
had been in the retail business at Franklin 
since 1910. He is survived by his widow and 
two sisters and two brothers. 


M. L. BROWN, aged 78, formerly engaged 
in lumber manufacturing, died at his home in 
Timpson, Tex., where he had resided for 36 
years. He was active in promoting the wel- 
fare of his community. His widow and six 
children survive. 


H. W. WOODRUFF, JR., 53, vice president 
Gulf States Creosoting Co., Hattiesburg, Miss. 
and prominent in the lumber industry of 
Mississippi for many years, died Aug. 4 at 
his home, following a sudden illness. 


—_—_————— 


Trouble and Litigation 


CHARLOTTE, N. C., Aug. 15.—John C. 

Shepherd, Charlotte lumberman, has been 
appointed as permanent receiver of the J. H. 
Jearn Lumber Co., of this city, and in- 
structed to advise the court on Sept. 6 
whether it is advisable to continue the busi- 
ness. The Wearn Lumber Co. was one of the 
largest retail lumber concerns in North 
Carolina. 
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News Letters 


(Continued from Page 41) 
ready handicapped by heavy rains. Orders 
are more plentiful than they were a couple 
of months ago and inquiries are more nu- 
merous than in some time. Flooring is in 
especially good demand, manufacturers say. 


Baltimore, Md. 


North Carolina Pine demand, at least with 
some distributors here, has shown a pick-up 
lately, with the yards and other buyers more 
frequently in the market, and with the 
quotations either maintained or somewhat 
higher on certain items. Unusual sizes now 
and then become scarce and bring higher 
prices. 30x factories are reported to be 
busier than they have been. 











Hardwoods are in somewhat better request 
than they have been, with the smallness of 
the available stocks beginning to have some 


effect. Various yards have lately experi- 
enced a definitely brisker call for lumber 
than they were able to report for a long 


time, and the feeling in the trade is accord- 
ingly showing a positive change for the bet- 
ter. Sentiment as regards exports has be- 
come distinctly more encouraging. 


Cypress.—Quotations on high grade Gulf 
cypress are being firmly maintained, though 
demand continues to lag. No concessions of 
consequence are being reported. Ordinary 


grades of North Carolina and South Caro- 
lina cypress must take their chances with 
other competitive woods, and returns on 


these are perhaps no more satisfactory than 
they have been. 

Douglas Fir.—Developments in the market 
for fir, among other West coast stocks, have 
not been of a striking character. Prices are 
ranging about as they were. The low price 
of eastern stocks serves to check sales of 
West Coast lumber. 


Warren, Ark. 


Arkansas Soft Pine—A fair improvement is 
noted in orders booked by Arkansas mills 
the last fifteen days, especially during the 
current week. Most orders are for quick 
shipment. There has been some southern 
buying in preparation for fall business in 
the cotton country. Small country yards 
are more interested in stocking up than they 
have been since early spring. Large city 
yards are taking on straight cars of boards, 
shiplap and flooring. Sales of 4-inch B&bet- 
ter flat grain flooring and common grades 
have materially increased. Mixed car orders, 
ealling for finish and other items of shed 
stock, are more plentiful. The market has 
a much better tone than for many months. 


Kansas City, Mo. 


A considerable increase in demand, result- 
ing both from an upturn in repair work and 
building, and from augmented industrial de- 
mand, this week provided a slightly more 
stable basis for the lumber market in the 
Southwest. 


Industrial interest was the week's most en- 
couraging factor. It has been many months 
since industrial buyers have indicated more 
than a passing interest in lumber. During 
the summer they have bought only for barest 
needs. Now lumber sales managers reported 
industries are faced with the absolute neces- 
sity of replacing depleted stocks. Railroads 
figured in the increased demand to some ex- 
tent, as several lines were reported beginning 
the work of preparing track and equipment 
for the winter season. The result was seen 
in orders for tie stock and for car siding. 


Retail yards bought more than in the last 
month, apparently being about ready to fill 
out stocks cut very short during the sum- 
mer. Country yards, however, maintained 
their position as the best buyers, perhaps due 
to the continued rise in farm commodities 
and the very apparent hope, throughout the 
corn and wheat belts, that the worst of the 
farm depression is" over. Modest residences 
made up the bulk of new construction, but 
many repairs were being made both on resi- 
dential and business property. 

Production was not stepped up to equalize 
entirely the greater demand, with the result 
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that price levels, while not advancing to any 
considerable degree, were, for the most part, 
very steady. 

Southern Pine orders showed a pleasing 
excess over both production and shipments. 
No move was made, however, to speed up 
output, producers preferring to work on their 
accumulated stocks and hold new produc- 
tion down, in an effort to stabilize price 
levels at the earliest possible moment. Some 
small mills, it was reported, still are willing 
to cut prices in order to do business, but 
the tendency in this direction appeared not 
to be so general as a few weeks ago. 


Western Pine was steady, prices holding 
well, and sales managers reported a slight 
increase in demand. There was not much 


in the way of industrial demand, however. 


Douglas Fir was sold in 
lots, but prices 
basis, and an 


relatively small 
appeared to be on a stable 
increased interest was noted. 


Hardwoods, of course, reflected the return 
of the industrial buyers to the market, and 
were more in demand than in many weeks. 


Lath and Shingles were sold at 
prices, lath moving rather 
shingles selling in fair volume. 


steady 
slowly, but 


Jacksonville, Fla. 


Southern Pine—Much improvement in in- 
quiries and orders has been noted. Inquiries 
have shown a very marked improvement, 
while orders, not as plentiful as inquiries, 
have improved considerably. Railroads have 
come into the market with several nice 
orders, and many more will likely be placed 
in the next ten days. The larger roads of 
the North and East were the first to show 
activity, and the southern roads are just com- 
ing into the markets strong. The Southern 
Railway Co. has inquiries out now, and 
orders will be placed this week. The At- 
lantic Coast Line today came out for several 
small lots, and it is understood it will fol- 
low with larger lists shortly. The yards 
have not shown as much buying activity as 
the railroads, but business from this source 
is improving somewhat. The nature of the 
orders from the yards indicates shortages in 
some of the slower moving items—a good 
sign that stocks as a whole are getting low. 
The orders now being placed by some of the 
larger yards are more like real yard orders 
of old, and not so much of the mixed-car 
variety. Another good indication of short- 
ages in the yards is the fact that more of 
the higher grades of shed stocks are being 
bought. The lower grades still lead in de- 
mand, but the mills report that the higher 
grades are in much better demand that they 
were a month ago. Prices on pine have not 
undergone any sharp advances, but the mills 
are not as willing to book large orders at 
low prices. Prices are much firmer, and a 
few large pine orders will likely be followed 
by some advances. Large timbers are hard 
to buy at today’s levels, and wholesalers and 
commission dealers are careful in booking 
orders for this class of material. Smaller 
sizes are easier to place, inasmuch as there 
is a surplus of scantling sizes and six and 
eight inch stock at all of the mills. 


Cypress inquiries and orders have not im- 
proved as have pine, but a slight improve- 
ment is noted in inquiries and the mills are 
optimistic. The Seaboard Railway Co. today 
sent out inquiries for a large lot of rough 
green cypress bridge and right-of-way ma- 
terial, and a small lot of pine. The cypress 
list from the Seaboard will likely go to the 
smaller cypress mills, as the larger ones do 
not cater to this class of cutting, for it takes 
too much of the choice board stock, and the 
lengths are not suitable to the larger mills. 
The small cypress operators are very much 
in need of orders for this material. It is 
feared that the prices will be low. The feel- 
ing is such that prices have become much 
firmer, with the largest mills selling through 
the agencies, and no concessions are allowed. 
This condition exists principally with the 
largest mills, as the smaller operators are 
more eager to move stocks and willing to 
shade prices somewhat. There are many 
ground cypress mills in Florida and Georgia 
that will sell rough green stock at low prices, 
but the larger mills are standing firm. 


Hardwoods have shown some improvement, 
with export business more active. Domestic 
markets are slow, and only occasional orders 
are booked. The mills feel that exports will 
continue to be large throughout the summer, 
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and that a good trade will develop by fall. 


Export shipments have not been up to ex- 
pectations, but the mills have good order 
files, and shipments are likely to be much 
faster the latter part of the month. The 
shipments this month have been principally 
to South American ports, and most unshipped 
orders are for the same destinations. Eng- 
land and Germany are ordering more stock. 
Prices on export pine sizes are practically un- 
changed, but a firmer tone is noted. 


Louisville, Ky. 


Southern Hardwoods—A very remarkable 
change has come over the hardwood trade 
during the last forty-five days. Business 
with the majority of handlers is not a great 
deal better than it was, and prices are no 
better, but recession has ceased. Many are 
so confident that prices will be better than 
they report that they won’t accept orders 
booked for shipments after more than 45 
days at today’s market, nor would they ac- 
cept a one-car order for 45-day shipment. 
One producer of hardwoods reported more 
business in August than in several months. 
L. B. Olmstead, Mengel Co., reported some 
very fair sales, principally in cypress and 
such items as inch select, shop and Nos. ] 
and 2 common, also some five and six quarter 
select and shop; some No. 1 common red gum, 
in 4/ to 8/4; some inch FAS plain sap gum; 
inch FAS and common quartered sap gum, 
and some No. 2 common cottonwood. He re- 
ported more releases of shipments, more in- 
quiries and more orders. Preston P. Joyes, 
W. P. Brown & Sons Lumber Co., remarked 
that the company had less lumber than at 
any time in several years, had not produced 
anything for two months, and _ probably 
would not produce again for six months to 
a year. Mr. Joyes said: “We can get orders 
but there is no point to taking business at 
today’s prices.” 

Softwoods—tThere has also been a little im- 
provement shown in pine lumber, retailers 
over this nearby territory beginning to 
wonder whether, with so much talk of busi- 
ness improvement, they had not better put 
some lumber into their sheds. 


Spokane, Wash. 


Inland Empire Pines.—Order files have 
shown little if any improvement in the last 
two weeks. The feeling that better things 
are in store for the lumber industry, is well 


expressed by the statement of a leading 
lumberman a few days ago, that a lumber 
manufacturer would be wise right now to 


hold his stocks, and in addition buy all that 
he could. Prospects for good crops in this 
district are tending toward a more buoyant 
feeling, despite low prices. 





Hymeneal 


MOTHERSHEAD-CROSSETT.—The _ social 
event of the summer season in the Cape Cod 
section of Massachusetts was the marriage 
on Aug. 9 of Miss Elizabeth Ashley Crossett, 
daughter of Mr. and Mrs. Edward Clark 
Crossett, of Chicago and Wianno, to John 
Leland Mothershead, jr., of Pasadena, Calif., 
the ceremony being performed in the garden 


of the summer home of bride’s. parents, 
“Lynwood,” at Wianno, Cape Cod. The father 
of the bride, who makes his home in Chi- 


cago, is well known as head of the Crossett 
Lumber Co., of Crossett, Ark., and the Cros- 
sett-Western Lumber Co., of Wauna, Ore. 
The Crossetts have for many years main- 
tained a sightly summer home in Wianno. 
The honor attendants were Mrs. Edward S&S. 
French (Ruth Crossett) of Chicago, and Miss 
Carolyn Crossett. The bride wore her 
mother’s wedding gown. The officiating 
clergyman was Rev. Duncan Brown, dean of 
St. James Cathedral, Chicago, while the pro- 
gram of wedding music was played by Ernest 
Mitchell, of Grace Church, New York. The 
bridal couple proceeded to New York, whence 
they sailed on the following day for a year 
abroad, spending half the time in Paris and 
the remainder in Germany. 


SMITH-SAWLER. Lester H. Smith, of the 
Sargent Plywood Co., Allston, Mass., and Miss 
Elsie M. Sawler, daughter of Mr. and Mrs. 
John F. Sawler, of South Weymouth, Mass., 
were married in a pretty mid-summer wed- 
ding celebrated at the First Baptist Church 
of North Scituate. Mr. Smith is one of the 
rising young men in the metropolitan Boston 
territory. He is the son of Mr. and Mrs. 
Arthur L. Smith, of North Scituate, Mass. 
Following a honeymoon in the Adirondacks, 
Mr. and Mrs. Smith will be at home at Mor- 
decai Lincoln Road, North Scituate, Mass, 
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How to Figure Costs for Advertising 
' In Classified Department 











Two consecutive issues.......... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. Heading 


counts as two lines. 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED—BUYER AND INSPECTOR 

Of Idaho White Pine Shop and 

district. State 
quaintance. 

Address “N 64," care 


Better in Spokane 
qualifications and saw mill ae- 


American Lumberman., 





Employment 


ACCOUNTANT—FIRST CLASS 


12 yrs. experience in Mfg. Who. and Retail Lum- 
ber; conversant with all phases work 3 
Credits, Collections, Estimates, Costs, ete. <A-1 ref- 
make bond At present employed; open 
for immediate employment. 

Address “‘N. 65," care American Lumberman. 





Sales, 


erences, 





PLANING MILL OR MILLWORK FOREMAN 
years foreman 
foreman millwork 
moulders my 
hardwood 
enced mill 
Box 712, 


wholesale planing 
plants Planers, 
specialty and mfg. southern pine, 
flooring, moulding and trim. Experi- 
suilder Consider any location in U. 8. 
Lexington, Ky. 


mills, 8 years 
matchers and 





POSITION AS MANAGER IN RETAIL YARD 
16 yrs, experience, 8 yrs. as mer for same com- 
pany Now employed. Could start in 30 days. 

Address “N 63," care American Lumberman. 


Employment 


COMMISSION SALESMAN TO LOCATE 
In Cedar Rapids, Iowa, wishes to hear from manu- 
facturers in Pine, Fir, Millwork and Hardwoods, 
to cover parts of Iowa and Minnesota. 
Address “N 62,” American Lumberman 





care 





Lumber and Dimension 


Y¥YY YY YY Yee 


WANTED—SHIPPING LUMBER 


“Here is your opportunity to secure new an Edger, 
Mill, Trimmer, Nigger, Steam Feed, etc. and pay 
for it with lumber. We manufacture everything 
for turning standing timber into money. 
HAMMOND MACHINERY BUILDERS 
(Formerly Hill-Curtis Co.) 
Kalamazoo, Mich. 








WANTED 
10/4 No, 2&Btr. Hard Maple 
%x114 Basswood Lath 
Ix3% to 5% No. 2 Com. Basswood 
4/4 No. 2&Btr. Maple Tie Sides 
1/4 No &Btr Birch Tie Sides 
1/4 No, 2&Btr. Oak Tie Sides 
%x1i, 4’ Elm Lath 
1 car 4x4 8” or 9” Clear Maple 
Quote prices f. o. b. mill, also delivered Chicago 


Address “N. 70," care American Lumberman. 





THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


tead the Classified ads. Many oppor- 
tunities are offered for Buyer and 
Seller 3est for selling lumber, shin- 
gles, retail yards, business opportunity, 
timber and timberlands, machinery, 
locomotives, cars, rails and equip- 
ment used in logging operations. You 
can get employees, salesmen, employ- 
ment or anything used in lumber and 
allied industries by advertising in the 
Wanted and For Sale department of 
the American Lumberman. 

Send your advertisement to the 


AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 
431 S. Dearborn St., Chicago, III. 


PLANING MILL SUPERINTENDENT 
Machine operations—quality 
any location—make offer 

Address “‘N, 72,” 


quantity production 


eare American Lum Derman 





WANTED POSITION 
Hardwood inspector or 
ige 30. teferences, 


Address “N 66” 


yard foreman Married, 


care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That's why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING Depart- 
ment to get it or sell it. Read the 
Classified advertisements every week 
Is to advertise in a paper that reaches 
the people who would be interested in 
what you want to sell. When you want 
to sell anything used in the lumber 
world and allied industries, advertise 
in the 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





WANTED 











Salesmen 





COMMISSION SALESMEN 


Wanted by Merchandising Organization which is 


supported by manufacturers of Douglas Fir, Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 


coops everything required by the 

man and the Industrial in either 

MIXED cars 
Address “E 77 


Retail Lumber- 
STRAIGHT or 
American 


care Lumberman 





Employees 





WANTED—EXPERIENCED RETAIL YARD MAN 
To take part interest in established 
Building Material Yard in one yard town, located 
in Central Southern Michigan Some one experi- 
enced in selling and estimating jobs, both material 
and labor 
Address ‘‘'N, 68 


Lumber and 


care American Lumberman. 





WANTED—COMPETENT AND EXPERIENCED 


Manager for retail lumber yard in a good county 
seat town in Missouri 
Address “N 61,” care American Lumberman, 


BOOKKEEPER AND ASST. MANAGER 


Age 24. sorn and raised in lumber industry. 
six years at wholesale and retail yard Fair knowl- 
edge of contracting, drafting and _ estimating. 
Also, thoroughly familiar with hardwoods. Go 
anywhere. Speak Norwegian. 

Address “N. 59,"" care American Lumberman. 


MIDDLE AGED MAN WITH THIRTY YEARS 


Experience in yellow pine business desires to make 
connection with manufacturer or wholesaler. Ex- 
perience mostly office work in sales and general 
supervision. Can furnish first class reference. 
Address “M. 63,’" care American Lumberman. 


Last 








WANTED MANAGEMENT OF A YARD 


Have been successful as to sales, credits and 
profits. Can furnish you with unquestionable 
references. 


Address “L. 79," care American Lumberman. 





EXPERIENCED SALESMAN—YARD MANAGER 


12 years’ selling Building Materials to retail trade: 
managed branch yard. Open for position as sales- 
man or yard manager. 34 years, furnish Al ref. 
will prove worth. 

Address “M, 74,” care American Lumberman. 





WANTED POSITION AS SPECIAL 


Millwork estimator and salesman. Can handle any 
class of architectural plans, fifteen years of ex- 
perience, have covered territory from New York to 
Louisiana. Will go anywhere. Can furnish high- 
est class reference. Thirty-five years of age and 
married, 

Address “N. 60" American 


care Lumberman. 





WANTED BY EXPERIENCED MILL MANAGER 


Or superintendent a job either pine or hardwood. 
Address P, O. Box No, 48, Quentin, Miss. 








WANTED PRICES ON 


Posts, carload lots, delivered at 
BEISE BROS., 


DRY CEDAR FENCE 


Necedah, Wis 
Mapleton, Minn 


Retail Lumber Yards 


wey YY ery yrs oe YY YY YY Y YY’ 


RETIRED LUMBERMAN 


buy retail yard in Illinois, 








Wishes to 
Missouri. 
Address ‘“M. 


Iowa or 


62," care American Lumberman. 





Business Opportunities 





LUMBERMAN WISHES TO EXCHANGE 


Valuable hotel property in Washington 
prospects for interest in saw mill 
Pacific Coast. Pine preferred. 

P. O. Box 368 Centralia, Wash. 


Steel Rails 


WANTED-—s MILES RAILS 16-LB. TO 30-LB. 
With fish bars, spikes and switches. 
dition and best price. 

Address “N 67,"" care 


with good 
business on 








Advise con- 


Lumberman 


Second Hand Machinery 


i i ie 


American 








vee 





wy 


WANTED TWO LATE MODEL 8 OR 10 INCH 


Four side all electric moulders to run on high 
frequency. All motors to be 3 phase, 60 cycle, 220 
volts, guaranteed in first class order. Quote cash 
price delivered with cut of make and full details. 
PHILIP ENDERS & SON LUMBER CO., 
271 Norton St., Rochester, N. Y. 





WANTED AUTOMATIC LATHE 
State make and yea of it. 


Address “N. 73" care American Lumberman 





CHAPIN’S LUMBER RECKONER 


By N. Chapin. Sames Time and Labor—Prevents 
Errors. The tables reduce to board measure all 
fractional sizes of lumber, advancing by quarter- 
inches from 1x1 to 15x15 inches square and 20 
feet long; also scantlings and square timbers, ad- 
vancing by inches from 2x2 to 30x30 inches square 
and 50 feet long. Saw logs are reduced to board 
measure. The book contains 171 pages of strong 
white paper, is 4x7 inches and is bound in cloth. 
Price, 


delivered, $4. 


AMERICAN LUMBERMAN 
431 S. Dearborn St., Chicago, III. 
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FOR SALE 





| FOR SALE 


FOR SALE 











Retail Lumber Yards 


FOR QUICK SALE 


Splendid location for establishment of retail lum- 
ber yard. Complete with office and sheds in north- 
ern Illinois community of over 85,000 pop. Excel- 
lent opportunity for yard on cash basis. 

Address “N. 58,”" care American Lumberman., 








Timber and Timber Lands 


HIGH GRADE HARDWOOD TIMBER FOR SALE 


At a bargain. Located in Northern Michigan; 
convenient to railroad; good logging conditions. 
Tract contains 4,000,000 feet very high grade 
timber. Can be purchased now at a very low 
figure. Address DRAWER, 817 Houghton, Mich. 








Miscellaneous 


STRAIGHT LUMBER ON ANY EDGER FOR $15.00 


Two front and two rear spur rollers that leads 
every board straight. My 1932 Edgers are so 
equipped, from $110 up, some clear its cost every 
30 days, 

J. H. MINER, Meridian, Miss. 











YARD ON MISSISSIPPI GULF COAST 


Located in small town, serves large territory. Up- 

to-date yard—siding and six room dwelling. Will 

sell for cash or suitable terms, $20,000 will handle. 
Address “M 83,’’ care American Lumberman. 








ONE OF THE BEST RETAIL LUMBER YARD 


Projects in central West Virginia. Has gone 
through the depression in good shape and now 
clear of debt. Business now commencing to pick 
up. Established trade in city of five thousand 
inhabitants and large territory to draw from. Only 
yard within six miles. Small investment required 
but must be cash. Might take other small busi- 
ness in exchange for part. 

Address ‘“‘M. 79,”" care American Lumberman, 





Lumber and Dimension 


wvrn"” 








WE WANT YOUR BUSINESS 


Piling or timbers, rock elm, white oak, Norway 


pine, yellow pine, cypress, maple. No order too 
small or too big. 
Address ‘“‘N, 55," care American Lumberman. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





FOR SALE—CIRCASSIAN WALNUT LOGS 
JOHN L. ALCOCK & CoO., 
Munsey Building, 
Baltimore, Md. 





300 M FT. WHITE PINE 
126 M ft. Yellow Birch. 
°65 M flemlock; 23 


M ft. I M ft. Norway Pine. 
ROBERT HUNTER, 


Newberry, Michigan. 





Business Opportunities 





OPPORTUNITY 


The depression is in the past. Stocks, Bonds and 
Commodity prices are advancing The Lumber 
usiness will get its share of the prosperity now 
thead of us as it has in the past after every panic. 
An outstanding opportunity is offered by an old 


Chicago Wholesale Lumber Corporation in a con- 
trolling share of its stock at a figure that will 
insure a return of 15 to 30 percent on a small in- 
vestment .without services; or an ideal opening in 


a going business for a young man with a little 
money and some experience in the lumber business. 
Reason for selling—poor health. 

Address “N. 71,"" care American Lumberman. 





RECEIVERS SALE 


Complete plant capable of manufacturing wood 
products from the log to the finished product. 
Area 18 acres with rail and water shipping facili- 
ties to all parts of the world. No better location 
for receiving, storing, manufacturing and dis- 
tributing any commodity. For sale at less than 
half its present value to liquidate business. For 


further REILLEY & A. J. 


particulars—W. W. 
ELIAS, Y 


Buffalo, N. 


Timber and Timber Lands 


31,512 ACRES—75 CENTS PER ACRE 








Best for cattle raising. Near railroad. Water: 
selling timber doubles your investment. Clear 
title. Write Box 2707, Mexico. D. F. 





FOR SALE BY OWNER: 15,000 ACRES 


Will cut about thirty million feet long leaf timber 


and around forty crops turpentine located South 
Alabama SOUTH ALABAMA LAND COMPANY, 


Mobile, Alabama, 


14% MILLION FEET TIMBER 


YOUR HOUSE PLAN PROBLEMS SOLVED 











Ready Combination Woodworker. 8 machines in 
one. A shop in itself at a moderate investment. 
Others are making money at odd times with our 
new 48-page booklet “You Can Make It For 
Profit.” Send 10c for your copy today—over 100 
Plans of wooden articles. Porter-Cable-Hutchinson 
Corp., 1600 N. Salina St., Syracuse, N. 





CRESCENT UNIVERSAL WOODWORKER No. 59 


Crescent 18” pony planer: Fay & Egan 16’ Rip 
and Edging Saw Table. 5 HP motors AC, Ex- 
cellent condition. Cheap. 


MICHIGAN LUMBER CO., Indianapolis. 





WILL TRADE FOR LUMBER OR CASH 


Priced for quick sale—Smith Meyers & Schnier 8’ 
3and mill, left hand, full equipment, six good 
saws One electric operated derrick, 6 guy wires, 


56 HH. P. 70° 
1” letters. 
Fort Wayne, 


mast 60’ boom. Stencilling machine, 
Address PERRINE-ARMSTRONG CO., 
Indiana. 





COMPLETE FILER & STOWELL SAWMILL 
Twin Engines, Water tube 
machinery, Logging and Elec- 
trical Equipment. All installed new in 1920. Priced 
for immediate sale complete or separate units. 

Address HILLYER EDWARDS FULLER, INC., 
Glenmora, Louisiana. 


Corliss 


Including and 
boilers, Planing mill 





Locomotives and Cars 





BEFORE YOU BUY OR SELL CONSULT US 


Our 40 years’ experience is worth your attention. 
ZELNICKER, INC., St. Louis. 





HAVE YOU SOMETHING TO SELL. 


Advertise in the Wanted and For Sale de- 
partment when you wart to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Ill. 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 


Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 











Logging Ry. Equipment 


FOR SALE LOGGING RY. EQUIPMENT 
1—Six ton Vulcan Gas Loco, 36” gage. 
11—Log Cars. 
40—Tons 25 lb. rails with plates and spikes. 
Address “N. 52,” care American Lumberman, 





Located on U. S. Highway and B. & O. R. R. in Individual Plan Service at Stock Plan prices. Full 
So. Indiana. 900M oak, balance other native woods. plans, details, specifications and material list. 
Estate desires to sell timber only. Write Ira S. Finley, 290 Garden Road, Columbus, 
Address “‘N. 69," care American Lumberman. Ohio. 
Second Hand Machi 
econ an acninery THE WHISTLE 
A True Story 
FOR SALE COMPLETE SAW MILL Written to His Nephew 
Heavy Duty Allis Chalmers 6’ Band Mill complete By 
with four block carriage steam nigger turner, etc. > ° . 
Live Rolls, Gang Edger, Slab Resaw, Filing Ma- Dr. Benjamin Franklin 
chinery, etc. Can be taken down and shipped any- ; ‘ : 
where. Has cut only few million feet. Good as When I was a child, at seven years old, 
new. For further particulars address W. W. Reil- my friends on a holiday, filled my pockets 
ley and A. J. Elias, Receivers, Buffalo, N. Y. with coppers. I went directly to a shop 
~ where they sold toys for children; and, 
being charmed with the sound of a whistle, 
CONVERT WASTE LUMBER INTO PROFIT that I met by the way in the hands of 
Build hog and brooder houses, trap nests, dry another boy, I voluntarily offered him all 
mash hoppers, etc., out of waste lumber on Ever- my money for one. I then came home and 


went whistling all over the house, much 
pleased with my whistle, but disturbing all 
the family. My brothers and sisters and 
cousins, understanding the bargain I had 
made, told me I had given four times as 
much for it as it was worth This put me 
in mind what good things I might have 
bought with the rest of the money; and 
they laughed at me so much for my folly 
that I cried with vexation; and the reflec- 
tion gave me more chagrin than the whistle 


gave me pleasure. 


This, however, was afterwards of use to 
me, the impression continuing on my mind; 
so that often when I was tempted to buy 
some unnecessary thing, I said to myself, 
Don’t give too much for the whistle; and so 
I saved my money. 

As I grew up, came into the world, and 


observed the actions of men, I thought I 
met with many, very many, who gave too 
much for the whistle. 

When I saw any one too ambitious of 
court favor, sacrificing his time in attend- 
ance on levees, his repose, his liberty, his 
virtue, and perhaps his friends, to attain it, 
I have said to myself, This man gave too 
much for his whistle 

When I saw another fond of popularity, 
constantly employing himself in_ political 
bustles, neglecting his own affairs and ruin- 
ing them by that neglect; He pays indeed, 


says I, too much for this whistle. 
If I knew a miser, who gave up every 


kind of comfortable living, all the pleasure 
of doing good to others, all the esteem of 
his fellow-citizens, and the joys of benev- 
olent friendship, for the sake of accumulat- 
ing wealth; Poor man, says I, you do indeed 


pay too much for your whistle. 
When I meet a man of pleasure, sacri- 
ficing every laudable improvement of the 


corporeal 
you are 
instead of 
much for your 


of his fortune, to mere 
Mistaken man, says I, 
pain for yourself 
you’ give too 


mind, or 
sensations; 
providing 
pleasure; 
whistle. 





FOR SALE—WOOD AND WIRE FENCING 


Portable corn cribs, silos, and snow fence. 
ered prices gladly quoted. 
STANDARD FENCE CoO., Lufkin, Texas. 


Deliv- 








SAWS less than z PRICE 


On Trial, must satisfy or to be returned. Up 
to 68” in cutoff, up to 66” inserted. Let us 


change your saws to SIMONDS inserted. 
Hold their teeth better, cut more lumber. 


J. H. MINER SAW MFG. CO., MERIDIAN, MISS. 
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SHAY POWER 


... Why It Is A Profitable Investment 


ACIFIC COAST Type Shay Locomotives are sturdy, reliable and keep 

operating and maintenance costs low. They're the most dependable 

locomotives you can buy because they are built especially to meet the 
requirements of logging service. 


Write for complete details 


LIMA LOCOMOTIVE WORKS, Incorporated 


Lima, Ohio 60 East 42nd St., New York, N. Y. 
West Coast Representative “iMan= Southern Representative 
Hofius Steel & Equipment Co., = Y GEARED —- Woodward Wight & Co., Ltd., 
First Avenue South at Hudson, LOCOMOTIVES = Howard Ave. at Constance St., 


Seattle, Washington New Orleans, Louisiana 


Planer and Jointer Knives 


accurately ground to uniform temper 


. Send us a paper pattern with dimensions and kind of wood to be 
SPECIAL * worked. We will quote you at once and give earliest date of shipmdnt. 


[High Speed Steel Knives and Meulding Cutters for the Weedworking Industry.) 


TAYLOR, STILES & COMPANY, :: RIEGELSVILLE,N. J. 











WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis. Missouri 
EO AL A | a 
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The 


SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but it makes 


a tremendous difference in the 
cut of the mill. 


It's worth investigating. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 


MERIDIAN 
MISSISSIPPI 


























How Much Profit 
MUST You Earn? 


That’s a vital 
question today 
for all lumber 
manufacturers 
and dealers to 
consider. 


Here’s a 


New Book 


“Pricing 
for Profit” 


By 
W. L. Churchill 


This book is truly A Guide to Profitable Busi- 
ness because it clearly and _ specifically 
answers such important questions as: 
Where should your profits come from? 
How must you determine right prices? 
How shall you get the right prices? 
What is the correct ratio of selling cost 
to profit? 
How do you synchronize your sales and 
production? 
@ Where should your price corrections 
begin? 
Every Lumberman Needs 


This Book--Order Today! 
315 Pages — $3.00, Postpaid 
For Sale by 
American Lumberman “3)5.7°"tinses 
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Algoma Lumber Co.......... 
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American Credit-Indemnity Co. 
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American Logging Tool Co..... 8 
American Plywood Corporation 
American Steel & Wire Co..... 7 


Anaconda Copper Mining Co... 6 
Arkansas Soft Pine Bureau.... . 
Associated Lumber Mutuals... 29 
Ayer & Lord Tie Company... . 


Babcock Company, W. W., The 
Baldwin Locomotive Works... . 
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BC Spruce Mills, Ltd. ....... 2 
Bellfontaine Lumber Co., The. 


Biles-Coleman Lumber Co. ... 
Blanchard Lumber Co....... 
Booth-Kelly Lumber Co., The... 
Bradley Lumber Co. of Ark.... 3 
Bratlie Bros. Mill Company.... 39 
Bretton Hall Hotel. ........ 7 
Brown & Company, Geo. C.... 42 
ee 34 
Builders Commercial Agency... 42 
Burton-Swartz Cypress Co... . 


Camp Manufacturing Co....... 
Carey Company, The Philip. . 
Carter Lumber Co........... 
Caterpillar Tractor Co......... 
Certain-teed Products Corp... 
9 River Boom & Lumber 


Cisar Brothers.......... .... 42 
Collins Lumber Co., John D.... 37 
Continental Steel Corp........ 


Crater Lake Lumber Co....... 39 
Curtin-Howe Corp............ 8 
Curtis Companies............ 24 
Davenport Hotel............. 38 
Dibert, Stark & Brown Cypress 
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Du Pont de Nemours & Co., 
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37 Emporium Forestry Company.. 


Feather River Lumber Co...... 39 
Ferguson Lumber Co. W. T.... 


Flexible Steel Lacing Company 
Florida-Louisiana Red Cypress 


Ford Motor Co............... 
Fort Shelby Hotel........... 44 
re 
Frost Lumber Industries, Inc... 


General Insulating & Manu- 
eee 


General Motors Truck Co..... 
Goodyear Tire & Rubber Co... 
Griswold LumberCompany,The 38 


Hammond Cedar Company, 
Ltd 


Hammond Lumber Co.,Inc.... 2 


Hines Hardwood & Hemlock 
oe eee 


Hines Lumber Company, Ed- 
ward, and Affiliated Interests 


Hines Western Pine Co.,Edward 
Holt Hardwood Company..... 2 
Holt Lumber Company........ 2 
Homochitto Lumber Company. 


Illinois Wire & Mfg. Co...... 43 
Indiana Quartered Oak Co.... 
ee 


Leschen & Sons Rope Co., A... 34 
Libbey-Owens- Ford Glass Co. 
Lima Locomotive Works, Inc... 52 
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McGoldrick Lumber Company 6 


Madera Sugar Pine Co......... 
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Majestic Company, The...... 
Mattson Wire & Mfg. Co..... 25 


Menominee Indian Mills, The. 4 
Metropolitan Building Com- 
Michigan-CaliforniaLumberCo. 4 
Micklin Mfg. Co............. 
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Miner Saw Mfg. Co. J.H. ... 51 
Moore Dry Kiln Company..... 7 


Moore-Keppel & Co......... 31 
Moratz, Paul O.............. 
Mumby Lumber & Shingle Co. 


National Dry Kiln Co......... 34 
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Pacific Mutual Door Co....... 
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Rice & Lockwood Lumber Co.. 
Richard Shipping Corp........ 30 
Ruggles Lumber Co., Carlos. . 


Samson Cordage Works....... 
Schuette Co., Wm............ 26 
Segelke & Kohlhaus Co...... 
Sewall, James W.............. 24 
Sherman Hotel.............. 
Silver Lake Company........ 
Sinclair Refining Co.......... 
Sisalkraft Company, The...... 
Soule Steam Feed Works...... 
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Southern Oak Flooring Indus- 
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Sullivan Lumber Co.......... 38 
Sumter Lumber Company, Inc. 6 


Taylor, Stiles & Company..... 52 
Tremont Lumber Company .. 27 
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Wood Conversion Company. . . 
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A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
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Cl—West Virginia Hemlock 
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lock Co., Edward....... ac 


Hines Lbr. Co., Edw. and 
Affiliated Interests.....acej 


Menominee Indian Mills, 
The oeee eed 

Northwestern Cooperage & 
Em GO, TROcccecocs abcde 


Rice & Lockwood Lumber 
GU, <secesenes eeeees t0Jkn 
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SOFTWOOD LUMBER 


Dibert, Stark & Brown 
Cypress Co., Ltd......... 
Frost Lbr. Industries, Inc..e 

Ferguson Lumber Co., W. T. 
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Florida jactetena Red Cy- 
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Hines Lbr. Co., Edward 
and Affiliated Interests..e 
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Long Bell Lbr. Sales Cor- 
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Newman Lbr. Co., J. J....¢ 
Peavy-Wilson Lbr. Co......¢@ 
Pioneer Lumber Co........© 
Rice & Lockwood Lumber 
GA. acneseesevanceses aejkn 
Ruggles Lbr. Co., Carlos. .efj 
Sumter Lumber Co., Inc....¢ 
Tremont Lumber Co...... ef 
Wier Long Leaf Lbr. Co...e 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau.g 

Bradley Lbr. Co. of Ark..gh 

Southern Lumber & Supply 
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H—Aromatic Red Cedar 


Bradley Lbr. Co. of Ark..gh 
Brown & Co., Geo, C....... h 


I—North Carolina Pine 


Gomp TG. Gee ccscvcccce -fi 
Johnson & Wimaatt........1 
Schuette Co., Wm...... --- als 


Willson Bros. Lumber Co...ai 


J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
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N—Port Orford Cedur 


Anaconda Copper Mining 
Co. 


Ayer & Lord Tie Co. 
B C Spruce Mills, Lta oeees “ke 
Blanchard Lumber Co.bjklm 
Booth-Kelly Lbr. Co........ J 
Bratlie Bros. Mill Co......1 
Collins Lbr. Co., John D.jlm 
Ferguson Lumber Co., W. T. 


ceceeseseceeneesesoss efjlm 
Griswold Lbr. Co., The..... j 
Hammond Cedar Co........ 1 
Hammond Lumber Co., Inc. 
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Hines Lbr. Co., Edw., and 
Affiliated Interests ...acej 
Long-Bell Lbr. Sales Cor- 


HARDWOOD LUMBER 
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Collins Lbr. Co., John D. 

Curtis Companies Service 
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Hammond Lumber Co., Inc. 

Long-Bell Lbr. Sales Corp. 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Bullivan Lumber Co. 

Washington Manufacturing 
Company 
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GARDEN FURNITURE 
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Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
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Collins Lbr. Co., John D. 
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Spokane Pine Products Co. 


Washington Manufacturing 
Company 


WOOD FLOOR BLOCKS, 
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PACKAGE TRIM 
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Wisconsin Land & Lbr. Co. 
oeressovoecene jtseonsedee 


Sullivan Lumber Co.......- b 
White River Lbr. Co......D 
Willson Bros. Lbr. Co.......# 
Wisconsin Land & Lbr. Co.a@ 


CEDAR POSTS AND POLES 


Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., C. R. 

Northwestern Cooperage & 
Lbr. Co., The 


YELLOW PINE POSTS 
AND POLES (Creosoted) 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index. If the page number does 
not appear in the Index, the display advertisement will be found in some previous issue. 


BUILDERS’ SPECIALTIES, ETC. 


BUILDING PAPER 
Sisalkraft Co., The 


CEDAR CLOSET LINING 


Bradley Lbr. Co. of Ark. 
Brown & Co., Geo. C, 


FENCE AND FENCE POSTS 


American Steel & Wire Co. 
Continental Steel Corporation 


FINISHED FLOORING 
Moratz, Paul O. 


GATES—Steel 
American Steel & Wire Co. 
Continental Steel Corporation 


GLASS 
Libby-Owens-Ford Glass Co. 
HARDWARE—Builders’ 


Frantz Mfg. Co. 


INSULATING BOARD 
Certain-teed Products Corp. 


General Insulating & 
Manufacturing Co. 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BELTS AND ACCESSORIES 


Flexible Steel Lacing Co. 
Goodyear Tire & Rubber Co., 
The 


BELT LACINGS 
Flexible Steel Lacing Co. 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


DRY KILNS AND 
ACCESSORIES 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
National Dry Kiln Co. 


MISCELLANEOUS SUPPLIES 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 

Sewall, James W. 

Spain & Co., H. M. 


ASSOCIATIONS 

Arkansas Soft Pine Bureau 

Douglas Fir Plywood Mfrs. 

Oak Flooring Manufacturers’ 
Association of the U. 8S. 


CREOSOTE OILS, 
CREOSOTING, WOOD 
PRESERVATIVES, 

LUMBER PRESERVATIVES 


Ayer & Lord Tie Co. 
Curtin-Howe Corporation 


Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Company 


INSULATION LATH 


Certain-teed Products Corp. 
Stewart Inso Board Corp. 


LADDERS 
Babcock Co., W. W. 


LOG CABIN SIDING 
Hammond Lumber Co., Inc. 


METAL CORNERS 
Micklin Mfg. Co. 


METAL LATH 
Continental Steel Corporation 


NAILS 


American Steel & Wire Co. 
Continental Steel Corporation 


OVERHEAD GARAGE 
DOORS 


Frantz Mfg. Co. 
Maiestic Company, The 


PAINT—Aluminum 


Aluminum Company of 
America 


PAINTS—ENAMELS 
VARNISHES 


Certain-teed Products Corp. 


PLASTER BOARD 
Certain-teed Products Corp. 


PLYWOOD AND VENEERS 


American Plywood Corp. 
Collins Lbr. Co., John D. 
Douglas Fir Plywood Mfrs. 
Indiana Quartered Oak Co. 
Northwestern Cooperage & 
Lbr. Co., The 
Pacific Mutual Door Co. 
Red River Lbr. “o. 
Sullivan Lvmber Co. 


PORTABLE 

GRAIN BINS 

Illinois Wire & Manufactur- 
ing Co, 


Mattson Wire & Mfg. Co. 


POSTS—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 


PUTTY, for Wood, Steel 
Sash, Calking 


Parker & Sons Co., Ira 


ROOFING, SHINGLES, 
WAINSCOTING—Asbestos 
Carey Company, The Philip 
Certain-teed Products Corp. 
Johns-Manville 


SASH CORD 


Samson Cordage Works 
Silver Lake Company 


SNOW FENCE 

Illinois Wire & 
ing Co. 

Mattson Wire & Mfg. Co. 


Manufactur- 


MACHINERY AND EQUIPMENT 


ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


ELECTRICAL WIRE AND 
CABLE 


American Steel & Wire Co. 


ENGINES 


Allis-Chalmers Mfg. Ce. 
Electric Wheel Co. 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOCOMOTIVES, CARS, 
RAILS, ETC, 


Baldwin Locomotive Wks. 
Lima Loco. Works, Inc. 


LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 


GASOLINE, GREASES, 
LUBRICATING OILS 


Sinclair Refining Company 


FINANCIAL 

American Credit Indemnity 
Co. of New York 

Builders Commercial Agency 


Lumbermen’s Credit Associa- 
tion 


Lumbermen’s Blue Book, Inc. 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTELS 

Benson 

Bretton Hall 
Davenport Hotel Co. 
Fort Shelby 
Sherman 


Caterpillar Tractor Co. 
Electric Wheel Co. 
Lindsey Wagon Co. 


LUMBER BUGGIES 
Electric Wheel Co. 


LUMBER CARRIERS 
Willamette-Ersted Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


LUMBER TRUCKS 
Electric Wheel Co. 


LUBRICATING OILS, 
GREASES AND 
GASOLINE 


Sinclair Refining Company 


MECHANICAL RUBBER 
i0ODS, HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber Co., 
The 


HOUSE PLAN SERVICE 
Drafting and Estimating 


Lumberman’s Drafting & 
Listing Service 


INSURANCE 


Associated Lbr. Mutuals 


Lumbermen’s Mutual Cas- 
ualty Co. 


Rankin-Benedict Underwrit- 
ing Co. 


LICENSE TO BUILD 
LAKE COTTAGES, HOMES, 
SERVICE STATIONS, ETC. 


Bellefontaine Lumber Co., 
The 


MOTOR TRUCKS, 
TRAILERS, TIRES AND 
ACCESSORIES 


Electric Wheel Co. 
Ford Motor Co. 
General Motors Truck Co, 


Goodyear Tire & Rubber Co., 
The 


SAWMILL MACHINERY 


Bands, Circulars, Gangs, etc. 
Lath and Shingle Machinery 


Allis-Chalmers Mfg. Co. 
Miner Saw Mfg. Co., J. H. 


SAWS, KNIVES. TOOLS 


Miner Saw Mfg. Co., J. H. 
Taylor, Stiles & Co. 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 
Soule Steam Feed Works 


SOUND-DEADENING 
MATERIAL 


General Insulating & 
Manufacturing Co. 

Insulte Co., The 

Stewart Inso Board Corp. 

Wood Conversion Company 


STAINED SHINGLES 


Blanchard Lumber Co. 


STEEL SASH, 
COAL CHUTES 
Majestic Company, The 


WALL BOARD 

Blanchard Lumber Co. 
Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Co. 


WINDOW SCREENS & 
DOOR METAL CORNERS 
Micklin Mfg. Co. 


WOOD FILLER 
Parker & Sons Co., Ira 


TRACTORS 


Caterpillar Tractor Co. 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co. 


WAGONS—Log 


Electric Wheel Co, 
Lindsey Wagon Co. 


WAGONS—Lumber 


Electric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire Co. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 


American Steel & Wire Co. 
Leschen & Sons Rope Co., A. 


AND SERVICES 


OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, 8. BE. 


SAP STAIN 
PREVENTATIVE 


DuPont de Nemours Co., Inc., 
_ & 


CREOSOTED PRODUCTS— 
Blocks, Timber, Poles, Cross 
Arms, Ties, Piling, Lumber, 
Ete. 

Ayer & Lord Tie Co. 
Booth-Kelly Lumber Co. 


Long-Bell Lumber Sales Corp. 

McCormick Lumber Co., C. R. 

National Lumber & Creosot- 
ing Company 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence Poste 


Ayer & Lord Tie Co. 

Curtin-Howe Corporation 

Long-Bell Lbr. Sales Corp. 

National Lumber & Creosot- 
ing Company 


WOOD PRESERVATIVES 
Curtin-Howe Corporation. 
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No Other Investment Can 
Compare With the Home-- 


The front cover of the AMERICAN 
LUMBERMAN reproduced at the right, 
presents a real sales argument for every 


lumber dealer. Here are facts which prove 
conclusively that the home is still the 


soundest investment and the one with the 
least shrinkage in value even during the 
worst depression the world has ever 


known. 


The materials which went into this 
home would cost about 27% less today. 
Then allow 10% for depreciation and 
you have a total shrinkage of but 37%. 
What other investment made in 1929 


could show so much value? There is none. 


Utilize these sales arguments right now 
in your community. Such a campaign will 


stimulate interest in home building. 


Remember, that PEAVY Pine products 
embrace everything needed in construct- 
ing a home. Every piece can be plainly 
trade marked and grade marked. Specify 
PEAVY on your next order and insure 
builders the most durably constructed 


buildings. 


PEAVY-WILSON LUMBER CO., 
SHREVEPORT, LA. 
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